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Unmatched superiority in tools has been the Vaughan distinction for over 
80 years. Skilled craftsmen seek the Vaughan label with a confidence justified in the 
performance of Vaughan hammers, hatchets and axes. Vaughan 
designs and builds fine tools with a heritage of quality. 
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ORDER THIS 


FAST-SELLING DEAL TODAY! 
ASSORTMENT No. 1882 
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1 doz. B-1 (49c Size) $5.88 
iia wie 2 doz. B ($1.29 Size) . 7.74 
AT AG > doz. Pints ($1.29 Size). 7.74 

4 doz. Quarts ($2.29Size) .. 6.87 






Total Retail Selling Price $28.23 
Your Cost 18.82 
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Shipping Weight 57 Ibs 
FREE display cards, window 


streamers, mat ads. 














ot 


4). . h 
Worth $6.50! Stands 3 ft. Destre Yer of me, 
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Write for complete details of generous advertising SOLD FO 
allowance to help you tie in with national advertising! R 
Make your store CHIMNEY SWEEP headquarters! 


Stock up NOW on sation 
CHIMNEY SWEEP six: 
WEST ORANGE, N. J. 


OPEN STOCK 


, oO w D E R For Best Discounts, order in Case Lots! L l Q U ! D 


List List 
No. Size | Pack | Weight! Per Case Each* - | Pack | Weight| Per Case Each* 


| Pint | 1doz.| 16% Ibs} $15.48) $1.29 










| La | Quan | 1/2doz, 15ibs| 13.74) 2.29 


= Ln %Gal.| 1/3 doz, 18 tbs| 17.16] 4.29 
—{—————_—____— a + Sonal) | 
*Foir Trade — Price Protected L-G Gallon i/s doz 33% Ibs, 31 .56 7.89 


Manufactured by G. N. COUGHLAN CO., Wes? Orange, N. J. 





We've Made the “36” Even More Perfect 
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For many years, YALE’s 36 Nightlatch has been recognized 
as “the ideal lock for light doors”’. 
So you should find a ready market for the new 36—it's as 
sturdy as ever with more beauty. and a lot more convenience. 
No button to push up or down to hold or release the 


Bolt will 
stay back 

















bolt. Instead: a streamlined handle that you move up to 
hold the bolt retracted and down to release it for locking. 
Smooth brass finish, five pin tumblers. 

Stock the new “perfect 36’’—the latest addition to YALE’s 
modern line. 


Bolt will 
be released 




















One hand draws the bolt back and locks it there when desired 


A YALE Nightlatch for Every Door 


040 SPRINGLATCH 


Most convenient ever made. Called 
the “One Arm” because it per- 
mits unlocking and opening 
door with one hand. Five pin 
tumblers. 


IHLAN CO. 


GE, N. J. 042 DEADLATCH 


Extra projection gives extra pro- 
tection. Extra turn of knob or 
yak ives bolt an extra turn and 

ciate it so it cannot be 
ried back. Five pin tumblers. 


List 
ase Each* 





O47 DEADLATCH 


Automatic deadlock gives automatic 
protection. Same as 042 but the 
extra throw is automatic—an 
expensive feature in a popularly 
priced lock. Five pin tumblers. 





21 SPRINGLATCH 
Economical lock for inside doors. 
Latchbolt is held back by turn- 
ing knob to left. Five disc 
tumblers. 


THE YALE & TOWNE MANUFACTURING COMPANY 


Stamford, Conn., U. S. A. 
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MEANS EASIER PROFITS 


You always have what they want when 
you stock this most complete line of 
Eagle cabinet locks. Your customers can 
select from a wide variety of styles as 
well as types of security. 


The EAGLE LOCK Company 
Terryville, Connecticut 
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There’s something about new, 
strong steel chain that appeals to the average man 


The other day I opened up an ACCO-PAK 
of %" Proof Coil Chain— put it,on my 
counter. Just left it there — went on about 
my business. 

First man that came in looked at it a 
minute. Then he couldn’t resist dipping 
in and taking hold of that chain — letting 
it slip through his fingers — playing with 
it, sort of. 

I could see he was trying to think of 


some excuse to buy a length of that chain 
so that he could take it home and put 
it to work. 

You know it didn’t seem any time at all 
till I’d sold the whole 150 feet and opened 
up another ACCO-PAK. 

It’s just like the American Chain jobber 
salesman said. ‘‘Chain is one of those things 
it pays to keep out where men can see it and 
get their hands on it.’’ 


Sure, I sell AMERICA N—the complete chain line 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Mail Order House to 
Glamorize Tool Gifts 


In a recent issue, on these pages, we remarked 
that we didn’t think the chains and mail order 
houses had any monopoly on merchandising 
brains ... they just work harder at it. 

An announcement that arrived on our desk 
last week substantiates this opinion. 

This announcement explained that one of the 
large mail order houses was planning to add 
“gift buying lure to home workshop tools with 
special holiday packaging of such items as screw 
drivers, auger bits, wrenches, sanding kits, etc.” 

These items, according to the announcement, 
will be individually packaged in red and green 
setup boxes, with a transparent lid. Season’s 
greetings and a Christmas scene will be let- 
tered on the transparent lid. 

The reason for this special packaging, the 
announcement explained, stemmed from the mail 
order house’s belief that many Christmas shop- 
pers overlook the gift appeal of home workshop 
tools. The holiday package is designed espe- 
cially to attract the woman shopper’s eye and 
and to suggest the value of buying these tools 
as gifts for husbands and sons. 

There is much merit in this idea and you don’t 
have to be a chain store or mail order house to 
capitalize on the gift appeal of many of the 
standard hardware merchandise lines. 

We stressed the value of doing just that in 
an earlier discussion on these pages (See Gla- 
morize Your Standard Items for More Gift Sales, 
H. A., Oct. 5, page 7). 

If we can trust our past observance of the mail 
order boys, we can expect them to spend some 
money on advertising these tools as gifts. So 
why not capitalize on their promotions and make 
your store known as the neighborhood source 


of Christmas gifts for the home workshop man. 


Many manufacturers can cooperate with you 
in this program, for they have available special 
Christmas packaging for many tool lines. 

Take advantage of this real opportunity of 
selling your standard lines as gifts. Stop selling 
hardware for the duration of the Christmas sea- 
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son, and sell instead “useful gifts for the home 
workshop man.” 
It will mean more sales in your cash register. 


Use Shelf Space for 
Selling, Not Storage 


No dealer in his right mind would take money 
out of the cash register and deliberately throw 
it out the door. 

Yet that is exactly what many dealers are 
doing by permitting slow moving merchandise 
to clutter up valuable shelf and island display 
space. 

Shelf space is selling space and should be 
used for that purpose. You can’t build up your 
turnover ratio if you let deadwood accumulate 
in your display space. 

How long has it been since you studied the 
merchandise on your shelf to weed out slow 
moving items? Experience has shown that 
changing the location of an item may improve 
its sales. Tying it in with some other merchan- 
dise as a related sale will sometimes help. 

If you have some slow mévers on the shelf, 
experiment with them by moving them about the 
store. 

But if they still don’t move, take them off the 
shelf. Replace them with a better seller. 

And then write this memo on the wall above 
your Want Book: “Shelf space is selling space. 
Use it for selling, not storage.” 








Hardware Stores Missing 
Out on Freezer Sales? 


Hardware dealers are doing a good merchan- 
dising job on electric refrigerators, but seem to 
be missing out on freezer sales to farmers. 

At least that’s the conclusion that can be 
drawn from surveys recently made by two farm 
publications, the Wisconsin Agriculturist and the 
Wallaces’ Farmer. 

These two publications surveyed their read- 
ers in Wisconsin and Iowa, and among the ques- 
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tions asked about refrigerators was: Where did 
you buy your refrigerator? 

The hardware store came out in second place 
in answers to this question in both surveys, 
being exceeded only by appliance stores. in 
the Wisconsin survey hardware stores were tied 
for second place with chain stores and mail 
order houses. ' 

The survey also asked the same people where 
they bought their freezers. Answers to this 
question put hardware stores in fourth position 
in Wisconsin and in third place in Iowa, sug- 
gesting that hardware dealers may have been 
caught napping as far as freezers are concerned. 

The Wisconsin investigation on freezers listed 
appliance stores, farm implement stores and 
co-op stores as selling more freezers than the 
hardware stores. In Iowa, purchases from appli- 
ance stores and from farm implement stores 
exceeded the volume of hardware stores. 

While the samples used in these surveys were 
necessarily limited in number and scope, past 
experience indicates that they are reasonably 
accurate as far as farmer buying is concerned. 

There is no good reason why a hardware store 
cannot do as well with freezers as with refrig- 
erators. The basic merchandising technique is 
the same. There is the same emphasis on out- 
side selling and service angles. 

Freezer sales, however, carry a bonus not 
obtainable with refrigerators. That bonus is the 
sizable volume of sales of freezer supplies that 
can be developed, representing a profitable, 
fairly fast moving line. 

It has been said that a freezer is about the 
only major appliance that actually pays for itself. 
A sales story like that, combined with the sell- 
ing experience gained in handling refrigerators, 
makes freezers an attractive line for the hard- 
ware store. If you’re not selling freezers now, 
why not look into it? 





Shopping Centers Pose 
Many Tough Problems 


Readers of Hardware Age have noticed over 
the past year the growing number of articles 
published concerning hardware stores in shop- 
ping centers. 

These shopping areas are mushrooming at a 
tremendous rate and are posing a difficult prob- 
lem for the hardware dealer in deciding whether 
or not it is advisable to operate a store in such 
a center. 

There is no simple, single solution to that 
problem. Each situation has its own considera- 
tions. It is certain, however, that a dealer would 
be ill advised to completely ignore the competi- 
tive aspect of the shopping centers. 

The supermarkets, drug chains, etc., are mov- 
ing into these centers on a very large scale. The 
management of many large department stores 
will tell you that they have opened branches in 
these centers to protect their equity in their 
shopping area. In other words, if they didn’t 
move into the shopping centers, somebody else 
would and the drain would be all out of one pocket, 








instead of out of one pocket and into the other. 

There can hardly be any doubt but that each 
shopping center drains off a certain amount of 
volume from established shopping areas. The 
amount and type of sales so drained off varies 
with each center. 

Many hardware stores have moved into shop- 
ping centers and feel that thus far it has been 
a good move. Other dealers have found that it 
is possible to successfully prevent loss of busi- 
ness to these centers by joining with other mer- 
chants to make the established downtown trading 
shopping area more attractive and easier to 
shop. 

One of the chief obstacles to making a decision 
is the difficulty of making a long term appraisal 
of the trade potentials of a shopping center. 
Should gasoline or tire restrictions be imposed 
again, or should a depression develop, those cen- 
ters that can be reached only by automobile 
would be seriously hit. 

Too, the type of trade which a hardware dealer 
would encounter in a shopping center built 
around a medium priced housing development 
would be quite different from that experienced 
in a location drawing from mixed types of 
shoppers. 

For example, most new homes today come 
equipped with all major appliances, many includ- 
ing dishwashers and garbage disposal units, and, 
in one case, television sets. This eliminates the 
possibility of any volume of big ticket appliance 
sales. 

In most cases the bulk of the sales will be in 
hand tools, housewares, and lawn and garden 
supplies. Paint business will not begin to de- 
velop for at least several years after the housing 
is built. 

This suggests some of the problems that must 
be considered. And on top of it all is the neces- 
sity of negotiating a lease which will be adequate 
not only today, but also in the event of a sharp 
decline in volume in the future. 

Your editors are following this development 
closely and are planning to publish additional 
information on this subject from time to time 
in the future. In the meantime, if you are study- 
ing the shopping center problem, a very helpful 
reference source has been issued by the Business 
Information, Service of the Dept. of Commerce. 
This 4-page booklet lists articles which have 
been published in magazines and other publica- 
tions, and is available from the Dept. of Com- 
merce at 5¢ a copy. 





The Elections Are Over 


The election battles are over, but the battle 
for tax equality is far from ended. There are 
many new faces in both Houses of Congress 
and it is imperative that you promptly acquaint 
these new members with your opinions on the 
necessity of taxing the untaxed. 

You can be assured that the farm co-op lobby 
will lose no time in getting their view over 
to the new Congressmen. The very least you 
can do is to write that letter... now. 
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HEAVY DUTY KEY ‘N KNOB LOCKS 


Lockwood's Heavy Duty Key ‘n Knob Locks present several outstanding 
advancements in the art of fine lock making including the use of heavy 
brass forgings for several important structural and functional members. 


HEAVY CONSTRUCTION — Several of the more important structural and functional parts 
are brass forgings. By this process a denser granular structure of the material is achieved, 
increasing toughness and resistance to wear. All parts are of brass, bronze or steel. 


PRECISION MADE; SMOOTH PERFORMANCE — All tolerances are unusually close for lock manu- 
facture. This results in finely intergrated assembly, superbly responsive and smooth in operation. 
Another result is permanence of alignment after installation. 


QUICK, FOOLPROOF INSTALLATION — No wood screws are necessary except the two in the 


latch front. Fitting to door thickness is a matter of merely screwing on the inside rose. 


REVERSING THE HAND — Simply remove the outside knob and revolve it 
180° so that the keyway is inverted, then replace it. Where on-the-job 
keying changes are required, it is necessary only to remove the knob, slip 
off the knob shank and slide out the cylinder. 


ah 


Insert latch and attach. Place outer 
knob, rose, case and spindle assem 
bly in bored hole, engaging latch 





Slip on inside knob and 
fasten to spindle by depres- 
sing knob retainer, 


Screw on inner rose with 
spanner wrench (furnished) 
to a snug fit. 


Door mortising consists of 
two bored holes and a shal- 
low mortise for latch front. 


LOCKWOOD HARDWARE MFG. CO. 


FITCHBURG © MASSACHUSETTS 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


How to Tell If Your Business 
Is Exempt From Wage-Hour Law 


Just where hardware, farm equipment, paint, 
appliance and other retail stores stand with re- 
spect to the amended wage-hour laws has been 
made clearer in an interpretation by Administra- 
tor Wm. R. McComb. 

They are definitely exempt from the minimum 
wage and overtime pay provisions if they are 
“typically local” in nature. If not entirely local- 
ized, they are still exempt if they can meet certain 
terms. Moreover, the amended law also makes it 
clear that where the exemption applies at all it 
includes all employees. 

The general conditions which a retail store must 
meet in order to obtain exemption are that it (a) 
must be recognized as a retail establishment in 
its own industry (although it may make or process 
part or all of its goods) and it (b) must sell at 
least 85 pct of its dollar volume within the state 
where it is located. 

In connection with the interpretation (Inter- 
pretative Bulletin, Part 779), the Labor Depart- 
ment has drawn up two lists of establishments— 
one composed of types usually recognized as retail 
businesses and the other consists of types which 
are not. Sometimes a fine line is drawn. For 
example, firms dealing in plumbers’ equipment are 
not retail stores for purposes of allowing exemp- 
tion. But sales of such goods by hardware stores 
do not affect their claim for exemption. 


OUTLOOK — Census Bureau lists a 
total of about 7,000,000 workers in the 
“retail” trades. Under this interpretation, 
all but a small proportion are removed 
from the wage-hour application of the 
law. 


Strong Credit Curbs Meeting 
With Congressional Opposition 


Although quite a few congressmen are dis- 
turbed over the way installment buying controls 
are being handled, W. Stuart Symington, the 
government’s top mobilization planner, hasn’t 
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any idea of relaxing the restrictions at this time. 

Mr. Symington clings stubbornly to the belief 
that tough prohibitions over credit—if they are 
rigidly enforced—will prevent any need for im- 
posing price and wage controls over the entire 
economy. 

Officially, the credit controls are administered 
by the Federal Reserve Board. And, although 
FRB is jealous of its limited powers over con- 
sumer and construction credit, it is actually Mr. 
Symington who, in the last analysis, calls the 
tune in this and all other matters pertaining to 
defense economics. 

But a number of congressmen are not con- 
vinced Mr. Symington is right. Senator Burnet 
R. Maybank, South Carolina Democrat, says Reg- 
ulation W is working a hardship on a large num- 
ber of workers who cannot afford to pay off an 
automobile in 15 months. Some are thus being 
“deprived of jobs,” he says. 


OUTLOOK—As chairman of the all- 
important Senate Banking Committee 
Mr. Maybank is in a position to raise 
enough ruckus to force Mr. Symington’s 
hand on all installment-buying rules, but 
for the present, the Maybank Committee 
is primarily interested in extending the 
payment period for car buyers from 15 
to 18 months. Any changes in rules cover- 
ing appliances apparently must wait. 


Federal Stockpiling Threatens 
Appliance, Radio Production 


The hardware trade will find its supplies of 
electrical appliances, radios and other consumer 
durables dwindling if the National Production 
Authority proceeds with its announced intention 
of cutting back the usage of important metals by 
producers of these items. 

The probable cut is slated to be somewhere be- 
tween 20 and 30 pct for nickel, copper and alu- 
minum. Cobalt, and possibly other critical mate- 
rials, might be banned from civilian products 
entirely. 


(Continued on page 145) 
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Master Jock Company, Milwaukee. Wis. * World's Leading Padlock Manufacturers 
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LATEST INFORMATION ON NEW 


Skate Sharpener 


General Universal skate sharp- 
ener to sharpen all makes and 
types of ice skates requiring 
concave or flat grinding. Motor 
totally enclosed to guard against 
dust and abrasive infiltration. 
Equipped with two fine grain 
Vitrified grinding wheels: a 
6x4%x1 in. convex edged wheel 
for lengthwise concave grinding 
and a 6x*4x1 in. flat faced wheel 
for cross grinding. Unit con- 
sists of rigid frame supporting 





a motor mounted on a cast plate, 
latter by a swivel bolt, permits 
motor to be pivoted to any de- 
sired degree or adjusted verti- 
cally on the two parallel bars by 
a micrometer adjusting screw. 
Wheel dresser available as acces- 
sory. General Hardware Co. 
3618 West Pierce St., Milwaukee 
15, Wis. 


Gift wivenath Sete 


Rollpac wrench sets feature 
Life-Time alloy steel wrenches 
packaged in oil and grease re- 
sistant plastic rolls with individ- 
ual wrench pockets of clear. 
transparent plastic. Personalized 
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gift card in each set. Available 
in six different styles, the sets 
contain selected assortments of 
the most popular sizes of wrench. 
Billings & Spencer Co., Hart- 
ford, Conn. 


Dairy Scale 


Hanson 40 lb. dairy scale, pro- 
vides large fractions of a pound, 
the 6% in. dial graduated by 1/5 
Ib. units. Provided with extra 
adjustable tare indicator to re- 
cord net weight. Finished in 
baked hammertone gray. Retail: 





$5.75. Hanson Scale Co., 515- 
531 North Ada St., Chicago 22, 
Ill. 
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PRODUCTS AND SERVICES 


Anti-Backlash Device 


A-Square Fluid Hub, a back- 
lash control device adaptable to 
fresh and salt water reels. To 
use, remove regular screw from 
left side of reel and screw in the 
unit. Available in four models: 
No. 1 fits all Penn reels using 
No. 40-60 left side bearings; No. 
2 fits all Ocean City, J. C. Hig- 
gins and Ward’s Sports King 
reels; No. 3, Coxe-Bronson, and 
No. 4, the Pflueger. Operation 
of the device is based on a sim- 


ple hydraulic principle. Does 
not limit length of cast. J. T. 
O'Connell Co., Providence, R. I. 





Sander Attachment 


Mall reciprocating sander at- 
tachment made to operate with 
any make drill with rpm_ be- 
tween 800 and 2500 that will 
take a 14 in. shank. Main drive 
bearings made of bronze. Unit 
of magnesium and aluminum 
alloy. Sanding paper easily re- 
placed after use. Attachment 
may be used for any type of 
sanding, from coarsest surfac- 
ing to fine work on wood, metals, 
stone, tile or concrete. Model 
No. 21000, retail $14.50. Mall 
Tool Co., 7740 South Chicago 
Ave., Chicago 19, IIl. 
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Automatic Dixie Fryer 


Presto automatic Dixie-Fryer 
features an accurate thermo- 
static control. Will not burn and 
smoke, permitting re-use of 
shortening without transfer of 
food flavors. Long-life sealed 
elements cast into the sides of 
the aluminum frying well leav- 
ing a cool-well below. Exterior 
is finished in chrome. Equipped 
with: signal light indicating 
when correct temperature has 
been reached; Flo-Rite drain 
spout; and 9x9 in. Jumbo fry- 
basket holding 3 lbs. of quar- 
tered chicken or six servings of 





french-fried potatoes. Also heat- 
resistant base with plastic but- 
ton rests, stor-away cover, and 
at no extra cost a 40-page in- 
struction-recipe book. Retail: 
$33.95. National Pressure 
Cooker Co., Eau Claire, Wis. 





Knife Sharpener 


Kennametal cemented carbide 
knife sharpener has two blades. 
Sharpeners are compact. The 
case is of red or ivory plastic. 
Two or three light strokes suffi- 
cient to make kitchen knives 
sharp. Packed in colored coun- 
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FOR THE HARDWARE DEALER 


ter unit, sharpeners set at an 
angle. Individual packages 
printed in three colors offer the 





equal of a 4 in. newspaper ad on 
the four sides of the box. Re- 
tail: $1.50. Kennametal, Inc., 
Latrobe, Pa. 





Clutch Head Kit 


Vaco friction-type clutch head 
service kit consisting of a handle 
and five interchangeable blades 
for five sizes of clutch head 
screws. Handle made of break- 
proof, shockproof, fire safe Am- 
beryle, with deep flutes for fric- 
tionless vacuum grip. Oil-tem- 
pered chrome vanadium steel 
blades. Largest blade, No. 106, 


© a? 






flattened just above the handle. 
Boxed complete with leatherette 


(Continued on page 152) 





in hardware merchandise. . 





TO HELP YOU 


SELL 


Se ee ee 
AND OTHER DEALER 
SALES HELPS 












Remington-Peters Christmas 
sales aids available free include 
eight items. Three are gift 
packages, with sleeves for car- 
tons of 22s and boxes of shot 
shells; rifle display cards and 
display cards for the Remington 





Target Thrower. Trade Sales 
Promotion Division, Remington 
Arms Co., Inc., 939 Barnum 
Ave., Bridgeport, Conn. 


Nesco Simulated Food Kit 


Nesco 11 piece simulated food 
kit permitting dealer to show the 
line of Nesco roasters and cas- 
seroles and demonstrate each 
one’s special advantages with the 
contents of one unit. Made of 
plaster, decorated in lasting col- 
ors, cost to dealer is $9.95. Avail- 
able also is a point-of-sale car- 
ton-type card, to fit into roaster 
top. Shows three hungry chil- 
dren and dad gazing with antici- 








(Continued on page 166) 
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a Hardware 
Sales 
(Add $000,000) 


Sept. 
1949 > 





Source: Dept. of Commerce 


Retail Sales Continue 
Strong in Spite of 
Consumer Credit Curbs 


The current boom, the biggest 
this country has ever experi- 
enced, continues despite efforts 
which have been made to deflate 
it through restrictive credit con- 
trols. 

Selling, at the retail level, con- 
tinued strong through October, 
but perhaps somewhat slower 
than in September, but there 
was none of the hectic consumer 
buying of July and August. 

On the ‘strength of even 
greater employment and bigger 
paychecks, economists are con- 
fidently expecting the biggest 
Christmas selling season on 
record. 

Current sales figures are prob- 
ably greater dollar-wise than 
they are by unit sales, because of 
ever-rising prices. For the sev- 
enth consecutive month, the con- 
sumer price index showed an 
increase in the month ending 
Sept. 30. 

Hardware dealers will be ask- 
ing their customers to hand over 
still more for their purchases 
as times goes on, for many ris- 
ing commodity prices are not 
yet being reflected in retail 
prices. 

Perhaps the most striking ex- 
ample of rising commodity costs, 
and one which will have a most 
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Business records pile up .. . Give rise to 


hope for banner Christmas sales . . . Tin 


83¢ per |b. higher than during last war... 


No end to consumer price rises evident. 





September Hardware 
Sales 18% Over 1949 


While hardware store sales were 
5.7 pct lower in September than 
in the preceding month; the esti- 
mated total of $198 million was 
$30 million higher than in the 
same month of last year. The 
Dept. of, Commerce estimates are: 


(000,000 omitted) 
1950 1949 1948 


\ eee $167 185 163 
Jee 168 18! 151 
Mar. eo ee 171 186 
aes 166 177 218 
re 176 183 218 
oS eee 189 177 221 
MRIS = 55.50% 210 177 203 
ree 210 165 198 
OS ee 198 168 205 
1648 1584 1763 

ree 166 205 
NS ote as 165 194 
ere 173 248 
TOTALS... 2088 2410 











direct bearing on much hard- 
ware store merchandise, is that 
of tin. On Nov. 4 tin was quoted 
at $1.36 per lb., 83 cents higher 
than during World War II. This 
in turn has forced up the price 
of brass and bronze. 

Shortages of zinc will also be 
reflected in increased costs of 
much hardware store goods, all 
down the line to the ultimate 


consumer. 
Three leading mills have re- 






ported that they have had to re- 
duce their output of galvanized 
ware, by as much as 25 to 40 pct, 
because of shortness in zinc 
which is required for galvaniz- 
ing. 

Stocks in the hands of hard- 
ware wholesalers at the end of 
September were lower than they 
were at the same time last year 
—8.9 week’s supply as compared 
with 11.1 pct last September. 


8°%, Average Increase 
In Plate, Window Plates 


Pittsburgh Plate Glass Co., on 
Oct. 20, announced an increase 
in the price of plate and window 
glass averaging 8 pct. The in- 
creases went into effect immedi- 
ately. 


Steel Firms Cutting Back 
On Galvanizing Process 


Several large steel companies 
have reported a cutback in gal- 
vanized products operations as 
a result of a shortage of zinc. 
Wheeling Steel Corp., which 
normally galvanizes about 40 
pet of its total pipe products, 
has cut operations in all galva- 
nized products about 35 pct in 
the past two months. 

Youngstown Sheet & Tube 
has been compelled to supply 
some pipe to customers without 


(Continued on page 192) 
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TEAMING UP ...to Keep Costs Down 


Tommy Hess, Charlie Griffith, Snits Peebles 
and Luther Bennett are salesmen for J. B. 
Kendall Company, Washington, D. C. They 
sell RB&W fasteners — not as a commodity — 
but as a means toward insuring customer sat- 
isfaction. 

They point out to their dealers that RB& W’s 
quality control protects the dealer’s reputation 

.. afso that RB&W has been giving fastener 
users full value for 105 years. 

Thus J. B. Kendall salesmen, more than mere 
order-takers, get more than their share of the 
business because they sell customer satisfaction 
with RB&W products. 


SMe sea Seb ee 


Quality Line 
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105 Yoots rs Making Strom the Disrtors That pat page 


Alfred Robbins operates RB&W’s latest wire- 
drawing equipment. He oversees a process that 
is vital to quality, for RB&W draws its own 
wire, using tungsten carbide dies, in order to 
insure closest tolerances for cold-heading. 

By this and other means of controlling raw 
materials, men like Alfred Robbins build qual- 
ities into RB&W fasteners which men like 
these J. B. Kendall Company salesmen capital- 
ize upon to sell more RB&W products. 

Dealers who wish to be sure of getting uni- 
formly high-quality fasteners, packed in easy- 
to-handle “upside-down” packages, increas- 
ingly ask for RB&W fasteners. 
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The Choice of those who appreciate the Best 


aoa 


is FAMOUS for PAINTING 


This Masterpiece—is designed to produce extra fine 


finishes—for the painter with a varnishing or 


enameling job to do. The quality materials and out- 


standing craftsmanship of Baker’s 


brushmakers in creating perfect 


cup-chiseled edges—combines to f= 1] a . 


assure finishes that painters are 


sults obtained through the use o 


FREE—A Full Color Reproduction of the above famous painting can be secured by dealers 
writing the Hardware Age or the Baker Brush Company, 83 Grand Street, New York 13, N. Y. 





proud of—characteristic of re- 


any fine painter’s tool bearing 
the name Baker. 


This Masterpiece, titled “The Calmady 
Children” painted by Sir Thomas Lawrence ha- 
had outstanding popular appeal for 

more than a century. Lawrence himself said ““This 
is my best picture. I have no hestitation in saying 
so — my best picture of the kind, quite — one 

of the few I should wish hereafter to be known 
by.” This is part of the collection of the 
Metropolitan Museum of Art. 














| eae 


Hudson Painting Company. Ine.. a fine and long established firm of 


parting contractors says: 


"On our painting jobs, such as painting the Peter Cooper and Stuyvesant 
Housing projects in New York City, we used brushes by Baker. We have 
found them to ative us lone durable service and help us in gaining the 
outstanding results through which our reputation as leading paint con- 


tractors has grown. We think brushes by Baker are excellent.” 
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is Me ece, titled “Rehearsal on the 
Stage” is one of a series on ballet dancers 
painted by Edgar Degas. His invaluable 
photographic memory for patterns and postures 






explains his great ability to reproduce exactly 





people shown in fleeting momentary poses. 











This painting is in the collection of the 






Metropolitan Museum of Art. 


The Choice of those who appreciate the Best 


r 0 gle 


is FAMOUS for PAINTING 


This Masterpiece—one of the many fine wall brushes 
by, Baker is truly an artisan’s tool. It was designed by 
Baker’s Master Brush Craftsmen to give fine results 


and durable service—and at an outstanding value. 





Men of the trade have learned to : pred 4 


* * 


TET 1 “wa NTE D 
Q\ . Na) “s Toe b 


appreciate the quality, materials and 


workmanship that goes into 


brushes by Baker. 








“f 


/ 


a 


Carl G. Botteher & sons. Holden. Mass. Painting Contractors sav: 

Long years of experience in the pamting industry have taucht us that a 
pant jobs onl as good as the quality materials workmanship put into it, 
Our workmanship ts our pride and to keep pace, we choose Paint Brushes 
hy Baker to insure etting the best painting results, kvery Baker Paint 


Brush is a master’s tool? 






“QEE A Full Color Reproduction of the above famous painting can be secured by dealers writing the 
HARDWARE AGE or the Baker Brush Company, 83 Grand Street, New York 13, N. Y. 
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TOM HENDERSON 
FAMOUS COLLIER’S CARTOONIST 


“Gosh, with all of Ed's relatives dropping in for 
Thanksgiving Dinner, it’s lucky he remembered that 


EVERYTHING HINGES ON HAGER /" 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 


© 1950 














SO 





— 


e 
HARDWARE AGE, NOVEMBER 16, 1954 









ESORN/ 


RSON 
CARTOONIST 





3ER 16, 1950 


LONG WEAR 

















is my big story about 


LUMITE 


says Mr. B. C, O’CONNOR 


owner of North Falmouth Hardware, 
North. Falmouth, Mass. 


“TOUGH—that’s what screen cloth has to be to survive 
Cape Cod weather. And tough is the word for Lumite. That’s 
why I always suggest Lumite. 


“Even in our moist, salt-laden climate Lumite won’t rust, 
rot, mildew or corrode... won't stain sills or sidewalls... 
never needs protective painting. And those are persuasive 
sales points to Cape Cod residents. 


4 “But long-wear sells the most Lumite for me. When cus- 

tet tomers find that I’ve had Lumite on my own home winter 
Biggest Story and summer for two years without the slightest sign of wear, 
° ° they’re convinced that there’s nothing like it. And they buy! 
in Screening! most convincing .. . 


sales-making . . . profit-making 
story ever told—and these are 
the facts that sell! 


“Yes, the big story in screening on ‘The Cape” is long- 
wear—that’s why the big seller is Lumite.” 


a” 


RINPROOF! 


It's the ideal screen cloth for 
every exterior use! Never 
needs protective painting... 
won't stain sills or sidewalls 
foi — . is longer lasting .. . BE- 

’ CAUSE IT'S RUSTPROOF! 





Stock up now for big sales to come in ‘51. Lumite is 
distributed by lumber, hardware and building supply 
wholesalers. Write for free sample and information: 


LUMITE DIVISION, Chicopee Mfg. Corp. 


*Registered Trade-mark 


of Georgia, 40 Worth Street, New York 13, N. Y. 











/ 
Musical extravaganzas were enacted under this giant tent at the Chicago Fair. It accommodated an audience of 2,000, 


Over 14,000 feet of Columbian Pure Manila Rope were dependable Rope. Every fibre resists wear, water 
used in this mighty tent. Columbian Rope was its very and abrasion — every foot is guaranteed for quality, 
backbone — spiderlike Columbian network supported strength, durability, service. Columbian is quality con- 
the canvas — Columbian guyed the poles — staked trolled from the moment the fibre is selected in the 


down the canvas. Philippines till the finished rope is wrapped for ship- 


That's a responsible job—but Columbian’s a ment. Sell Columbian and be Sure. 


COLUMBIAN ROPE COMPANY 


400-70 Genesee St., Auburn, "The Cordage City”, New York 
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FIRE HARDENED HANDLES 


last Longer - Feel Better - SellFaster 





IRE Hardenéd Handles on True Temper 
Tools last longer because a high temper- 






ature flame seals the grain and hardens it— 
water cannot enter the seared surface—snow 





and ice will not stick to’it—termites and other 
wood-destroying insects will not touch it. 


Fire hardening produces the best-to-use 


, — finish because it equals the hand-rubbed 

a “spit” finish produced by the friction of cal- 
’ = loused hands. The beautiful brown color of 

: won True Temper Fire Hardened Handles is more 
r ship- 


than skin deep because it’s burned in and 
polished—no paint or stains are used. 


There is no other type of finish on tool 





handles that even remotely approaches the 
Red practical value, utility and beauty of True 


| soe RUE EMA DE f? Temper’s Fire Hardened Finish. True Temper 
! Corporation, Cleveland 15, Ohio. 


FIRE HARDENED HANDLES SUPPLIED ON HAMMERS - AXES - SHOVELS - STEEL GOODS 
HATCHETS - SHEARS - HEAVY GOODS 
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Foolproof governor—abso- 
lutely automatic, no adjust- 
ments needed. 


Cuts full 16’° swath—makes 
mowing quicker, easier. 


Cuts so finely, cuttings act 
as mulch—actually im- 
proves lawn appearance 


blade shears cleanly—does 
not tear grass 


| Heat treated, spring steel 


' Exclusive blade guard de- 

sign and on-off switch for 

») maximum safety and pro- 
tection 


\ 


ss - x sisted ee 
Of Here! THE ALL NEW ROTOMATIC LAWN MOWER 
NEW EFFICIENCY, NEW ECONOMY, NEW EASE OF OPERATION! 


Now—a completely new lawn mower—designed 
by Monark to make every mowing job easier and 
quicker! New design, new features, new safety — 
more of everything new to make the 16” Roto- 
matic tops in the lawn mower field. 

The 16” Rotomatic hits a new high in depend- 
able efficiency. Precision built to cut flush with 
any obstacle, the Rotomatic cuts weeds and high 
grass evenly and easily . . . height of cut can 
quickly be adjusted from 114” to 3” as desired. 
The new Rotomatic is operated by a lightweight, 
single cylinder, two-cycle engine equipped with 
adjustable carburetor, cast iron inserts, and forged 
crankshaft. Its 1.2 horsepower engine develops 
3400 - 4000 r.p.m. for thorough cutting. 


The new Rotomatic is priced surprisingly low 
—and in addition is especially economical to op- 
erate and maintain. The superb construction and 
simple design minimize repair and maintenance 
bills. A special construction feature — the slip 
clutch — automatically allows the cutting blade to 
slip when meeting an obstacle, thus making it im- 
possible to bend or break the crankshaft. 


es 
~ 


wnolher new Proftt- Mater fo hop gus mate more Money with Monark! 
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The new Rbtomatic is superior, too, in safety 
with all the major safety features found on ordi- 
nary power mowers, plus two new and exclusive 
features — first, the engine is equipped with an 
ON-OFF switch to eliminate the danger of start- 
ing the engine if any obstruction should have to 
be removed from the blade, and second, special 
attention was given to guarding the cutting blade 
— thereby preventing cutting injuries and making 
os pee much safer than any other mower 
made. 


Because of its light weight and easy-rolling 
rubber tires the Rotomatic is highly maneuver- 
able and makes any mowing task quicker, easier, 
and less tiring. The heat-treated, spring steel cut- 
ting blade is super-efficient — mowing evenly and 
cutting so finely the leavings act as a mulch. Thus 
you actually improve the appearance of your lawn 
while doing away with the time-consuming chore 
of raking after the lawn is mowed. 

Investigate the new Majestic 16” Rotomatic 
today — for additional details write to Monark 
Silver King, Inc., 6501 West Grand Avenue, 
Chicago 35, Illinois. 








CUTS FLUSH WITH TREES, 
FENCES, WALLS, POSTS, ETC 
Eliminates trimming extra at 
tention and special tools or 
attachments — saves time and 


work 


CUTS GRASS OR HIGH WEEDS 


Foolproof governor automatical 
ly adjusts engine speed for cut 
ting regular lawn, tall grass ¢ 
high weeds height of cut 
ranges from 11," to 3 


Be. 
_ 
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WEIGHS ONLY 35 POUNDS 
COMPLETE, READY TO OPERATE 


Handy asy-rolling champ ho 
lightweight aluminum, single 
ylinder engine special’slig 
» feature to prevent crank 

hoft from bending or breaking 


f cutting blade hits obstacle 
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MODEL J 
List Price $9.95 


YOUR PROFIT* 
$3.32 or $3.98 


LOOKING FOR PROFITS? FOR VOLUME? FOR SALES? 





Above... 
MODEL S$ 


List Price *16.95 


YOUR PROFIT* 
$5.65 or $6.78 








Left... 
MODEL M 
List Price*12.95 


YOUR PROFIT* 
$4.32 or $5.18 








THREE “METCO” WAVE SPRINKLERS PRICED 
‘w TO FIT EVERY POCKETBOOK...DESIGNED TO 
Gem || SPRINKLE PROFITS INTO YOUR CASH REGISTER! 


IGH WEEDS 


eeeeeeeneeeeeoeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeneeeeeee 
” 


* Prorits! YES! * PRE-SoLD! YES! * Bic Discounts! YES! 


Your customers will like the ‘* They're pre-sold by national adver- ¢ 40% on total order if 6 or more 


better construction, the sensible tising, allowances for local advertis- of any one Model is ordered. 
prices and the terrific eye-appeal. ing, sales aids, displays and brochures. 3314,% on orders that do not 
They buy! You make a profit! Watch ’em move off your shelves! contain 6 or more of one Model. 


eeeeeeveveee eee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeveeeeeeeeeeeeeeeeeee eee 


ORDER FROM YOUR JOBBER TODAY OR MAIL COUPON 


eeeee 





“METCO” SPECIAL PRODUCTS DIVISION 


Guaranteed for One Year! ademas <a <. 


5 POUNDS Ship in January at Guaranteed Prices. 
TO OPERATE METALLIZING ENGINEERING CO., Inc. Model J Model M___ Model S 
amp he 38-13 30th STREET 

yeciat ste LONG ISLAND CITY 1, N. Y. 

t LOS ANGELES, CALIF. Street 

CHICAGO, ILL. 


Firm. 











City 
Jobber. 
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For years, these chain display-merchandisers have proved 

















their money-making value in thousands of hardware 


stores. Every home and fgrm needs chain for some pur- 
pose... but, like pans or paint, you have to show chain 


to sell it. That’s why these compact merchandisers are 


proven profit-builders. Ask your distributor about them. 





The Chainvender 


An attractive, compact chain department in two 
square feet of floor space. Six different chain as- 
sortments available to meet the exact requirements 
of your particular area. Sturdily. constructed of 
welded, heavy-gauge steel. Dimensions: 54” high, 
18” deep, 15” wide. 


The “Four Little Drums” 


Add these to your Chainvender, and you have a 
complete chain department. The four most pop- 
ular sizes of electric welded proof coil chain in 
drums provide neat storage and easy handling— 
help you cash in on sales that might be missed 
when these heavier chains are stored under a 
counter or in the basement. 
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< Counter Display An assortment of 4 patterns of popular 

small chain—spooled for easy handling. Four spools, each con- to 

taining 50 ft. of chain per spool, attractively packed in display , 
carton illustrated. 

Tee 

thi 

° Hodell is the name for dependable chain! « | 

th 

of 


HODELL CHAIN COMPANY Eze 


Machine, Proof Coil, Liberty 


* CLEVELAND 3, OHIO we Coil, Passing Link, Bulldog, 


Samson, Flat Link, Register 





ESTABLISHED 1886 — A division of THE NATIONAL SCREW & MFG. COMPANY 


HARDWARE AGE, NOVEMBER 16, 1950 








STANLEY 


100 PLUS 
NAIL HAMMER 


16 oz. The Aristocrat 
of hammers for 
those who want the 
best. Mirror-polished 
head — octagon- 
shaped neck. 
























No. 51% 
NAIL HAMMER 


16 oz. Bell face, 
round neck and poll. 
Highly polished head 
with black neck. 


















Photo courtesy of The Employers’ Group Insurance Companies 





The exclusive features of Stanley hammers make a hit Te oo” 
with customers . . . make sales for you. ss 

Point out these advantages to customers. The Cc sty e 
special analysis steel head—drop-forged and “‘super 2 
heat-treated”’ for extra hardness. The smooth, com- ci 
fortable hickory handlie—‘“‘Evertite”’ processed and eo n SsiZe 


triple-wedged for permanent tightness. And the per- 


iaiilies fect balance of Stanley hammers that gives full power to r eve ry 
ula 


to every swing. 


sach con- 

n display Keep a stock of Stanley hammers within easy ra 
reach . . . where customers can heft them .. . and sell n ee 
themselves. 





ule Remember, the more tool value your customers get, 

the more tools they'll get from you. Check your supply 

of Stanley Tools and call your jobber TODAY. STANLEY TOOLS, New Britain, Conn. 
y, Ladder, THE TOOL BOX OF THE WORLD 
», Liberty 
oil, Liberty 
«, Bulldog, 
c, Register eae 








Reg. U. S. Pat. Off. 
HARDWARE ® TOOLS ® ELECTRIC TOOLS © STEEL STRAPPING ® STEEL 
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Arvin... 


fo 


FIRST to offer a full piscount in master carton 


A 
quantities. FIRST with a 3 Taree on Y 


irons. FIRST in dynamic dealer promotions such as 


the ea CHARMING HOSTESS—-LECTRIC COOK YZ 


— 
— 


=< 


and LAZY SUSAN-—TOASTER deals and the 
—ena 


EARLY BIRD—HEATER deal on electric heaters. And in 


electric 





spite of material shortages, production of Electric 


Housewares is ( 150% ) ahead of 1949! 


ARVIN INDUSTRIES, INC., Columbus, Indiana 


(Formerly Noblitt-Sparks Industries) 


P.S. We were first with this Gy electric table oven, too 


-—- even if shortages have temporarily stopped production! 
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to these ELECTRIC HOUSEWARES achievements in 1950. 
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Here's the big new Nairn home decoration book! 16 full- 
color pages will help clinch linoleum sales in your customers’ 
homes! If you need additional books at less than cost, get in 
touch with your Congoleum-Nairn representative now! 


Dave Garroway’s mighty enthusiastic over the new Nairn 
Home Decoration Book and that enthusiasm carries over to 
nillions of housewives every Sunday night when he tells them 


to ask you for a copy! 


How “Garroway at Large’ 
helns you build business 


on NAIRN LINOLEUM 


Many of your best customers are among the over 714 
million owners of television sets. Among these eager- 
to-buy families, a great favorite is Dave Garroway, gen- 
ial host of Congoleum-Nairn’s hit television show 
“Garroway at Large”... 
lions of homes over 50 stations from coast to coast. 
In his friendly, believable fashion, Dave Garroway 
is telling these people about the extra value and added 
beauty that are built into Nairn Linoleum. But he 
doesn’t stop there! He’s giving them a real reason for 


a program that reaches mil- 


Visiting your store, now. Dave’s Nairn Linoleum com- 
mercials close with the offer of a free 16-page decorat- 
ing book in full color. And where does he tell them 
they can get this book? From you, their Nairn Lino- 
leum dealer. 

Here’s an offer that’s designed expressly to bring 
you extra store-traffic, more prospects and added sales 
of Nairn Linoleum. 


6 1950, Cong 
are registered 





Nairn Inc. ‘‘Cong 
of Cong 


" “Nairn’’ and ‘‘Congowall’’ 
Nairn Inc. 
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An initial supply of this new decorating book has 
been sent without charge to Nairn Linoleum dealers. 
They’re all imprinted with store name and address. 
Additional copies are available at less than cost through 
Congoleum-Nairn wholesalers. 

People who come into your store to ask for the Nairn 
decorating book are real live prospects! Bring them 
your way by featuring the free book in your ads and 
displays. Be sure your supply of books is sufficient— 
better order more today. Be sure, too, to back them up 
with a good assortment of patterns in Naifn Linoleum. 
Cash in on this national advertising that’s designed to 
do just one big job—to bring you more customers, 
added sales of Nairn Linoleum! | 





CONGOLEUM-NAIRN INC. 


KEARNY, NEW JERSEY 








Makers of guaranteed floor and wall coverings - Nairn Linoleum - 
Nairn Asphalt Tile « Nairn Self-Polishing Wax - Congoleum - Congowall 










The PRESENT <2 the time Lo 
protect your WIRE market 


For the present, “business as usual” is a For that reason alone the January 1951 
thing of the past. NATIONAL HOUSEWARES AND HOME 
APPLIANCE EXHIBIT assumes a greater 


But there won't always be a “national importance than ever before. 


emergency.” The time will come again , ; 
oe ° There is no better nor more efficient way 

when old-fashioned competition will replace i : 

to learn what your industry is doing and 

thinking to face the hard business facts for 


The wise business man will prepare for 1951 and the years to follow. 


yl slelacele(-temelare Mel oliul-Tce 


that time NOW by maintaining — and There is no easier nor more time-saving 
strengthening—one of the most vital aspects § way to learn about prices, deliveries, new 
of his business his TRADE RELATIONS. products and policy changes. 


NATIONAL 


HOUSEVZARES 
AND HOME APPMANGE 


PYNNORNSTURERS 
S2QRJ IB 


_25, 1951 
JANUARY oor 


(Thursday T 


NAVY PIER 
CHICAGO, ILL. 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


(Incorporated not for profit) 


EXECUTIVE OFFICES: 1140 MERCHANDISE MART, CHICAGO 54, ILLINOIS, PHONE: DELAWARE 7-8585 
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‘ y 
FRICTION TAPE 





not two 8 ...but all three {i 


Dutch Brand 
Electrical Tapes 





te: PLASTIX 


FRICTION... PLASTIX... RUBBER 


No one electrical tape meets all the varying requirements of 

your trade . . . it takes all three types. Each, with its special 
characteristics, plays an important part in electrical insulating 
work. In some cases, two types of tape may be necessary. Full 
consideration should be given to the use, the requirements and 
the costs involved. 





It is for this reason that we recommend the “DUTCH BRAND” trio 


— Friction, PLASTIX, Rubber Tapes to give a full range for 
your trade. 


We recommend that you stock and sell all three. 


the Dutch Brand 7 0 Available in practical sizes and Ber ny \ 


for retail consumers. 


VAN CLEEF BROS. [NC. 


Monvtacturers... Rubber Products... Est. 1910 
CHICAGO 19, U.S.A. 
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In I 950 Alone | a, , 
108 Million@=> 
Advertisements 


to help build your Volume 
and Profits 


AMERICAN TURPENTINE FARMERS ASSOCIATION 
General Offices: VALDOSTA, GEORGIA 
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Ay — a Paint 
/ Is Required to 
f Withstand Heat 


<ea Ot, ivas o 
ALUMINUM PAI eet 
OVEN ove #0, 7 





45 aovconste A 


co 

'7* Guaranteed by 
Good Housekeeping 
S v0, .) 


> WILL WITHSTAND 


OIL LENGTH 


No oil need be added 
even for Priming 
or Undercoating! 


Here is the one aluminum paint, specific- 
ally formulated for special jobs where ex- 
treme heat is a necessity! One coat of 
RED HOT and you have a brilliant finish 
that stays attractive! Perfect for furnaces, 


the ONE aluminum paint that does the heat ovens for homes and factories! 


ENTIRE job! Covers wood, brick or metal in 
one coat with a brilliant finish that lasts and 
last! A real profit maker and volume builder! 





Shettield 


QUALITY PRODUCTS 


An Improved Formulation 
that Works Like Magic! 


yout » > 


a 
‘S Guaranteed by 
Good Housekeeping 
oP" 45 aovtenste aut? 


FOR ALL PATCHING 
AND REPAIR JOBS 


e 
Mixes With Water — Dries Hard As Stone 





Here's an item that has a hundred uses around every home. 
An important item in all paint departments! This Sheffield Perfect for patching .... sticks to anything; wood, brick or 
Paint and Varnish remover does the job quicker and cleaner! stone — and dries quickly. Your customers will appreciate 
The colorful new package attracts customers. ..and is a the economy of this item... and its big volume makes it profit- 
profitable volume item for you. Contains neither acid or lye. able. Complete with point of sale card in each package. 





Sheffield Products now at New Low Prices. Write foday for catalog of the more than 40 Sheffield Fast Sellers... and Price Lists 


Shettield Arcreze PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO 
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GIFT APPEAL ITEMS, 


—ALL PROVEN SELLERS / 


Hdl beaulefully packaged 


FEATURE CUMMINS, in your ads, in your windows and 
here-and-there about the store and you'll have the biggest 
Christmas ever in sales volume and profits! Every Cummins 
Tool and Tool Kit is attractively packaged . . . to win atten- 
tion ... to create the urge to buy . . . and to accomplish the 
selling job for you! You'll find every Cummins item a proven 
seller from the 29 piece tool kit at only $21.95 to Model 600 
Cummins Saw at $62.50. Make your selection today . . . 
better yet, for greatest sales opportunity buy all 9 items 
. «. and order from your jobber right now. 








{i 7, FOR THE MAN OR WOMAN 
a WHO "MAS EVERYTHING 








0 DISCOUNT FOR YOU 











HARDWARE AGE, NOVEMBER 16, 1950 





_ GIFTS THAT APPEAL 
TO BOTH MEN 
AND WOMEN! 


You'll find men and women alike buying Cummins Tools as a 
Christmas Gift for themselves. That is why Cummins Tools are 
the most acceptable items to sell as a gift for the home ... asa 
gift for someone “who-has-everything.” 

You'll find the way to greater sales paved for you as a result 
of our advertising in magazines thai go into the home. 


ADVERTISED IN BETTER HOMES & GARDENS 
AND COUNTRY GENTLEMEN 


<n 
& Woy gO Pang, 
s 2D, 

as, 704, Wey 

Se A heal 


in Cumm ins 
Boe se im 
a eliza 


PS Cs : 
POWER POLISHER 


me = 
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Just think of the profit possibilities 
this remarkable system offers 


e Minimum Stock! 

e Big Range Of Colors! 

e No Dealer Mixing Required! 

e Top Quality Paint! 
e Exclusive Color Harmony Service! 

e Complete Up-To-Date Merchandising Service! 


Here’s just the opportunity you’ve waited for—a 
way to get in the big-profit paint color business at 
low cost. Martin-Senour—America’s Color Lead- 
ers—show the way! 


With this proven system and the remarkable 
**Color Harmony Selector” that goes with it, you 


America’s Color Leaders 


Martin-Senour Company 






Originators of é 

NU-HUE CUSTOM COLORS d 
MARTIN-SENOUR COLOR COORDINATOR ¥ 
NU-HUE COLORS IN PAINT ' 


Put yourself in the color business 





"Wed, 





™» 13 ll 


WITH MARTIN-SENOUR 
NU-HUE COLORS IN PAINT 





CHICAGO ¢ NEW YORK @¢ LOS ANGELES... 





“COLOR HARMONY 
SELECTOR ” 








but 1 
can offer your customers a complete color service— 
yet you keep only a small stock of paint. And 
there’s no mixing equipment to buy either! 
Martin-Senour Nu-Hue Colors in Paint consist of 
the finest synthetic tinting colors ever developed, 
put up in easy-to-handle, easy-to-sell tubes—PLUS For Ove 
—Neu-Tone flat white, Glos-Tone semi-gloss white my R 
or Kolor-Brite full-gloss white. dised P 
These top-quality, coordinated whites can be 
used alone or as the base for any Nu-Hue Color 
selected. You simply sell the correct ‘“‘Nu-Hue 
Colors’”’ in tubes for whatever color your customer 
selects, with a quart or gallon of white in the 
desired finish! It’s easy! It’s simple! And you RETA 
make a good profit—day-after-day, season-after- 
season! Get all the details now. Send the coupon. 
Mail coupon now for full details! Note o 


| MartIN-SENouR Company, Dept. HA- 110 

| 2520 Quarry St., Chicago 8, Illinois 

; Please send me complete, free information on the profit- 
able new ‘“‘Nu-Hue Colors” line of top-quality paint. 
Set, 2S a ae a ees Ue 
ri EN as etal dBase oo sie E's sch ep eleitiewen nee 
ERP rane Oren Re pene Zone. ...<. | -— 
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YOU CAN'T BEAT... 
























For Colonial customers 
have never suffered serious shortages! 
We can’t do the impossible, 


but we come close to it, 





serving our customers 


ice— during trying times. 

And ‘ 

ist of Eg 
pee, = 3 
LUS For Over a Quarter Century (in Fact, te 
vhite Thirty Years to be Exact) Our Manage- 


ment Has Manufactured and Merchan- 
dised Paint Brushes for Chain Stores 












n be 
Solor 
-Hue 
omer 10° AND ALL MADE OF 
0g RETAIL UP PURE BLACK 
ifter- 
pon. CHINESE BRISTLES 
Note our change of address 
COLONIAL BRUSH MANUFACTURING COMPANY, INC. 
1 the profit- 


ty paint. 160 WASHINGTON STREET, NORTH 
ivmdaes a BOSTON 14 MASS 


eee kee> om Telephone: Richmond 2-2515 
NEW YORK CHICAGO 


35 
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the famous SIOUX Quality Tools 




























































No. 1822 - 4a’ DRILL TOOL SET 
for Drilling, Grinding, Wire 
Brushing, Cleaning, etc. Set 
includes 14” Drill, Pistol Grip; 
Horizontal Stand; 14” Arbor 
Ves Shank; 4’ Wire Srush: 2 

& om oe Grinding Wheel; 3” Cloth 
4 \ Buffer; Tube of Polishing Com- 
pound; seven—1/16” to 14” 


High Speed Drills for Steel; 
4 ier! two—Drill Bits 34” and 14” 
for Wood; Metal Box for Kit. 


- List only $38. 5 5 


For over 36 years SIOUX Quality Electric 
Tools have been available only to Automotive, 
Aviation and Industrial Plants and their after- 
market service stations. NOW the same quali- 
ty is available in RURAL-CRAFT, for Home 
Owners, Craftsmen, Farmers and Small Shops 
(but only through Retail Sources). 

SIOUX reputation built by 36 years of pro- 
duction of Quality Tools—is yours to cash in 
on, because tool minded people know and 
appreciate the value they get in SIOUX. 
Shown are only a few of the famous tools 
SIOUX offers you and the public. 




























No. 1885 - %“’ ELECTRIC 
DRILL 





Light—flexible—easy to use on 
any drilling job within its range. 
Pistol grip and Hex key chuck. 
Capacity: Steel up to 14”; Hard- 
wood 14". Universal Motor, A.C. 
—D.C. 115 Volt. R.P.M. no load 
2250, full load 1350. Length overall 734”. Net 


weight 314 lbs. List Price only $19.95 





No. 1806 ELECTRIC HAND SAW 
6”—capacity, 2”—a general 
purpose saw for everybody 
who likes to do things and for 
carpenters and builders. True 
one-hand operation. Ball and 
Roller Bearing throughout. 
Safety guard with spring re- 
turn. Blower keeps line free 
of sawdust. Universal Motor— 
sin —D.C. 115 volt, 8 am- 

eres. Permanently lubri- 
cated. Safe dependable, light, powerful. 











With depth and bevel attachment, com- An enti 
bination blade and 5 1 water 
wrench. List only *61.95 No. 1865 ELECTRIC POLISHER - SANDER - DRILL its orig 





A light-weight unit to eliminate tedious hand polish- 
ing or sanding on woodwork, furniture; floors or 


ALSO: 14” Electric Drills; 14” and 14” Drill Stands. High Speed automobiles. Will polish or sand all kinds of surfaces. 
Hole Saws. Additional Wire Wheel Brushes and Grinding Wheels. Set eagey } Polisher-Sander; moulded Rubber Back- 


ing Pad; 14” Chuck for drilling; 6” Wool Polishing 
Pad; Can Polishing Wax. Three—5” Sanding Discs, 


DEALERS: Contact your wholesaler NOW or write fine, medium, coarse. List only $29 25 
us. Complete information on request. You can cash in BIG ‘s 
on these versatile tools. 
SEE OUR ADS in SATURDAY EVENING POST — October 28, 
November 18 and December 9 — They will create business for you. 


6” and 7” Bench Grinder. Data on same sent upon request. 
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Amazing New 


‘| GLADDING FLY LINE 
Better / 


a, 
























7. SHOOTS EASIER 





2. CASTS FARTHER 


lity Electric 
Automotive, 
| their after- 
same quali- 
, for Home 
_ Shops 


3. KINKS LESS 


4. LASTS LONGER 


ears of pro- 
s to cash in 

know and 
n SIOUX. 


mous tools 


5. FLOATS EASIER 






CILESTONE 
PROCESSED! 







CARBORUNDUM 
HONED! 






An entire coilof Cilesto line, dropped in the Micro-photo cross section of Cilesto line shows construction. All Cilesto tapers come in a reusable 










water as a laboratory test, still retained Note how thick coating of Cilestone seals and impregnates plastic display case. Perfect for 
R-DRILL its original buoyancy—after 16 hours! nylon threads, adding to natural buoyancy of line. leaders, spinners, flies, bugs, etc. 


nd polish- 


floors or @ “Best line I ever used” says 97.6% of the fishermen 


f surfaces. 
ber Back- Cash in reporting on Cilesto... after 1500 Cilesto lines had been tested 
Polishing under all fishing conditions in both fresh and salt water. 


ing Discs, 


29.25 





on the No wonder: Cilesto takes more abuse, lasts longer than 


ordinary lines of either silk or nylon, and yet size for size, is the 


Call °oOFr same weight as silk. 


Stock up now on the fly line that’s 5 ways better. 


€ i L ze AY TO a Order Gladding’s Cilesto today. 
* am 


B. F. GLADDING & Co., Inc. pe. 
SOUTH OTSELIC, N. Y. 





Established 1816 
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SAVAGE MODEL 
755 


STANDARD WEIGHT 
AUTOMATIC LOADING 
SHOTGUN 





12 and 16 Ga., 3 or 5 Shot 





SAVAGE MODEL 
775 


LIGHTWEIGHT 
AUTOMATIC LOADING 
SHOTGUN 


12 and 16 Ga., 3 or 5 Shot 


Regarding Deliveries... 


You know the great consumer demand for 
Savage Streamlined Automatic Shotguns. We 
are doing all we can to help you meet it. Ship- 
ments are being made continually, on allocation, 
to our distributors throughout the country. So, 
orders placed with your jobber are constantly 
nearing delivery. 

Have you written for your copy of the Savage 
Sales Handbook? 


SAVAGE ARMS CORPORATION 
Firearms Division, Chicopee Falls, Mass. 





38 





NOVEMBER 


Fit Their Needs EXACTLY 


With Savage — and only Savage — you offer two smartly streamlined 
automatic loading shotguns...each model fitted exactly to the 
kind of shooting your customer wishes to do. Top quality, fine 
appearance, perfect balance and fast handling are characteristic of 
both models. Automatic reloading frees the shooter from the 
necessity of manual operation. 


For Long Range Shooting 


... your customers can’t go wrong with the Savage STANDARD 
WEIGHT Model 755 Automatic. In the blind, or for pass shoot- 
ing at high flying ducks and geese, its added weight absorbs the 
heavy recoil and permits fast, accurate shooting. 


For Upland Game and Skeet 


. recommend the 775 “LIGHTWEIGHT” Automatic. It’s 
“faster because it’s lighter” ... assures your customers of the 
lightning-fast pointing and handling they need with medium 
loads. Of course, it will handle “heavy” loads, too— perfectly. 


Both Guns 


... are rugged, handsome, perfectly balanced. 


Automatic loading mechanism functions perfectly with either light 
or heavy loads. Friction rings provide quick, simple adjustment to 
give proper spring tension with various loads. 


Streamlined receivers, handsomely decorated, are designed for 
smarter appearance, provide faster sighting and easier handling. 


SAVAGE + STEVENS + FOX Rifles and 





SAVAGE * WORCESTER Power and Hand Lawn Mowers 
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' The greatest 
& championship 
combination 


intishing =v 
history 













DESIGNED BY DICK MILLER 
Dick Miller is a world’s famous 
fisherman, casting champion 
and Executive Vice 
President of 
Langley 
Corporation 





LANGLEY 


LONGITUDINAL 
Tubular Glass Rods 


WMNAs os 
LANGLEY “Anti-Inertia’ 


Casting Reels 

















































LONGITUDINAL 
BAIT CASTING RODS 











" ANTI-INERTIA 


SPOOL £ a 
o° ; 


ELIMINATES 
FLY- WHEEL 
ACTION 






STREAMLITE 
$12.50 






Reels from $5 to $15 
Rods from $9.50 to $20 






LANGLEY CORP., 660 Second Ave., San Diego, Colif. 





»M. © COPYRIGHT 1950 LANGLEY CORP. 
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Lightest Shovel Made! 
SAVES A TON A DAY 


APPROXIMATE WEIGHT 
3% TO 3% LBS. 


Features of AMES FEATHERLITE 


1, Lighter... made from a High Carbon Steel 
Sheet. No heavy sections in socket or frog. 


2. Strength comes from its Tubular 
Shaped Tempered Socket filled 
by handle driven in 
under great pressure. 


3. Featherlite meets 
Railroad Track 
Shovel weight 
test of 200 
pounds. 


AMES 


me r+bahe Your Vobber 


( 1774 y) 
» AMES BALDWIN WYOMING CO. noerm easton. mas: 
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Silent Salesman Display 


3 popular sizes = aii a Sn eee 


Mncreases sales 


75 watt, 100 watt, 150 watt 
at popular prices 


Increase your soldering iron sales! 


METAL CLAD HEATING ELEMENT prolongs life 
COOLING FINS keep handle comfortable 


SWAGED TUBE seats element firmly, 
insuring constant tip heat 
HIGHLY POLISHED CHROME FINISH 


and sales-catching package 


FULLY APPROVED by Underwriters Laboratories Mfg. Company 
and Canadian Standards Association 


FOR COMPLETE DETAILS see your jobber, 30 Cum mington i 
or contact Lenk Mfg. Company BOSTON 15, MASS. 


* 
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Be CAREFUL, better check to make sure . . . you’re liable to miss 
one or two at first glance. There are 23—check again. 


And you’re liable, too, to be missing a lot of opportunities for 
chain sales right in your own neighborhood. It will really pay 
you to stop and size up the situation. . 


From dog leads to towing chains, you'll do better with Camp- 
bell. The Campbell Chain Merchandiser will make your sales 
easier and more profitable . . . you stock it with the sizes and 
types most popular with your customers. Campbell Chain is 
also available in sturdy Cam-Pak containers, for attractive dis- 
play and easy dispensing. See your wholesaler or write today for 
complete information! 


CAMPBELL CHAIN Gonsany 


Main Office—Y ork, Pa. 
Factories—Y ork, Pa. and West Burlington, lowa 





New, sturdy display mer- 
chandiser with easy-to-use 
chain cutter... stocked | 
with the chain assortment | 
of your choice. 
* | 
Tough fibre-board CAM- | 
PAK container available | 
for Proof Coil and BBB Coil! 
Chain in regular and ho | 
galvanized finishes in sizes | 


Ye", V4", He", ¥%". 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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@ To the experienced 
mechanic the “feel” of a tool is impor- 
tant. The Crescent #1049 Hacksaw has 
a molded-to-the-hand Neoprene handle 
that is a great improvement over metal. 
For one thing, it takes a lot more abuse. 
It is comfortable and resilient to hold and 
has high dielectric value. The frame has all the 
expected Crescent Quality features...made of heavy 
gauge steel...nickel-plated for corrosion resistance 
..-beautifully balanced. You'll find all the features 
that make a good hacksaw in this Crescent model. 
CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 


“Crescent” is our trade-mark, registered 
in the United States and abroad, for 
wrenches and other tools. Sold by 
leading distributors and retailers every- 
where and made only by Crescent Tool 
Company, Jamestown, N. Y. 
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EASY ON THE HAND AND HARD TO BREAK 
Feel it... it’s warm and resilient to the 
touch. Drop it... it won't break. Use it 

. it is impervious to oil and acids. 
Temperatures 100 degrees below to 200 
above will not affect it. Has high insula- 
ting value under all conditions. 


Sign f lhe Ofrisan 
Symbol of Crccllence 
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Gulomatic 


Sy 


This handsome double-duty dis- 
play case given to you with your 
introductory assortment order. Re- 
movable top becomes handy shelf 
on front to hold demonstration 


Pee « f 


























jolete): :{Teymge) || AND model. Case contains 24 door bot- F 
toms, twelve 32° and twelve 36 
lengths— individually packaged. dc 
DRAFT ELIMINATOR fe 
1 DOOR OPEN sf 
THE MOST UNIQUE DOOR BOTTOM OF THEM ALL! IM 
Here’s the most efficient, most practical door bottom on the market! 
Overcomes the old problem of clearing rug or carpet every time door WEATI 
opens. Beautifully designed with smart, silvery-satin finish. Easily installed Eg Easiest | 
by anyone. All working parts made of high quality Alacrome metal—will SHOW ’EM HOW IT WORKS to 


not rust or tarnish. Furnished in 28”, 32”, 36”, 42” and 48” lengths. May AND IT'S SOL D J 
be shortened approx. 2”. Fits right or left hand doors. Packed in individual 
A single demonstration makes the 


cartons, including necessary screws and completely illustrated instructions. sale every time! Just show them 
how the heavy, thick felt hugs the 
floor when the door is closed. How 
it seals out noise, dust, drafts, saves 
fuel! Then when the door opens 
how the hinged felt section auto 
matically raises to clear carpet of 
floor. 





TO BUILD TRAFFIC FOR YOU! 


Our advertising in leading national 
magazines tells millions of readers to buy 
these quality products from you. So keep 
well supplied! 




















You can’t sell ‘em if yo 

don’t stock "em so 

tedey. Your stock will be 

shipped same day yew 
is received. 














AOR PROF LOE 


resessure-fire favorites! 








More than ever... swell to have, swell to sell! 


WEATHER STRIP 


for windows and doors 


+e 


uble-duty dis- 
you with your 
nent order. Re- 
es handy shelf 
demonstration 










Tay AS7 JF FOR WINDOWS 2%: «2%: <o=- 


plete in conven- 





Packaged in handy sets 


us 24 door bot- ient packages. Fits all standard 28”, 30”, 
ind twelve 36” FOR DOORS for almost all standard / 32” and 36” double hung windows. Cut- 
ly packaged. doors. Available with regular brass and to-dimension service available. Quickly and 
felt door bottom strip, or with threshold easily installed by anyone. Each set con- 
and exposed hook. Easily installe#—no tains necessary strip for complete job, 
DOOR OPEN special skill or tools needed. Comes com- plus nails and instructions. Individually ° 
plete. All ready to install. packaged—ready to hand customer! 





DON'T FORGET c/a-(ALK SPEED LOAD 


America’s favorite calking 
compound in the most ef- 
ficient load on the market. 
Packaged 10 loads to each 
carton and 4 cartons per 
shipping case. You'll need 
a good supply to keep up 
with this fast-seller! 
























ee) | | Me-WAY 


ATE WEATHER STRIP 
fasiest in the world 
to put on! 












1 IT WORKS 
OLD! 


‘ion makes the 
ist show them 
k felt hugs the 
is closed. How 
st, drafts, saves 
he door opens 
t section auto 
clear carpet of 








Wu-Glaze GLAZING COMPOUND 


a 


















Sells better because it does the 
job better—really ‘‘stays up”! 
Won’t crack or peel off. Perfect 
for all glazing. Packaged in attrac- 
tive cans—¥2 pint, pint, quart, 5 
lbs.—in drums from 50 to 880 Ibs. 










Any clerk can sell it! Any customer can 
install it! Works perfectly on most any 
type window, storm sash or door. Made 
of moth-proof, pre-shrunk, color-fast wool 
felt and white metal. Attractive display 
carton holds 12 individual 20-ft. rolls. 

















ORDER NOW — Your order will be shipped same day received! 





‘em so order i ~ 

stock will be * 
me day your 

sived. OKLAHOMA CITY 1, OKLAHOMA 




















| Dept. W-79, Ashland, Ohio 
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FULLY AUTOMATIC 
WATER SOFTENING 


Install it and forget it! 





Keep this sensational new Myers Soft- 
master well displayed—then have your 
order book handy! For here at last is a 
water softener that is completely auto- 
matic in operation. No fussing with valves 
or levers. Electrical controls do the work — 
just push the button. Adding salt 2 or 3 
times a year is all that is required. 


And what a sales point you’ve got in Soft- 
master savings! Laboratory tests prove soft 
water saves the average family up to $125 
yearly. So emphasize these proved savings 


MYERS WATER SOFTENERS ...; 


Available in Types and Sizes fo Suit 
Every Purpose — Fit Every Purse! 





More Profit-Building Opportunities with 
Myers Quality Water Supply Equipment! 


Remember—for dealership details write to: 


THE F. E. MYERS & BRO. CO. 






a wat TO 





“UY YERS- 








You'll certainly want to know 
more about new Myers Soft- 
masters. There may be a deal- 
ership open in your territory. 
READ THIS—then write, wire 
or phone at once for further 
information: 


along with Softmaster’s many exclusive 
features. Together, they’ll turn your 
toughest prospects into ready buyers. 


But Myers hasn’t stopped with a stand-out 
product. Softmaster is backed to the hilt 
with hard-hitting promotion: Big color ads 
in the biggest national magazines... plus 
an all-out merchandising program that 
doesn’t miss a bet. .. PLUS a free water 
testing service that’s a powerful sales- 
clincher in itself! 


Myers 
“Hydroswitch” 
A low-cost, high- 
quality softener 
with many special 
advantages. Easi- 
ly regenerated by 
manually operat- 
ed valve. 





on en enehenenunenenend 


Myers 
“‘Autorinse”’ 

A semi-automatic 
unit that has 
proved widely 
popular. Offers 
44% greater ca- 
pacity than any 
comparative water 




















softener. 
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It’s yours for the asking —“The Jacobsen Story,” an attractive 
64-page book, designed to help you sell more power mowers in 1951. 


ur 
Within its covers are color illustrations and descriptions of the largest, 
” most complete line of reel type and rotary disc power mowers in the industry— 
a line that is second to none in performance, quality and reputation. 
ll 
ids In addition, “The Jacobsen Story” explains the complete package of sales 
lus and merchandising helps, which assures Jacobsen dealers of 
at more than their share of the rich power mower market 
er by this and other elements of direct factory assistance. 


»S- 
Ask for your copy of the valuable Jacobsen Story now. Use it 
both for your own reference and for discussing power mowers with 


customers. Mail this coupon. We will send your free copy promptly. 


Sacobsen 











The Complete Line of Power Mowers—Reel and Rotary Dis¢ 


ame ae ae eae ots ons ams ae coe ems oom 





Please send my free copy of “The Jacobsen Story.” 


MANUFACTURING ' 


NAME 


COMPANY |. 














cITY 





RACINE, WISCONSIN 


E STATE 
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AUTOMATIC 
KEY 
DUPLICATING 
MACHINES 


No. 1/2AC a 

mounted on ‘GN 

board with 

motor 

No. 1A Machine 
only 













Complete with “AUTOMATIC SAFETY SWITCH") ~- 
act 

THIS MACHINE CANNOT BE OPERATED UNTIL a 
‘GOOSENECK’ IS DISENGAGED — A MAGNIFICENT EACH 
IMPROVEMENT AT REGULAR PRICE. _ 

USE OUR one 


“PAY AS YOU PROFIT PLAN” 


Contact your jobber or write us direct TODAY! 


| L 2<00 
~ KEYoupiscaTine MACHINES 


KEIL LOCK CoO.,Inc., CHARLESTOWN,NEW HAMPSHIRE 
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Brings you quality locks 
TQNOI GK that you can sell at 
a worthwhile profit 

















N6O#-O53C Drawer Lock 











Get the compivts assortment Them keep enventory balanced by ordering from open stock 





the N-68 assortment 


Consists of selected items eS ae , 
from an extensive lock line | 
Consistent leader of the Profit-Town Caravan is this fast-moving 
lock assortment. Here are drawer locks, door locks, chest : { 
locks, wardrobe locks, tool box locks, locks with a host of 
practical every-day uses. Get them. Display them. Sell them 


regularly, profitably. Write us for N-68 assortment catalog. 
EACH LOCK PACKAGED IN AN ATTRACTIVE PRINTED ENVELOPE... 
WITH KEY, SCREWS AND OTHER PARTS REQUIRED FOR INSTALLATION FREE COUNTER DISPLAY BOARD 


ASK YOUR JOBBER ABOUT N-68 .. . THESE OTHER POPULAR, PROFITABLE ITEMS, TOO 


CABINET HARDWARE NATIONAL TUTCH LATCH ss Fa, é BUTTS 


and 
U \ N 


Ml... 


HINGES 












NATIONAL LOCK COMPANY 


& 0 £ie eo 8 €e re ££ ee Oe Se 


Distinctive Hardware...All from ] source 
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Why do you see this red top-wire on so many farms? 
... Because Red Brand Fence has earned the pref 
erence of farm customers everywhere...They know 


from experience that long-lasting Galvannealed 


Red Brand fence and Red Top steel posts mean 


extra fence value...constantly increasing demand 





and fast turnover always means profit 
for Red Brand fence dealers ...The Red 
Brand “Practical Land 





Use” program gives Red 
Brand dealers unusual 
benefits ... Your Keystone 


man will tell you about it, or write: 


lawn Sprin 
en use 
series, idea 


KEYSTONE STEEL & WIRE COMPANY) wick 


Spray. Perfe 
PEORIA 7, ILLINOIS low water | 





Makers of Red Brand fence, Red Top steel posts, Non-climbable fence, Corn Cribbing, Gates, Keystone Poultry Netting SPRINKLER: 
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write: 


MPANY 


oultry Netting 


MBER 16, 1998 














WEATHER-MATIC's the 
automatic sprinklers! Polished chrome arms 
ride on ball-bearings. Nozzles have dis 
tance markings for watering any circular 
crea from 10-50 ft. Rustproof 


ports brass. 





H-255 Multiple 
lawn Sprinkler: 

en used in 
series, ideal for 
Odd-sha ped 
ateas. Misty 
Spray. Perfect for 
low water pres- 
Sure. 


SPRINKLERS - FAN SPRAYS - HOSE NOZZLES - QUICK CONNECTORS - COUPLINGS - HOSE MENDERS - CLAMPS 















H-262 Fan Spray: 
Waters soil, 





a“ 
- Green Spot’s great new Promotion Kit contains all the essential 


4 props for setting up the money-making window you see here. 
\ It’s the first manufacturer promotion ever to boost all garden 
supplies. 

And the sales power behind this promotion is GREEN SPOT. . . the high 
quality line of garden hose accessories that helps you profit most because 
it’s America’s most complete, nationally-advertised line (best sellers below). 

Get your big GREEN spoT Promotion Kit from your jobber, including 
beautiful, full-color, easel-mounted backdrop; two matching side panels, 
listing items vital to lawn care; easy-to-follow diagrams for window set-up 
and inside-the-store counter display; window banners; consumer book- 
lets; counter card and other free sales helps. Keep a full selection of 
GREEN SPOT on hand, and you can’t fail to make the sale. 








See your jobber or write Merchandise Division, _ 
Scovill Manufacturing Company, 36 Mill Street, Waterbury 20, Conn. 


a am Four-Arm Sprinkler: 


Arms pre-set for even cover- 
age. Rustproof: brass arms 
and head, green-enameled 
base. 








new queen of 


H-3334 Two-Arm 
Adjustable 
Sprinkler(Chrome): 

ozzles adjust fine 
to coarse. Waters 
any shape area. Ro- 
tary or stationary. 
Rust-proof. Also in 
brass, 


Moving 
H-354 Three-Arm Sprinkler: 
Waters 40' circle. Fine, even 
spray. Rotary arms pre-set. 
Brass head and arms, green- 
enameled base. 


s0en Spot 








Frovents flower Sprinkler Safe or 

fungus diseases, children, Sprays GARDEN HOSE ACCESSORIES 
Forged brass up to 20' diam- 

body, washer re- eter. Long-life KEEPS THAT SPOT GREEN 


A Product of Scovill 
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soon helps you spotlight all garden goods! 


Spot 


<> 


H-344 Goose- 
neck: Allows hose 
to be attached to 
faucet without 
skinning knuck- 
les. Swivels freely 





. no hose kinks 
at faucet. 

@P 
H-333 “Y" Con- 
nector: Allows 
two hoses to be 
attached to one 
faucet. Cast 
brass: one end fe- 


male threaded, 
two male. 


H-353 Quick 
Connector: 
Speeds joining 
hose-to-faucet, 
hose-to-hose, 
hose-to-acces- 
sory. Snaps to- 
ether. Brass, 
eakproof. 


H-280 Standard 
Hose Coupling: 
Strong wrought 
brass, deep shank 
ridges, heavy 
knurled nut. 4", 
54", 4" I.D. hose 
sizes. 

oo 
(My 
H-281 Super 
Clinch Hose 
Coupling: Joins 
two pieces of hose 
so they can be 
taken apart. 
Heavy gauge 
brass. Firm rust- 
proof steel fingers 
won't cut. Also 
one-piece H-282 
SUPER-CLINCH 

HOSE MENDER, 


H-3375 Chrome 
Hose Nozzle: 
New! Exclusive 
leakproof design. 
Solid brass, heavy 
chrome-plate. 
Other models 
also available. 


in| H-361 Root 


Irrigator: 
New! In- 
serted in 
ground to 
water roots. 
Brass head, 
green- 
enameled 
steel stem. 


V1. / 
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DIAMOND 





-— 














TOOL 
DISPLAYS 


Diamond Calk has just 
come out with a new 
and complete line of 
tool display boards 
for quick self-merchan- 
dising. Each tool is 
easily removed, 
may be replaced with 
another. Write for our 


and 


complete line. 


Diamond tool sets make 
handsome, practical 
Christmas gifts, attrac- 
tively put up in colorful 
holiday boxes. 


DIAMOND CALK 
HORSESHOE COMPANY 


4622 Grand 


Avenue 


Duluth 


Minnesota 








a 
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you have ee 
NO COMPETIT 


with ROGERS 
“GORILLA GRIP” GLUE 


NO PRICE COMPETITION 


Rogers is sold only to you — never to 
group order buyers, chain stores, or mail 
order houses. This means you have guaran- 
teed profit protection when you sell “the 
glue with the grip.of a gorilla.” 


NO QUALITY COMPETITION 


“Best by Adhesive Test’’, 


— wins new ones. 


See Your Jobber today. 





GLOUCESTER, 





Rogers has a 
holding power of 3885 ‘lbs. per square 
inch. Made only from the finest select fish 
skins, it is the strongest, purest glue on 
the market. Rogers satisfies old customers 


}, ROGERS ISINGLASS AND GLUE CO. 


MASS, 


















STAPLING MACHINES 


SERVE INDUSTRY 


T-32 GUN TACKER FOR TRIGGER-RATE 
SPEED 
TACKING 


1001 USES 


TACKS EVEN 
TO SOLID OAK 


SAVES TIME-SPEEDS UP PRODUCTION 


¢ Sturdy all steel construction with chrome finish 
¢ Holds 150 staples 
¢ Same machine takes 3/16”, 44”, 5/16” staple sizes. 


PRICE $9.50 


Slightly higher in the West and Canada 
Nationally Advertised 


Priced for Dealer Profits @ Guaranteed Staple-Repeat 
Business @ Write for complete information 


ARROW FASTENER CO., INC. 


30-38 Maujer St., Dept. HA, Bkiyn. 6, N. Y. 




















——— 
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No. 70 Cellar Window Set 


Hinges and catch actions are specifically designed 
to serve cellar windows and are ruggedly built 


to withstand years of dependable service. 


All parts are heavily Sherardized to prevent rust. 
Also furnished in Japan finish if desired. These 
protective finishes on National Cellar Window 
Hardware play an important role in guarding 
their efficiency from becoming impaired by damp- 


néss and resultant rust. 


(National, 


The No. 71 Automatic Cellar Window Set illus- 
trated at the right is all that its name implies. 
Automatic in the quick, sure manner in which 
window is automatically held either partially or 
fully open. The locking device automatically forces 
window either shut or open. Here is hardware 


that enjoys year ‘round sales appeal. 


( 
National MANUFACTURING COMPANY : Sterling, 
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attention of your trade. 


0b, 


Precision-built CELLAR WINDOW SETS 
.». assure quick, smooth action! 


The completeness of these sets embraces all 
of the necessary components for a first class 


installation—this will please and attract the 


ANNIVERSARY 


yearn 195] 


NATIONAL 


Manufacturing 





ea 





Company 








Illinois 
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Cement Layers 
Roofers 

Floor Layers 
Carpenters 
Industrial Workers 
Home Gardeners 
Household Chores 


Dealers...get high 
profits and year- 
tound sales with 
these comfort- 
able, sturdy... 


JUDSEN 


MOLDED RUBBER 


KNEE PADS 























































@ TOUGH MOLDED RUBBER 


@ SOFT SPONGE RESTING PLACE 


FOR THE KNEE 











INTO PAD FOR 


Retail price $2.25 per pair. 


Address__ 


GENTLEMEN: Please send us ( ) pairs at $16.00 per dozen. 


i sipalinsiletia den skint 


@ ADJUSTABLE STRAPS— MOLDED RIGHT 


SECURE FASTENING 


@ PREVENT SORE, ACHING KNEES 
@ WATERPROOF—SAVE CLOTHES 


CAN BE WORN 
ALL DAY LONG ° 


& _ KNEELING, 


i STANDING 
fi or 
\ WALKING 












en 








4107 West Kinzie Street 


JUDSEN RUBBER WORKS, INC. 












Chicago 24, Illinois 












Make BIG PROFITS 
Handling this Complete Line of 


INSECTICIDES AND FUNGICIDES] 


When you stock Niagara Farm and Garden Brand you * Rugged 
get this eye-catching counter or window display that isa 6S 
real dollar catcher during the buying season. You handle trong v 
the only complete line of professional insecticides and ® Two-poi 
fungicides for the amateur grower. You reap the benefits 





















from national consumer advertising. * Oversize 
® Extra-he 

The Niagara Farm and Garden Brand line comes to you . 
in colorful, sales impelling packages, with self mer- Long-las 
chandising labels that tell how, where and when to use black 

. how to mix and apply. These are up-to-the-minute, 1 : 

proved formulations that do the job quickly, effectively p pen 
to keep your customers coming back for more. 0 = 

’ 
Best of all the Niagara Farm and Ga:den Brand line is pon 
priced to sell and return you a full, generous measure of ordain: 
profit. Write for complete details. Pitts! 
tests! 
e | camel 
eeeeeee ooo! Open « 
Indivie 
toam 
* Harc 
Farm and Garden Brand Writ 
* Man 
Ther 
NIAGARA CHEMICAL DIVISION open 


FOOD MACHINERY AND CHEMICAL CORPORATION 


furtl 
Middleport, N. Y. Me 


50 
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POSITIVELY 
NO SPLITTING, 
CRACKING OR 
BREAKING—FOR LIFE! 


” Keres whey: 


"Rugged construction—multiple laminations of hardwood 
*Strong waterproof phenolic glue—stands up in all climates 
* Two-point suspension brass hinges 
® Oversize rubber bumpers with solid brass pins 
* Extra-heavy chrome plate on hardware 
"Long-lasting bonded finish— 
black or white 
"Engineered for comfort and to 
fit any standard bowl 
"Over three times stronger than 
ordinary wooden seats—by 
Pittsburgh Testing Laboratory 
tests! 


Open or closed front models 
Individually packed, five cartons 
to a master shipping container 


* Hardware and Department Stores: 
Write for complete details. 

% Manufacturers’ Representatives: 
There are still a few territories 
open for representation. Write for 

further information. 


Another Product of 
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With the He. 
LIFETIME Seat you 


to clinch the sale! 












F, 
INCORPORATED NEW ORLEANS 


WORLD-FAMOUS BOAT BUILDERS 








NEW PUSH BROOMS 
MAKE 
ALL OTHERS OBSOLETE 













W.N. Modglin 













Three years ago our Industrial 
Products Division started a research 
project...to develop a new type of 
pushbroom with synthetic fibres 
which would be free from all defects 
of ordinary pushbrooms. Our effort 
has been successful. These Modglin 
Perma-push brooms are unques- 
tionably the most efficient and 
long-wearing pushbrooms ever 
made. They offer you better sweep- 
ing performance and greater main- 




















tenance economy than you have 
ever known. 


Wii i dhl’ 
Mii. 


MODGLIN PERMA-PUSH 
No. 800 Series 


Heavy duty garage broom of unbelievable 
durabilicy and sweeping qualities. Amber 
Permene plastic bristles wear “like iron” 
and retain their spring action for the life 
of the broom. Available in 14, 18 and 24 
inch widths. 





SL MAME 


MODGLIN PERMA-PUSH 
No. 900 Series 


For office and general use. Three sizes (14 
in., 18 in. and 24 in.) are available to meet 
all maintenance requirements. Bristles are 
golden-amber colored long-wearing Per- 
mene fibre. Will sweep effectively long 
after old style pushbrooms are completely 
worn out. 





MODGLIN PERMA-PUSH 
No. 1024 
For extra heavy duty industrial and street 
use. Works equally well on concrete, as- 
phalt, brick, stone and macadam. Resistant 
to acids, alkalis, petroleum. Will notabsorb 
water. Never becomes soggy, water-logged 
or matted. Retains “flicking action” at all 
times. Comes in 14 in., 16in., 24 in. widths. 


MR. HARDWARE DEALER 


learn what these r 
new Modglin pro 
tO pay you faster 
from smaller floor 
for details includi 
Sheets. 









evolutionary 
ducts can do 
larger profits 
Space. Write 
ng catalogue 


MODGLIN CO., INC. 
Los Angeles 65 - New York 1 
Chicago 9 + New Orleans 13 



















To stimulate fall sales 
feature a complete line of 


GAS 
SPACE 
HEATERS 


made by Martin 
* 


Mode: V170 


not only because they Icok so well in the home but 






5 Vented Circulators—3 Vented Radiant Circulators—All 
Vented Models of 50,000 BTU and Over Optional with Fans. 

Martin Gas Heaters are outstanding in performance, en- 
gineering and design. Finished in beautifully grained por- 
celain, with all-seam welded inner unit, these heaters sell 


of the long dependable service they give. Besides these 
Vented Heaters, Martin also manufactures 20 Unvented 


THEY REMEMBER AT HOME 
~~~ FORGET IN YOUR STORE’ 








because 





SEAM AND EDGE BINDING 
GET EXTRA SALES WITH S$ & W'S 
SELF-SELLING DISPLAY! 


Many a repair job gets neglected 
because the home owner forgets 


INDIVIDUAL 
12-FT. CARTONS 
store... 


12 feet of pliant, sil- 


to make a purchase while in your 
. and you lose an extra 
sale! Put the S & W linoleum seam 













factured gases. 
dllustrated catalog. 


¥ 


Em 
45 Years’ Experience 


Models from 10,000 BTU to 50,000 BTU. All Martin Heaters 
are AGA approved and use Natural, Liquefied and Manu- box... 
Write your jobber or factory for complete, 


STAMPING & STOVE CO. 


HUNTSVILLE, ALA. 


very zinc in each small 


pre-shaped, 
prepunched with nail 
holes . . . plus all nec- 


essary nails. Available 
also in brass, steel and 
plastic in 75 ft. rolls. 























56 








and edge binding displays near 
your cash register and watch them 
empty out. No cutting ...no meas- 
uring. The customer pockets the 
handy box. You ring up the sale! 


WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 


S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 
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One of the Five Top dollar-volume 


housewares lines... Rubbennaid | 





Look at 
the record / 


Dealers all over the country are building 
big volume profits with Rubbermaid. And 
the average hardware store has set new 
Rubbermaid sales records year after year 
-.. up 56% in 1948, up another 1394 in 
1949, and up another profitable 110% in 
the first half of 1950. 

Little wonder that Rubbermaid is one of 
the five top dollar-volume housewares lines 
in the country. Rubbermaid is so easy to 
sell and promote. Women want Rubber- 
maid, and they want to buy it in matching 
sets. There’s nothing else like Rubbermaid. 





Ot TT Tr 


fo work in your store! 


Rubbermaid is a sales-tested line that is a basic must in your 


store. Rubbermaid replaces nothing you now sell . . . and it 
sells all year round. Rubbermaid is a matching line of kitchen 
and bathroom items that builds profitable multiple sales. And 
best of all, 8 out of every 10 of your customers afe being pre- 
sold by consistent, large-space, colorful Rubbermaid ads. 


Get your share of these Rubbermaid profits 


Stock the complete Rubbermaid line 

Display Rubbermaid in your windows and on your front 
counters 

Advertise Rubbermaid in your local newspaper ads 
Reorder often to keep your Rubbermaid stocks complete 


To get the complete facts on Rubbermaid... call your jobber today 


Rubbermaid @souseware 


The original... complete... nationally-advertised line of rubber housewares 


THE WOOSTER RUBBER COMPANY « WOOSTER, OHIO 
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Monarch 


SENSO LABELS 
SAVE YOU © TIME 


AND .-~~MONEY 





RESOURCE 
SEASON 
NO. PIECES 
RECEIVED 
COST IN IN SHIPMENT 
CODED 
SYMBOLS 
ACTUAL SIZE 


COMPLETE INFORMATION on all merchandise 






























There's no longer any “hard-to- 
mark" merchandise! Senso labels 
—da new, improved type of pres- 
sure sensitive gummed label that 
needs no moistening—are revolu- 
tionizing the price-marking of 
metal, glazed and non-porous 
hardware merchandise. Now all 
hardware price-marking can be 
neat, speedy, complete. Each label 


oe 4475 


gation. 





| 





Monarch “Pathfinder” 


oe 


Monarch “PATHFINDER” price-marking machine 


* This sturdy little machine is easily carried from 
one part of your store to another. Hand-oper- 
ated, it is easy for anyone to learn. It can save 
selling time by having every item accurately 
price-marked. It saves hours of tiresome hand- 
marking work. Use the handy coupon to get 
more information about this easier, better price- | 
marking for hardware stores. There's no obli- | 


A larger price-marking machine of interest to 
hardware men is the Monarch “Junior” (hand- 
ud operated or motor drive). 


FILL OUT, CLIP AND MAIL 


rue Monarch 
MARKING SYSTEM COMPANY 


216 South Torrence Street, Dayton 3, Ohio 





or tag can show: season, resource, 
cost, number or quantity received, 
selling price—all important for 
selling, re-ordering or inventory. 

Senso is one of 10 kinds of 
inexpensive Monarch tickets, tags 





and labels (30 sizes in all) price- 
marked on a single business ma- 
chine — the Monarch “Pathfinder” 
price-marking machine, 





MONARCH) 


Please send me, without obligation, complete information on the 
and the Monarch “Junior” price-marking 








ADDRESS 


CITY... 











1 i] 
| | 
| | 
| i 
| | 
| | 
: machines and samples of Monarch tickets, tags and labels. 
| | 
| 1 
: Se SSS 
Ge censtn coms cams cnn que Game Gum cums cute aman eum J 
*Prices quoted are for the U.S. Possessions and Mexico only. State tax, 
when applicable, extra. 
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For SATISFIED CUSTOMERS! 
For FAST PROFITABLE SALES! 


BRAND 


WEATHERCALK 



















OW, Pecora Weathercalk 
caulking compound, long 
famous among leading con- 
tractors, is rapidly becoming an 
excellent profit builder for hardware 
dealers. A superior caulking compound, easier 
to sell! Available in quarts, one-gallon and 
five-gallon cans and in the handy one-tenth gallon spouted 
cartridge for use with the PECORA QUICK-LOADING 
CAULKING GUN (lliustrated). 


PECORA ASBESTOS FURNACE CEMENT 


..@s resistant to heat as iron itself! A familiar package in 
constant demand by both home-owners and craftsmen, alike 
. A top-quality, top-seller! 


PECORA WEATHERTITE ROOF COATINGS 


Indispensable for making old roofs look and act like new! 


PECORA PLUMBERS PUTTY 


Provides an exceptionally excellent non-drying seal. 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


Materials that do a better job—will not crack or dry out! 


PECORA PIPE JOINT COMPOUND 


Like all Pecora Products—a durable material of best quality. 


For Building Materials of Superior Quality, it's 


PECORA 


we 





Pp 
4INT compaNy: 


LAWRENCE & VENANGO STS., PHILADELPHIA 40, PA. 


Manufacturers of Mastics for Structural Glass or Tile installa- 
tions . . . Sealing Compounds . . . Glazing Compounds. . . 
Stove Putties ...Roof Coatings...Industrial Paints and Finishes 


——memummemenmm: SUN CE 18 ons netece ment 
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Lane, Teaneck, New Jersey. 





MR. JOHN H. GREEN, Treasurer, Hardware House, 543 Cedar 





STOCKED TO MEET customer’s needs, Mr. Green’s hardware 
store is a model of business efficiency. 


“Our new National Sales Register... 





guides our buying— 
improves our selling!” 


“Our new National Sales Register gives us separate 
totals of our Departments; separate totals of our Cash, 
Charge, Received-On-Account, Paid-Out transactions; 
and separate totals for each of the four cash drawers. 

“Having this Department information, we can keep 
a running retail method of inventory, which is a guide 
for our department buying. 

“By having separate totals of our Cash, Charge, 
Received-On-Account, and Paid-Out transactions, we 
are able to control these business records with mini- 
mum effort. 

“By having clerk’s totals and separate cash drawers, 
we have friendly competition as to who is the best 
salesman. And, of course, we can tell who makes 
mistakes in change. 

“An itemized printed receipt is given to each cus- 
tomer. This eliminates mistakes in addition, and also 
saves the time involved in writing out a sales slip. We 
would certainly recommend this National System to 


anyone desiring better control and more information 
about his business.”’ 

So writes Mr. John H. Green since installing a 
National Floor Audit Sales Register System in his busy 
hardware store. 

National Floor Audit has many advantages for hard- 
ware dealers. It means less money tied up in stock, 
increased sales, faster turnover, accurate handling of 
all money and records, simplified record keeping, and 
lower costs. Find out about Floor Audit from your 
local National representative. Ask him to survey your 
present methods, and show you how you can increase 
your profits! 


_ CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO |. aici 





We DARE them all 


the hardness and flexibility of 

PINCOR reel blades and bedknife 

cannot be found anywhere else 
on the market! 


You can beat the blades . . . against concrete or steel— 
but you won't nick them! You can bend them in a 30 degree 
angle and they'll snap back 
—without distortion. Can 
thisbe duplicated by anyother 
power mower on the market? 

No, because Pincor uses 
an exclusive isothermal 
process that produces a blade of high hardness, while 
retaining the flexibility of spring steel. Qualities impos- 
sible by any other known method of heat treating. 

It’s the ‘‘cash-register-ringingest” sales feature you’ve 
ever seen. No fancy gadget 
—it’s something concrete to 
tell your customer! It com- 
pletely eliminates worry 
about blades and reel... 
cuts sharpening and main- 
tenance to a minimum. ‘és 


PINCOR'S out front— 


not by claim— but by comparison 


When a product is so obviously better, when it is really 
possible to demonstrate and prove that it’s better... there’s, 
no trick to selling it. And that’s the way it is with Pincor 
mowers... by any standard ... from any angle... they’re 
out in front—with everything. Why wait... USE THAT 
COUPON! 


PINCOR PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corporation 
5841 West Dickens Avenue * Chicago 39, Illinois 


Power Lawn Mowers * Hand Lawn Mowers © Electric Hedge Trimmers ¢ Gasoline 
Engines @ Electric Generating Plants © Battery Chargers © Generators 
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3 Manufacturing Over 
Sale Atenion, 2008 ae: 1 ae 700 BUILDERS 
Pincor power mowers. | |u| HARDWARE ITEMS 
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aed Tene in \ocating bolts 


This new label, now identifying cartons 
and packages of Bethlehem Bolts, saves 
time in store and stock room because it 
enables you to locate bolts quickly. This is 
because the information you need—type 
of bolt, quantity, diameter and length—is 
printed in large, easy-to-read type, making 
the possibility of error in handling unlikely. 
In addition, the attractive red-and-white 


label makes a neat, pleasing display on 
your store shelves. 

And what about the bolts identified by 
this label? They're good bolts in every 
way. Bethlehem Bolts have the smooth- 
fitting threads, strong heads and strong 
shanks that are so much in demand. 
They're good bolts to offer your customers. 
Order a supply today from your jobber. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


Export Distributor: Bethlehem Steel Export Corporation 
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the old 


MR. RETAILER: 

It will pay you to 
stock MAGIKAN—a 
complete line in just 
four models—less 
inventory, less tied- 
up copital—faster 
turnover — bigger 
profits! 




















the new 


Put yourself in the shoes of the average consumer. When you 
look at new housewares or appliances, which catches your eye 
first, the new streamlined design or the antiquated hang-on 
models—the new squared washing machine or the old, round 
tub design? Ten to one the modern design is your first choice. 
That's why so many thousands of consumers choose MAGIKAN 
above all others in the step-on container field. Stock MAGIKAN 


and you offer the most modern line on today’s market. 








Metalcraft Manufacturing 
CORPORATION 


(Successors to Binswanger-Henkin Industries) 
MEMPHIS, TENNESSEE 















A MODERN, EFFICIENT 


DEEP WELL 
ata dole Wal tc 
PUMP 


1S ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 









Exterior view of 
Peerless Deep Well 
Reciprocating Pump 
complete with 
Fittings and Tank 





Deep well pumping economy 


FOR FARM, RANCH AND HOME 


Here is a most dependable, economi- CAPACITIES: 
cal way to lift water from deep wells. 200 to 1900 gallons 
It is one of the complete line of reli- per hour 

able, easy-to-sell, profit-making P 
Peerless pumps and water systems 

that will fill een customers’ needs. LIFTS: 
Whatever the lift, capacity, method 6” and 9 stroke 


of pumping or pressure required, one for lifts to 1000 feet 
of the complete line of Peerless Water 
Systems will meet your customers’ 
requirements for water under pressure MOTOR SIZES: 
at the turn of the tap. Find out today V3 to 3 h.p. 

about the profit possibilities of the 
Peerless line. There are a host of water 








system customers in your territory PRESSURES: 
that will see to it that your profit Up to 40 pounds 
grows when water flows. Write today. and higher 










PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 


tte Indi 








Factories: Los Angeles, California ¢ Indi Pp 
Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas. 






MERS NEEDS WITH 





WATER SYSTEMS 
ou In Canad. 
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You'll “step up” your 
ladder sales with 


ew 
Alumiladder! 


“Imagine! Even I can lock and lift it 
with only one hand!” 


says typical housewife Mrs. Amy Newell, New York City 


What Mrs. Newell is saying will soon be echoed by mil- 
lions all over the country . . . to your greater profit, if you 
feature amazing new REDdy-Lock Alumiladder. It’s the 
first ladder, the only ladder, ever to offer your customers 
the superiority of lightweight aluminum at the low cost 
of cheaper, less-desirable materials. And it also gives 
them the biggest line-up of exclusive advantages in lad- 
der history (see above). What’s more, of all ladders, 
only Alumiladder is pre-sold by: 1. the nationally -ad- 
vertised-and-accepted CHROMTRIM name, 2. a special 
campaign to 12,000,000 families in BETTER HOMES & 
GARDENS, AMERICAN HOME, POPULAR SCIENCE, 
MECHANIX ILLUSTRATED, HOME CRAFTSMAN, POPULAR 
HOMECRAFT, etc. So ask your jobber to step in and get 
you set for the big sales step-up with Alumiladder. 


REDdy-Lock FREE! Plan on “How to Step Up Ladder Sales”! 


D D E R. D. WERNER CO., Inc., Dept. HA 
U 295 Fifth Avenue, New York 16, N. Y. 
fomovs crore Please send me full details on how I may become a REDdy- 
the makers of ightest uft Lock Alumiladder dealer (including prices, etc.) 
Ll 


easiest #0 





LD. WERNER CO., Inc., 295 Fifth Ave., New York 16, N.Y. 77 
In Canada: R. D. Werner Co., Ltd., Oshawe, Ont. 
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No. 320 FUTURO BEVERAGE Set 
2 at. 4 oz. Pitcher and 


six 10 oz. Tumblers 


er ee re - 


». +» Burrite sells itself! 


The complete Burrite line—displayed en masse in all its rich, 
sparkling color, with its distinctive styling and fine finishing and 
detail—is irresistible to today’s discriminating woman. She’s quick 
to recognize the usefulness and functional quality of each item. 

She buys them for herself, for gifts, in sets and ensembles. 

She buys them on sight . . . That’s why we say— 


DISPLAY BURRITE —IT SELLS ITSELF. 





No. 310 FUTURO SALAD SET 
10” bowl, 7” bowl, four 
5” bowls, salt & pepper, 
in gift package. 
No. 313 HANDF PIE & PASTRY 
COVERED DISH 


No. 313-C COVER ONLY . 


#123 HA 


ni 4, 


Salt & PEPPER 


YEAR ‘ROUND BEST SELLERS 
Each Burrite product is a perfect combination of 
plastic and design, made to perform its exact function to 
the best advantage . . . thus creating saleability for each 
item the year ’round. 


Futuro salad and beverage sets perfectly boxed for Christmas j 
ay A giving. CHRISTMAS GIFT TAGS on other select items Sur enn 
now being shipped. Instantly removable after Christmas ax” uTuity sow. 7S 
season is over. An exclusive Burrite feature. Order now! : 


BURROUGHS MEG. CORP. 


3831 VERDUGO RD. + LOS ANGELES 65, CALIF. 
New York Representative H. G. Salzman, Inc., 1150 Broadway. 


02 FuTURO . 
#125 WANDE JAR 10” DIVIDED PLAT 
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yz. Pitcher and 
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in gift package. 
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Its Really Roll 





New Libbey “‘ad- 
vertised in LIFE’’ 
display unit 
—ready for use— 
features 3 “Horse- 
less Carriage”’ 
glasses. It’s 

made of light 
cardboard, 

stands 17% 
inches high. 


16a 


ng!... Libbeys new 


(pina 


Spark up Christmas 


gift sales with these colorful 
glasses decorated with early gas buggies 


Paced by this full-page, full-color ad- 
vertisement in LIFE, the big “Horseless 
Carriage” race to glassware counters all 
over the country is under way. Your 
customers will want to see this lively 
new Libbey pattern. Designed by Freda 
Diamond, the glasses feature authentic 
reproductions of early motor cars. Each 
is guaranteed not to chip, too: “A new 
glass if the rim of a Libbey ‘Safedge’ glass 
ever chips!” 

Available in eight attractive shapes, 


“Horseless Carriage” tumblers and stem- 
ware make the ideal Christmas promo- 
tion. They're prepackaged 8 of a kind in 
self-selling Libbey Hostess Set cartons. 
Tie-in newspaper mats, display units and 
other selling aids are also ready for use. 

Get set for the heavy traffic at your 
glassware counters . . . order “Horseless 
Carriage” now! Contact your near-by 
Libbey Glass distributor . . . or write 
direct to Libbey Glass, P. O. Box 1035- 
1036, Toledo 1, Ohio. 


IBBEY GLASS Hae See 


esTrasr.isnend 1818 


LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo !, Ohie 
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PT-861 LG 14%"x 8%" 
PT-862 SM 6%"x 4° 


TISSUE DISPENSER 
PT-410 


BABY LOU FEEDING SET 
PT-975, CUP PT-959 


PT-775, PT-780, PT-785 


66 


Catalog sheets and 


FOUR COMPARTMENT TRAY FIVE COMPARTMENT TRAY 
PT-840 PT-841 





PICNIC PLATE, CUP, TUMBLE 
PT. 876 PT-885 —PT.965 


a Ay 
_ 


” ad 





PARTI-SET PT.873 
PARTY PLATE P1.878 
CUP PT.885 


CAKE PLATE and COVER NESTED BOWL SET ~~ 
PT-802 PT-810 a ' 
i? \ 8 


ft 
Fie 3 


“¢ 


THE INVISIBLE INGREDIENTS, 
FORESIGHT and INTEGRITY 


Two ingredients which cannot be seen, weighed, nor measured are nevertheless 
molded into every one of these dependable Plas-Tex products . . . the foresight 
and the integrity of the manufacturer... foresight to anticipate the preferences 
of the public, and integrity to make highly competitive products the best way 
rather than the easiest way! These ingredients cost you nothing, yet are priceless. 


SALT & PEPPER SET 1-89 
SUGAR PT-890S, FLOUR PT-890F 
CHEESE PT.890C 


SUGAR BOWL, [1-87 
CREAMER, PT-886 
PLAS-TEX . a 
immediate ; 
Delivery 


price lists 





MEASURING PITCHER BISCUIT & DONUT CUTTER 
PT-600 PT-895M PT-750 


THE PLAS-TEX CORPORATION 
2525 MILITARY AVENUE - P.O. BOX 12396 
LOS ANGELES 64, CALIFORNIA: Cable address TEX-PLAS 


SINK STRAIN 
PT-206 
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TIAL MARKET 
IW THE BUSINESS / 


@ 37 million American homes are prospects for automatic 
electric dishwashers and less than 2% of the market 
has been saturated. 

@ Good Housekeeping Magazine surveys indicate 32.8% 


of these homemakers are actually planning to buy an 
automatic electric dishwasher now. 
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CUP, TUMBLE 
PT-885 PT.965 @ @ More families are buying Hotpoint dishwashers each 


week than in our best pre-war year. 


OIPOINT FIRST IW DISHWASHERS! 


se 
HRSTin Sales ...Hotpoint's sales of 


electric automatic dishwashers far 
ak exceed those of any other manufac- 

3 turer. 

E HRST with Front Opening .. . Hot- 
point was the first to offer an auto- 
matic dishwasher with front opening 
—for greater ease in loading—for 
uninterrupted work surface—for con- 
venient installation under counters or 

Y 4 cabinets—for use of overhead, 
down-rinsing spray. 

HRS7T* with Electric-heat Drying... 
Hotpoint was the first to provide 
electric-heat drying with its forced 

wt hot air circulation for faster drying 
with clean, hot air. 

HRSTin Customer Demand... Hot- 
point Automatic Dishwashers rank 
first among dishwashers wanted most 
by most people. You can get your 
share of the profit in this fastest 
growing appliance market with low 
investment. The turnover is rapid and 
there are no trade-ins. 


Hotpoint Full-Line Leadership 


The Hotpoint line includes every major 
electric appliance for kitchens and home 
laundries—each an outstanding leader in 
its field. Talk to your Hotpoint distributor 
about the Hotpoint Full-Line Franchise. 


witeh le wae See 
© LADERSHIP 
" © REFRIGERATORS © DISHWASHERS © DISPOSALLS ® WATER HEATERS CABINETS HOTPOINT, Inc. 
NK STRAINE FOOD FREEZERS © AUTOMATIC WASHERS © CLOTHES DRYERS © ROTARY IRONERS (A General Electric Affiliate) 


PT-206 5600 W. Taylor St., Chicago 44, illinois 
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“UTILITY” 


SaretY fos Can Opener and Bottle 


Opener with ~~ plastic handle 


@ Here’s the new Vaughan 
chrome plated can opener that 
sells on sight. Bright red plas- 
tic handle, plus “safety roll’’ 
feature, makes it a must for 
colorful kitchens. Effortless 
and safe to use, it rolls the edge 


Automatic spring adjustment 
pospomte binding or slipping— 
Ids can securely for pouring 


ga 
brightly chrome plated, wi 
molded plastic handle. 


The tape with 


the yellow core 


made by 


Lo} Cel iba: 


Sold Only Through HUE fit “hit 


Recognized Wholesalers 4 
OY HAMEL 


- : 
Panther ond Dragan 


friction and rubber tapes 


smooth as it holds and opens Individually boxed. Retail 
square, round or oval cans. price—59c. 





World’s Largest 
Manufacturer of 
Bottle Openers 
and Can Openers 








VAUGHAN MFG., CO. 
3211 Carroll Avenue ¢ Chicago 24, Ill. 
Half-Century of Quality and Service 


FAMILY WEEKLY WASH 
rnin 4X 4! 
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Moke Your 
+». ORDER 


Gre going t 
60 FEET OF CLOTHESLINE 

COMPLETELY ASSEMBLED . . . Ready for instant use 
FOOT FOR FOOT, holds more clothes than any other dryer 
OUTDOORS—May be moved with wash 

INDOORS—Dry wash when it's raining outside 

FOLDS AWAY! No weather deterioration 
LIGHT! Weighs only 5 Ibs. 

STRONG! Ruggedly built 

INDIVIDUALLY PKGD. in corrugated boxes. 


REGULAR RETAILER DISCOUNTS—JOBBERS SOLICITED 


HERBLINE CLOTHESLINE 


159 N.W. 20th Street Miami, Florida 
West Coast Distributor—Gale Brokerage Company, 699 Second St., San Francisco, Calif. 


Retail price 


only $3.98 


Guaranteed 








MONOW, 
HARDWAF 
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with continuing 


promotion in the 





THE SATURDAY EVENING 


POST 











Your No. 1 Line of Electric Items 
| becomes easier than ever fo sell! 


Moke Your Christmas Sales Picture Really BRIGHT e ORDER NOW 
te ORDER ENOUGH of the fast-moving items millions of Americans * AUTO HANDY LIGHTS 


Gre going to see (and want) in the Dec. 9th issue of the POST. * NIGHT LIGHTS 


* QUICK CLAMP PLUGS 
AND TAPS 


‘tial + EXTENSION coRDS 


MONOWATT INCORPORATED e@ A GENERAL ELECTRIC AFFILIATE ¢ PROVIDENCE 7, R. 
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That’s the only way to describe the tackle 
dealer who has seen the 1951 H-I line. 
Never, in our hundred-and-thirty-eight- 
year history, have we known such a 
reception for any tackle line. 


We knew, when we introduced the line 
last August, that it offered dealers (and 
fishermen) the best values ever. But we 
didn’t anticipate such an immediate and 
sensational acceptance by you dealers. 
Our new numbers — including H-I 
POWER GLASS rods (40 different 
models in a wide price range)—have 
aroused more interest among dealers than 
even we'd expected. Better merchandise, 
at air prices, is the answer, of course. 


SEE IT 


. . if your H-I man hasn’t already given 
you a preview. He’ll be giving an ad- 
vance showing of the H-I line in your 
town soon. Don’t miss it! 


F 


HORROCKS-IBBOTSON CO. H. BOKER & CO., INC. 


UTICA, NEW YORK Quality for over a Century 


Manufacturers of the Largest Line of Fishing Tackle in the World 101 Duane Street New York 7,N. Y. COLumB 
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with gala new mid-century 


R-5 Super-Equipped 
Five Star Superb Motobike 


Display this terrific Mid-Century Columbia-Built 
beauty in your store window and see for yourself 
how these and the many other big improvements 
turn shoppers into buyers! 


Flashing new chrome! Gay new colors! Sensational 
new features galore! The new Mid-Century Colum- 
bia-Built are the most exciting new bicycles of the 
year with everything a red-blooded youngster could 
want. All the famous Columbia-Built construction 
features, too, including the patented new 18” 
Therm-O-Matic Frames that make these bikes the 
parent’s choice for safety. 


THE WESTFIELD MANUFACTURING COMPANY 
WESTFIELD, MASSACHUSETTS 


COLUMBIA AND COLUMBIA-BUILT BICYCLES -“SINCE 
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1877... 


NEW 

above and below top bar, with forward 
chrome connector strip. A triumph in 
modern design. 


NEW CHROME TRUSS RODS with 
decorative ivory plastic tips—ON BETTER 
MODELS WITHOUT SPRING FORK. 


NEW CHROME AND ENAMEL SPRING 
FORK adds eye appeal, sales appeal to 
these great Mid-Century Models. 





NEW FULL LENGTH FULL PROTEC- 
TION CHAIN GUARD with “sweptback” 
trim to match tank. Attractive star decals. 


s 


NEW SUPER CARRIER has chrome tubu- 
lar brace rods with plastic tips and built- 
in triple action electric light. Contains 
tail light, automatic stop signal and 
reflectors. 


qd 


NEW STREAMLINER HEADLIGHT with 
rocket fins adds to racy looks of front 
assembly. 


AMERICA’S FIRST BICYCLE” 
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In this business 
you gotta have 
two heads! 


ANNUNANAANANNNNNY 


SOUTHERN 


WwooD 


SCREWS 


come with slotted or Phillips heads 


You handle a complete line of wood screws when 
you sell Southern. For Southern screws are fur- 
nished with either slotted or Phillips heads, in a 
wide range of sizes from 44” No. 2 to 4” No. 20 in 
steel and 4” No. 16 in brass. Southern supplies spe- 
cially lubricated screws for hard woods. 


The finest materials available go into Southern 
screws .. . high grade extruded brass wire or top, 
quality selected sulphur steel wire. Modern manu- 
facturing methods and a unique inspection routine 
assure you absolutely uniform and perfect screws. 


Southern screws are expertly packed for easy han- 
dling and stocking. Investigate the Southern line. 


Write today for our attractive new catalogue. 


FACTORY WAREHOUSES 


4100 Dell Avenue 325 West Ohio Street 
North Bergen, N. J. Chicago 10, Illinois 


280 Decatur, S. E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 
STATESVILLE, NORTH CAROLINA 


eo @ © 8 6..@ 
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More and more dealers are making more | 
sales and profits by selling McKay “En- , 
gineered” Chain. And with good reasons! : 
McKay is the one line that meets every 
customer's complete requirements for chain # 
whether it’s for farm, home or shop. It’s chain # 
with a ‘“‘recognized’’ name in the buyer's 4% 
mind because chances are he’s used the 
famous McKay Tire Chains on his car or 
truck. Chain is priced right, too, so that your 
customers receive full value for their dollar * 
and you get a fair share of profit. is 
Order and display McKay “Engineered” @ 
Chains now. ; 
McKAY CHAIN FOR EVERY USE 


7 3 ®@ for Farm... 


Cow Ties - Trace Chains - Well Chain + 
Log Chain - Passing Link Chain - Halter && 
Chains - Wagon Chains - Breast Chains: 
Tie-Out Chains - and many others. 

@ for Home... 
Twist Link Machine Chain - Victor Pattern 
Coil Chain - Sash Chain - Repair Links - 
Tow Chains - Tire Chains - Jack Chains - 
and many others. 

@ for Shop... 
McK-Alloy Chain - Hi-Test Chain - Sling 
Chain - BBB Coil Chain - iron Dredge Chain 
+ Hoisting Chain - and many others. 


WRITE TODAY FOR COMPLETE DETAILS 
Ask fo Data Sheet on the new McKay Silent 
Salesman and the full line of McKay Chains. 


THE McKAY COMPANY 


440 McKAY BUILDING ¢ PITTSBURGH 22, PA. 


— 








© Mild and Stainless 
Welding Electrodes 

© Industrial and 
Commercial Chain 


e McKay Metal-Fil 
@ MeKay-Rod Electrodes 
© Tire Chains 
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No. 14—Wood Bormg Drill Set— 
packaged in protective wood tray. 


7 


Especially Designed for Rugged Service in Electric Hand Drills 


Sturdy Drill Sets —of High Speed Steel—especially built 
withstand the shock and strain of Electric Hand Drill 
we, Adequate length for normal portable tool use—attrac- 
tely priced. Utility packaged in protective heavy canvas 
asethat may be rolled or folded and carried in the pocket. 
Set #S-13—13 High Speed Drills, 4%" to %" by 64ths; Set 
11-11 High Speed Drills, 4%” to %” by 32nds; Set 
&8—8 High Speed Drills, 4%” to 4%” by 16ths. 

Weed Boring Drill Set, No. 14—Built to deliver maxi- 


mum efficiency in %-inch Electric Hand Drills. New, im- 
proved design—these drills produce unusually smooth 
holes—cooler running—faster chip disposal—diminish 
stalling on “break thru”, tempered to prevent damage on 
contact with metal. Attractively priced. Set consists of 5 
drills—%" to %" by 16ths—all with 4%-inch round shanks. 
These sets of Shield Brand Tools are first quality, 100% 
inspected. They provide new convenience and new value 
for drill users. 


STANDARD [OOL (0. 


CLEVELAND 4, OHIO 
New York + Detroit - Chicago 
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PARKER 
Hack Saw 
Exclusives 





EF 
ual _je=*/— nationally known 
Sad aagpherte =e for quality 


f k k Saw: 
if ptened one pi : - - nationally advertised 


and the Forged E 


one, Parker's ne | to boost your sales 


sft 

lip . Standard « wh There are two good reasons for stocking Accurate Tapes. 
er H-40, H-60, H-& One —they’re nationally known for quality and have 
paws, “Loc-Klip” been for over a quarter century. Two — national adver- 
tising reaches tape users everywhere, keeps them out 
in front in tape sales year after year. Added up, they 
mean more tape sales, bigger tape profits for dealers who 
display Accurate Friction and Rubber Tapes. Start 


cashing in on the big demand, now. 7 8 
s 


It’s n 
and d 
great 
hand 
repai: 
exclusive fea 


wi kis | . PROMINENTLY — 
DISPLAY THEM ream 


ACCURATE TAPES Pact : 
SELL THEMSELVES! of se 


Warehouse stocks and agents strategically located throughout 
the nation. For name of representative nearest you and a copy 


> of the new illustrated Accurate catalog, write ACCURATE 
MANUFACTURING COMPANY, GARFIELD, NEW JERSEY. 
Guyte| Parker |Gre | 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 


You v 


*Patent Pending 
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Ir Sales 


curate Tapes. ~ 


ity and have 
ational adver- 
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ided up, they 
r dealers who 
Tapes. Start 
demand, now. 


PLAY THEM 
ATE TAPES 
fEMSELVES! 
ted throughout 
fou and a copy 
ite ACCURATE 
f JERSEY. 


It's new...and it’s packed with illustrations 
and descriptions of Céceland tools that are in 
greatest demand by hobbyists, home-owners, 
handymen, farmers, electricians, mechanics, 
repairmen. 


You will be interested not only in the single drills, 
reamers and screw extractors, but also in the com- 
pact and convenient sets. There is a wide variety 
of sets for every type of customer, attractively 


@ The symbol above represents the 
Hardware series of drills, reamers 
and screw extractors backed up by 
the trademark. They are the 
identical high quality tools that 
have been first choice in America’s 
leading metalworking plants for 
more than 74 years. 


Z8- PAGE BOOK offers a large selection of fast-selling tools 


packaged in wood, plastic or metal containers. 
Displayed on your counter or in your window, 
they give you quick, profitable sales. 


For three-quarters of a century the <> trademark 
has stood for highest quality. When you stock 
Cleveland Tools you are offering your customers 
the best. 


Ask your Jobber for your copy of the handy 
Catalog H 1, or write to our nearest Stockroom. 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street 


Cleveland 14, Ohio 


Stockrooms: New York 7 « Detroit 2 * Chicago 6 * Dallas 1 * San Francisco 5 


Los Angeles 58 « London W. 3, England 


CLEVELAND JOBBERS EVERYWHERE ARE READY TO SERVE YOU 
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Stock and Display 


STERLING 
acco ROCK SALT 


To Make Snow and Ice Removal Easy- QUICK! 


@ Your customers will take a tip from America’s lead- 
ing Highway Commissions who clear our roads. They'll 
want STERLING Auger-Action ROCK SALT for melt- 
ing and loosening ice and snow. And they’ll want to 
carry a bag of STERLING Auger-Action ROCK SALT 
in their cars to free wheels when they get stuck. 








CASH IN ON THIS DEMAND 
~— BUILD DISPLAYS LIKE THIS 





. 


STERLING STERLING DISPLAY 100-1b. bags 


with snow shovels and 
eS = | ice scrapers ! Ls] 


DISPLAY 10-1b. bags 
with skid chains and 
snow tires! 
ch as dnd 
Dildine*s Saatio® | ‘ 
WEATHER REPORTS FEATURE STERLING ROCK SALT stor “ners: oe sales ode. 
ON 30 POWERFUL RADIO STATIONS EVERY TIME IT STORMS. - manana 2 





AND FOR QUICK, VOLUME PROFITS contact local apart- = 
ment houses, banks, office buildings, schools, etc. Sterling 
Auger-Action Rock Salt gives them clear, safe driveways, 
sidewalks, and steps at low cost. Added profits for you! 


Use your 8-ROLL CAPACITY 
DISPENSING DISPLAY FLOOR FIXTURE 
to help you sell all 6 types of R-V-LITE 


DONT OCEAN! VW wctmwnme | “Sataenat 
ORDER NOW! 0x100-1b. bags. 
STERLING Acrrow ROCK SALT ARVEY. i@Xe):1-Xe):7 wale), 


International Salt Com-aany, Inc., Serenton, Pa. . 
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| 2 Brillant Now Courter Dis splays 


TO SUPERCHARGE YOUR SAL 
of SIMONDS Hacksaw and Pulpweood Blades, 
Crosscuts, Files, Bits and Shanks 


Tey Ty 


SAW AND STEEL CO,| 








Send for Catalog Sheets 
and Sales Plan on these 2 new Simonds Displays 


SIMMONDS 


| Saw AND STEEL CO. | 


 —~Branch Offices in Boston, Chicago, _— 
NY - Los Angeles, San Francisco and Portland, Ore. 
a Canadian Factory in Montreal, Que. 
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The 
This Xmas GIFT 


THAT'S 


Suggest the gift that... PRECISELY 


* they can only buy from you 
* means more profit for you 


* helps create future customers for you 


THE GIFT THAT'S ALWAYS 
PRECISELY RIGHT 


ee we FP! . 


ame 


This advertisement 
will appear in the 
December issues of 
Popular Mechanics, 
Popular Science, 
and Mechanix 
Illustrated. 


FPN Stock... Sell... Displ 
edt Starrott tos 


FOR EXTRA XMAS SALES ... FOR YEAR 
‘ROUND VOLUME AND PROFIT 


THE L. S. STARRETT CO. . World's Greatest Toolmakers . ATHOL, MASSACHUSETTS - U.S.A 
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CUT YOURSELF IN 


on this 


You're missing a bet if you are selling glass only 
for glazing windows. You can pick up some nice 
business, at a good profit, by selling glass tops for 
furniture. Women like them, but often don’t know 
where to buy them. 

You can get this kind of business with little or 
no investment. Get this free L-O-F counter card 
and you're ready to start. 

You can simply take orders and let your 
L-O-F distributor cut the tops for you, to the 


measurements or a paper pattern furnished by 
the customer. Or, if you have edging equipment 
and prefer to cut the glass yourself, all you need 
is an adequate stock of the easier-cutting, easier- 
selling L-O-F Glass—the kind with the famous, 
nationally-advertised L-O-F label. 

Just fill in the handy coupon and mail it to 
your nearest L-O-F distributor. No obligation, of 
course. Libbey-Owens-Ford Glass Company, 14115 
Nicholas Building, Toledo 3, Ohio. 
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: LIBBEY: OWENS - FORD 
orn ne Gaede, Nii GLASS 








Send for this 
Profit - Building 
Counter Card 





REQUESTED BY 
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Please send me the L-O-F Counter Card 
advertising furniture tops. 


COMPANY NAME 


a 


IMPORTANT: Mail this coupon to your L-O-F Glass distributor. 


[] Please have salesman call 


~ (Please Print) 


STREET ADDRESS ‘ 


POSTAL ZONE 





















ae. Else 
ie ; oh: 


PUT IN A WATER SYSTEM DEPARTMENT 
AND CASH IN ON HIGH DOLLAR VOLUME SALES 


Display Aermotor water pumping equipment in your store easier. Now they have accumulated savings to buy water 





and reap new profits. Farmers, home owners want running systems. So sell them ——— inexpensive Aermotor 
water. They know abundant water puts weight on meat pumping systems. Large dollar-volume items that net you 
animals, increases farm production, makes housework a handsome profit. 


FARMERS LOOK TO HARDWARE DEALERS FOR SALES AND SERVICE 


Farmers know from past experience they lished over 60 years. Your water system dis- 
can rely on your recommendations. Show play will bring new prestige, liberal discounts 
them the wide range of Aermotor sizes, the on water system sales, extra profits on all 
dollar-saving features of Aermotor water water-using items. Some territories open for 
systems. Backed by manufacturers estab- live dealer representation. Write for details. 


‘AERMOTOR COMPANY 


Dept. 8011, 2500 Roosevelt Road 
Chicago &, Illinois 


















This heavy duty tractor 

clevis is just one of 

more than 100 different 
Moline Clevises 














<A 


A) ee 





* WOODRUFF KEYS 
“MACHINE KEYS 
“MACHINE RACK 
“TAPER PINS 
“COTTER PINS 
*SPECIAL PARTS 








When the heat is on—and farmers are busy—they want ser- and other Stanh d 
vice fast. That’s why it’s good business to have a stock of > ik : ‘ presuets 
Moline clevises on hand. You can take care of their needs rf : \\) um or Packaged 
at once—and win customers, With Moline clevises you are a WRITE for CATALOG 
giving your customers high % : iG and PRICES 

' quality, strong clevises and a 

at a satisfactory price. Be 
ready —order yours today. 


cd 
Write for catalog and prices 


DISTRIBUTED BY JOBBERS 
ALL OVER THE COUNTRY Seventy Years of Service 
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Sirirggeady G POWER 


in sales and 
performance 


LAWN PATROL POWER MOWER 


21-inch cutting width 
1.6 hp., 4-cycle engine 


% Streamlined appearance 


%& Top-quality construction 
% Built for years of customer 


satisfaction 





Stock the Brand that 
Sells the Fastest.. 


4 


BULL DOG... the Friction Tape that Selis Itself... 
has the widest consumer acceptance and demand. 


Users have found that no other tape has such de- 
pendably high tensile strength . . . superior adhesion 
... consistent, non-ravelling quality . . . and positive 
resistance to aging, both on the roll and in use. 

Buy BULL DOG ... the Friction Tape that will 
never gather dust on your shelves. Get in touch with 

your local distributor — Today! 





CASH IN on the Extra 





Volume with BULL DOG 
Splicing Compound! 


Sells out fast because of its all- 
out quality! Strong, elastic, and 
high in insulation against elec- 
eeicity and tee a Ay ogy | into 
tight, water-tight joint. Every 
BULL DOG Friction Tape cus- 
tomer is a prospect... suggest 
it and display it! 








Display BULL DOG in its 
Sales-Boosting, Space- 
Saving Containers! 
Attractive Counter Display takes 
minimum space. Comes packed 
No. 1 with 16 or 32; No. 2 with 
12 of 24 individual cellophane 
wrapped cartons. Other selec- 
tions available. Check with your 
distributor. 


LUBRIPLATE 


The white, clean, semitluid lubricant 
“a {that stays pul! 





The finest lubricant there is for: 
Sports Equipment: Guns, Fishing 
Reels, Outboard Motors, etc. 


Household Uses: Bicycles, Lawn 
Mowers, Casement Windows, Flec- 
tric Fans, Tools, Children’s Toys, 
Home Workshops, etc. 


' it’s better 
because=— 
Ee OFF Fat ge 
FASHIONED OIL THAT not cun off. Nelther dows 
RUNS OFF AND LUBRIPLATE is white and 
GETS GUMMY ! 


oe 


oc 
ee 
bat ae 


clean .. . nicer to work 
with, no dirty hands . . . 
housewives particularly like 
this feature. 

3 LUBRIPLATE is absolutely 
waterproof — neither salt 
nor fresh water will affect 
it or wash it away. 

4 LUBRIPLATE prevents fric- 
tion and wear because of 
its remarkable film strength. 
Stops rust and corrosion 
because of its exclusive 
protective properties. 





{ 
U fj 

¢ 
eH 
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ATTRACTIVELY PACKAGED 
IN COUNTER DISPLAY 
CARTONS 


“"B” Tube Display 
6x2Vax7 Va inches 


“~" TUBE 


3% inches, 
ate 
ishermen. ni ; ‘mY 
fisnermgor- 0 “BY TUBE 
counter disploy v 
carton. 


1 x 6 inches, for 
genera! house- 
hold and sport- 
ing uses. | doz 
to counter dis- 





—_— 











wi Bos 


porn 


TON Woven Hose 


& RUBBER CO. 
Distributors in all Principal Cities 
Pleat: Cambridge, Mass. - P.O. Box 1071, Boston 3, Mass., U.S.A, 








play carton. 








NATIONALLY ADVERTISED TO 46,358,721 
SPORTSMEN - HOME OWNERS - HOBBYISTS 
IN THEIR FAVORITE MAGAZINES: 


Evening Post, Life, Field & Stream, Sports Afield, Motor 
Gentleman, Popular Sci Home Craft 





Dealers write for name of nearest jobber 


LUBRIPLATE DIVISION 


rs Refining Company, 129 Lockwood Street, Newark 5,N 
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CHROMTRIM CREATES CUSTOMERS for you. Throughout the year the 
R. D. Werner Company keeps over 900,000 MI families in a buying mood 


by showing them the many fine ways Chromtrim can be used. Cash in on this 





growing demand .. . get the attractive Chromtrim display stand from 
your distributor. The many MI readers in your neighborhood 


will be looking for it. 


BLACK AND DECKER ADDS BUYERS to your list 
by now advertising to the millions of tool-buying 
readers who turn to MECHANIX ILLUSTRATED 
regularly. This ad in MI, plus those appearing in 





many other national magazines, is Black and Decker’s 
way of helping to kick-off your Christmas selling 
season. Get your share of the big Christmas profits 


. use all of the colorful Black and Decker store 





selling helps. 








CHANNELLOCK STARTS USING MI to help boost 

your pliers sales. Ads like this are now being seen by over 2} 
million hobbyists and craftsmen who just wouldn’t miss 
an issue of MI. Many shop near your storeevery day . . . 


the Channellock display board in your window is 





sure to attract these quality tool shoppers. 
And that’s what usually starts your 


cash register ringing. 








MECHANIX ILLUSTRATED 


67 West 44th Street, New York 18, N. Y. 
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GOLDBLATT 


Mason Tools 






Give You... 















Oe are. ONE SOURCE FOR 
ES 7, ALL NEEDS — Buy all your 
- masonry tools from 
Goldblatt — one order, 

one shipment, one billing. 

Easy, convenient. 

ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 
offer attractive dealer discounts. 















SEND TODAY FOR FREE CATALOG — Write for 
your copy of Goldblatt’s illustrated catalog de- 
scribing the most complete line of the finest 
masonry tools and equipment. 






Goldblatt Tool Co. 


1920 Walnut St. Kanses City 8, Mo. 











“OLDRL rr 
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FIRST CHOICE OF THE TRADE FOR 65 YEARS 


AS GOOD AS THEY LOOK 


WARWOOD WORKMANSHIP 
MAKES THE DIFFERENCE 











7 


7 









Yes, not only are 
Warwood Tools attractive and 
well finished, but they are prop- 
erly designed to do the job, 
durable and long wearing. 
When you sell Warwood Tools 
... you sell the finest of - 
forged tools, 









PES AQERE HORNE Serre ebuapig Bk en etn cae ae en oe 







TOOLS FOR 


Kaclroad Ot Chay GENERAL CONSTRUCTION 
Mich IN O. 3 'e AGRICULTURE AND GARDENING 


MINING AND INDUSTRY 
RAILROAD TRACK MAINTENANCE 
















+ 
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9ts Profitable FROM BOTH SIDES 


OF THE COUNTER... 


CHANNELLOCK 


OURCE FOR Made only by 
Buy all your CHAMPION DEARMENT 


"y tools from 
— one order, 
, one billing. 
, convenient. 
IVE DEALER 
oldblatt sells 
5 — is able to 
er discounts. 











DE FOR 65 YEARS 


but, so does your customer . . . to an even greater 

extent. He gets more than a pair of pliers, he gets 

y/ the benefit of the labors of skilled craftsmen—of a 

company, which for nearly 3/4 of a century has been 

/ producing highest quality tools. Channellock pliers will 

) give him longer service because of their outstanding features 

—No Wear On The Joint Bolt, Longer Service, Greater 

Strength, Closely Spaced Adjustments—and because they are 

made by Champion DeArment. You sell* Channellock Pliers 

proudly—you know that your customers can find none better. 
And remember—Only Champion DeArment makes Channellock. 


only are Mag (/ CHAMPION DEARMENT TOOL CO.+Meadyille, Pa. 


tive and , 
ire prop- g Send for Catalog D1 Today. 


O K i y J When you sell Channellock pliers you profit— 
‘ ; 


Channellock pliers are listed in the 
the job, Yellow Pages of most Telephone 
yearing. Directories under ‘Tools 


od Tools i ) M/s 
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U-S‘S American Fence advertising 
pays off in your store! 


x 


| sci mer ENON ul Aap tact on BC oti 
| ; 

‘ . 

' 


von Fence advertising has two aims: 
(1) to convince farmers of the superior value of 
American Fence (2) to get them to come to the 
dealer’s store. 

This year our campaign is bigger than ever . , 
with total advertising impressions reaching the ; Typical American Fence customer, 
sum of 59,750,000. Leading farm magazines Gord Seenett, Sreenert, Wiest 
carrying the campaign include Country Gentle- farm into « money maker. We've found 
man, Successful Farming, Capper’s Farmer, B Staal Sood Gave te. aad eo ant Os 
Hoard’s Dairyman and many state farm papers. "as ey See Te eee e 

In addition to strong national advertising, iy 
our dealers get plenty of direct-mail litera- 
ture, catalogs and “give-away”’ manuals to help 
promote sales. If you use local radio, we'll 
gladly send you strong-selling fence commercials 
to use on your program. 

If you are not now handling U-S’S American 
Fence, Barbed Wire, Poultry Netting, and other 
U’S'S Products, write to the American Steel 
and Wire Company, 408 Rockefeller Building, 
Cleveland 13, Ohio. Farmers buy more Amer- 
ican Fence than any other brand .. . and you 
might as well profit from this popularity. 














AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO + COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM ° UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Thies mote AMERICAN FENCE tn wae Than any ther teand. 


AMERICAN FENCE 
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“COLOR DYNAMICS 


brings in 30% of new paint business!” 


-says large Pittsburgh dealer 
in Pontiac, Michigan 


PANY 
ss SHES 
Cc GLA NTS. BRU 
PONT IA innons Pi 
+ constauct —wineng STREE 


wre 
wont we weTIAC 15. MICH 
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Januery 
6 
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em 
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GOL5 Bama sche 
petroits wich 


VERY DAY, straight across America, the big swing 

is to Pittsburgh Paints because of the growing 

recognition among home-owners that they paint 

right with COLOR DYNAMICS and paint best 
with Pittsburgh Paints. 


No other paint manufacturer can match the 
advantages in performance and service which Pitts- 
burgh Paints give to dealer and consumer alike. 
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PAINTS * GLASS > 
’9:-$ € 0 aw 8 rs 


26, 199° 


Elmer H. Reynolds 


Gordon E. Reynolds, son 


Now is the time to cash in on the constant flood 
of advertising and sales promotion which is causing 
the demand for Pittsburgh Paints to rise to new 
records everywhere. Investigate the possibility of 
selling Pittsburgh Paints in your community. For 
complete details, wire, write or phone Pittsburgh 
Plate Glass Company, 2aint Division, PO-149, 
Pittsburgh 22, Pennsylvania. 


PITTSBURGH PAINTS 


CHEMICALS e 
m TS 


BRUSHES ° PLASTICS 





156 — 3” JAW 


WROUGHT STEEL CLAMPS 


The name of Judd on a clamp is your 

assurance of the ultimate in clamp 

value. Your customers know it... 

have for generations. They’re 

household pets in all sizes. The 

business parts of Judd clamps 

Pre are all flame red wrought 
steel. They stand the gaff. 
Bars and screws of pol- 
ished steel to doll them 
up. Carry plenty of 
Judd clamps in stock, 


w 
sf y> 
er Just a suggestion ... 


Judd clamps make 

_s, agood promotion 
“@) item... and 
a they display 


well. 


L. JUDD COMPANY 


WALLINGFORD ° CONN. 


87 CHAMBERS STREET, NEW YORK 7 





KLEIN 
PLIERS 


FOR MEN 
WHC 
DEMAND 


We higvest 
me WAtY 


y Anyone who knows and appreciates 


quality in tools recognizes that Klein 
Pliers are the finest that can be pur- 
chased. 

Many inferior pliers cost as much 
or almost as much as Kleins. Your 
customers will appreciate the extra 
quality they receive in genuine Klein 
Pliers—the plus service these tools 
render. 


Klein Pliers are available in 
wide range of sizes and types. Be 
sure you have a stock of these more 
popular styles on hand for your cus 
tomers who appreciate the best. 


No. 201 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., 
New York 


The New Klein Catalog giving 
full information on the conplete 
Klein line will be sent on re- 
quest. 


oom i LEEN rr 
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THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD °e e CLEVELAND 13, OHIO 


“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. “Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110, 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
o- machined. Points machine 

rned. Tensile strength 75,000- 
95. 000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specifie 
with flat and chamfered machined 
port. Nut end, oval point. Land 
tween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
peer a B47, om ag where 
specified. y made by t the 
pioneers in 


“HI-CARBS” 
Heat Treated Black Satin Finish 


‘ede of high carbon steel — AISI 

C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 

point. Case Resiened, Expertly 

made by the 

Cup Point Set Screws w the cold 

upse’ Soest pepe. Cup points machine 
Carried in stock. 





FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon he ead style — to blue print 


n head ard; 
polished if specified - d 
to close tolerance— atate machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. tL plied in various 
head ola oil holes and 
grooves o' thereat kinds, and flats 











qrodest cing 
tod bolts by the cold = Be process. 


, 
7 
Y, 
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FERRY PATENTED ACORN NUTS 


For ornamental raved “Fin Stee! in- Tapped 1/4” to 3/4” inclusive. 

= - sweet = F Cross section of y endl patented 
ic plat od dmium p' plated. Size: acorn nut, showing how steel hexa- 

9/1 16",3/4 18/ 16"acrosstheflats. gon nut fits snugly into shell. 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
ISTRIBUTORS 








"SPECIALS 
furnished to 
BLUE PRINT 
PECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 








Pin-tumbler security has been combined with econ- 
omy, in the Kwixset “400” Line Locksets, making 
possible top-quality locks at rock-bottom prices. 
Architects prefer Kwixset’s simplicity and beauty of 
design. Builders and contractors appreciate the 
economy of Kwixset’s fast, easy installation. Whole- 
salers, Jobbers and Dealers cash in on Kwixset’s low 
cost and fast turnover. Everyone deserves Kwikset’s 
precision construction with high quality materials that 
results in such amazing durability.° 


Whether you need one lock or thousands, investigate 


Kwixset’s “400” Line pin-tumbler Locksets thor- 
oughly before you buy. Remember, every Kwikset 
Lockset is unconditionally guaranteed. 


IMPORTANT: Kwixser Locks, Inc. will soon 
be in production of their new “600” Line 6-pin 
tumbler cylindrical Locksets, of all steel and brass 
construction. Send for your copy of the new, color- 


fully illustrated catalog, giving full details of this 
new Kwikset Lock. 


*Random selected Kwmset Locksets were subjected to 
wear tests equivalent to 100 years of hard, everyday usage 
on our specially designed testing machine. Every lock 
functioned perfectly at the end of the test. 


Kwikset Sales and Service Company Guniset 





lhe Worlds Finest Locks 


ARE OF PIN- TUMBLER DESIGK 





* 
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Tax Savings 


Sound tax planning is as vital as sound 
sales planning, and it can mean money 
in your pocket. Here are some helpful 
suggestions on steps you should take 
in preparation for the higher tax rates. 


By EVERETT J. MANN, CPA 


Associate Professor of Accounting, 
Duke University 
Durham, N. C. 


Tovay's alert hard- 
ware dealer can never be with- 
out the consciousness that every 
move he makes is fraught with 
possible tax consequences. Plan- 
ning for the receipt of income 
and the disbursement of ex- 
penses has become one of the 
important operational problems 
of a businessman today. 

Tax planning is not an easy 
task. It requires a considerable 
amount of hard work and think- 
ing, but the rewards that come 
from sound tax planning are 


just as tangible as the rewards 
that come from sound merchan- 
dising programs. 

Shifting legislative tides and 
unpredictable current events 
may cause the best tax plans to 
become obsolete. 

An example of this occurred 
during June 1950 with the out- 
break of the Korean War. Over- 
night the need for billions of ad- 
ditional revenue became appar- 
ent. Instead of a July bill low- 
ering taxes, there was a Septem- 
ber bill that added substantial 
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increases as of October 1 to in- 
dividual and corporate income 
tax bills. 

As far as can be foreseen now, 
the higher rates applicable to 
the last quarter of 1950 will be 
applicable to all of 1951, with 
the strong possibility that corpo- 
rations will also be faced with 
an excess profits tax. 

The second imponderable in 
tax planning is the attempt to 
foresee the amount of 1951 prof- 
its. Unless one can accurately 
gage future profits, the mere 
fact that tax rates will be higher 
in 1951 is meaningless. Even 
though tax rates may go higher, 
if profits are lower in 1951, it 
probably will mean less taxes 
to be paid. 

Although conditions will vary 


91 








2—Dela 


Personal 
Income 


1950 


Business 
Income 


1951 


Corporation 
Planning 





between localities, a state of 
semi-war or full war prepared- 
ness cannot help but mean over- 
all good business conditions. In 
centers of defense production, it 
is almost certain to mean boom- 
ing business in all types of ac- 
tivity. In more stable towns, 
hardware profits probably will 
be good if for no other reason 
than that goods will be scarce. 

Scarce goods mean mainte- 
nance of profit margins, and may 
further mean that profits will be 
higher even though sales volume 
is lower. This is a situation 
with which any merchant who 
has gone through the war and 
immediate postwar years is 
familiar. 


1950 vs. 1951 Income 


Assuming that one accepts the 
premise that 1951 profits will be 
as good or better than 1950 prof- 
its, what is the best way to plan 
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Checklist of Tax Saving Suggestions 


(See text for complete details) 


1—Defer large contributions to 1951 


medical expenses until 1951 if 
possible 


3—Take capital gains 


1—Push all possible merchandise sales into 


2—Encourage customers to anticipate 195! 
needs by buying in 1950 


3—Defer repairs and redecorating until 


1—Pay officers’ bonuses in 1950 
2—Disburse dividends in 1950 


3—Study possible tax economies of a 
split-up into two or more corporations 


4—Remember, taxes rise sharply after first 
$25,000 profit. 


tax strategy? A broad objective 
would be to attempt to pick up 
all possible income during the 
remainder of 1950 and to put 
any deferrable expenses over 
into 1951. 

This procedure should avoid 
the higher surtax brackets in 
1951 while putting all possible 
income into 1950 where it will 
be taxed at lower rates. A dis- 
cussion of methods to achieve 
this end breaks down into separ- 
ate discussions as to how best 
to handle income for a sole pro- 
prietor or a partnership, and 
how best for a corporation to 
plan its income and expenses. 

As of October 1, 1950, new in- 
dividual income tax rates will go 
into effect. The effect of these 
will be to raise by approximately 
15 pet the tax rates in effect up 
to September 30, 1950. Barring 
the possibility of all out war 
during 1951, the probability is 


that the new rates will remain 
in effect during the next year. 

In computing 1950 income tax 
liabilities, three quarters of 
1950 income will be figured at 
1950 rates while one quarter of 
this year’s income will be at 
1951 rates. 

The new 1951 rates will go 
back to the rates in effect dur- 
ing 1945, the last year of the 
war. There are two important 
changes which have been added 
to the revenue laws since 1945 
which will not be changed. 

The first of these is the privi- 
lege of income splitting between 
husbands and wives whereby the 
husband is allowed to divide his 
income in half, attributing half 
to his wife, and thus compute 
his tax on one-half of his in- 
come. The amount of tax so 
computed is doubled, and that is 
the tax to be paid. For married 
taxpayers with incomes over 
$3,600, this usually results in a 
tax saving. 

The second change left undis- 
turbed in the new law is the 
amount of exemption available 
for taxpayers and their depen- 
dents. The specific exemption 
under the 1945 act was $500 per 
individual; this was subsequent- 
ly altered to $600 and is not 
changed in 1951. The net result 
of these changes is that 1951 
taxes will be somewhat, though 
not greatly different from those 
that prevailed at the close of 
World War II. 

Specifically, then, how will 
1950 individual income taxes 
compare with those of 1951. It 
is not the purpose of this article 
to go into detailed comparisons, 
but estimated comparisons of a 
few sample incomes, net after 
deductions and exemptions for 
dependents, are given in Table I. 

As a general statement, it 
may be said that 1951 taxes will 
be up about 15 pct over 1950 
taxes, with some variation one 
way or the oher, depending on 
the size of the individual’s in- 
come. 

If, then, you expect your 1951 
income to be about the same as 
1950, what can you do to mini- 
mize your income taxes? First, 
it would appear good business to 
push all possible merchandise 
sales into 1950. 

Perhaps you can _ persuade 
some of your customers, particu- 
larly the larger ones, to do a 
little forward buying in 1950 
against 1951 needs. Buying in 
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1950 for reasonably anticipated 
inventory needs in 1951 might 
be sound strategy on their part, 
before the multitude of present 
wage rises is felt in later price 
increases. 

The same reasoning, in re- 
verse, will apply to 1950 ex- 
penses. Were you _ planning 
needed repairs, or perhaps re- 
decoration, of your store in 
1950? If so, defer these items of 
expense to 1951. They will cost 
you less net after taxes in 1951 
than they would in 1950. Items 
of a capita] nature, such as new 
counters and store additions will 
do you no good. Items of major 
improvement such as these are 
capital assets and must be de- 
preciated over a period of years 
rather than expensed in the year 
they are added. 


Personal Tax Planning 


Some of the same principles 
applicable to business tax plan- 
ning are pertinent to individual 
tax planning as well. Items that 
are deductible by individuals, re- 
gardless of whether they are 


wise to take the optional stand- 
ard deduction this year, keeping 
contributions and medical ex- 
penses at a minimum. Then, in 
1951, build up your personal de- 
ductions as much as possible. 

Make that big gift you were 
planning to your favorite char- 
ity. 

Pay up that pledge to the 
church building fund or to 
whichever community project 
you undertook to support. Usu- 
ally, when a building fund drive 
is on, contributors are asked to 
make their payments in install- 
ments over a period of years. 
Taxwise, you might be better 
advised to make the payment all 
in one year to get the benefit of 
lower income taxes. 

Your doctor or dentist might 
not like to wait until 1951 to 
have you pay his bill, but if you 
wait you might be able to build 
up a medical deduction in 1951 
if your medical expenses exceed 
5 pet of your net income. If it 
is possible to delay paying in- 
terest on personal loans or mort- 
gages until 1951, it would simi- 
larly appear wise to do so. 





Table | 


How Much Income Tax 


held for less than six months. 

Thus, if you are selling for a 
profit, maka sure you have held 
the security for more than six 
months, or the tax collector may 
get an unreasonable share of 
your profits. Contrariwise, if 
you are selling securities at a 
loss, you will be well advised to 
sell those that have been held 
for less than six months, for 
you will get a deduction for the 
full amount of your loss (or 
$1,000, whichever is less), as 
against only one-half of an al- 
lowable loss on securities owned 
for more than six months. 

Periodically, Congress talks 
of raising the rates on long term 
capital gains. If inflationary 
forces get out of hand in the 
future with a resultant rise in 
stock market and real estate 
prices, this might be done. At 
present, we cannot act on the 
possibility of this happening but 
must plan as though today’s law 
on capital gains will be tomor- 
row’s. 

For hardware dealers who are 
operating their businesses as 
corporations, there are several 
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How Much Corporation Tax 


Will You Pay? 


A comparison of estimated tax payments 
under present and proposed tax rates 


Will You Pay? 
Estimates based on individual net income, 
ofter deductions and exemptions Old N 
Taxable Married Single on 
Income 1951 1950 1951 1950 — —-. 


000 $1,680 $1,498 $1,960 $1,769 pee ogg Tax Tox 
* 0.000 +7200 on ye 2,387 $5,000 $1,050 $1,150 $ 1,250 
12,000 2,720 2,445 3,400 3,079 15,000 3,350 3,450 3,750 


25,000 5,750 5,750 6,250 
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engaged in a trade or business 
are such things as contributions 
to recognized charities, mort- 
gage interest, taxes on personal 
real estate, medical expenses, 
etc. 

If an individual does not 
choose to itemize these, he is 
entitled to take instead an op- 
tional standard deduction. The 
optional standard deduction, in 
lieu of itemized deductions, 
amounts to 10 pct of taxable in- 
come, or $1,000, whichever is 
less. 

How can the optional standard 
deduction be used to advantage? 

For some people, it might be 


2 


Do you own securities which 
you have been considering sell- 
ing because you have some good 
profits ? 

If you are a married man with 
an income in excess of $36,000, 
it probably will not make much 
difference whether you sell them 
this year or next. If your in- 
come is less than this, you will 
probably save taxes if you sell 
them this year. Most people are 
familiar with the rule that capi- 
tal gains profits on securities 
held over six months are taxed 
only at one-half the ordinary in- 
come tax rates. A full tax must 
be paid on profits on securities 
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significant changes whose net 
result actually may mean a tax 
saving. Since these rates have 
been made retroactive to Janu- 
ary 1, 1950, for calendar year 
corporations, a clearcut compar- 
ison may be made between the 
old and new 1950 rates and the 
1951 rates as follows, as shown 
in Table II. 

The old provision whereby 
corporate income between the 
amounts of $25,000 and $50,000 
was taxed at 53 pct has been soft- 
ened. In 1950, income in this 
bracket will be taxed at 42 pct, 
while in 1951 the rate will rise 
to 45 pet. During 1950, the first 
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$25,000 of income will be taxed 
at a flat 23 pet; in 1951 it will 
be taxed at 25 pct. ee 
as a matter of prudefit corporate 
tax planning, it would seem de- 
sirable to hold income below 
$25,000, if possible. 

Some suggestions for doing 
this, such as making needed re- 
pairs, redecorating, etc., were 
discussed under individual and 
partnership planning. In corpo- 
rate tax planning, there is the 
additional relief afforded through 
the payment of additional offi- 
cers’ salaries to minimize pay- 
ment of high corporate taxes. 

A nice division between in- 
come remaining in the corpora- 
tion and salaries paid to officers 
is possible with the aid of a 
little forethought and study as 
between individual and corpo- 
rate tax rates. A good deal of 
balancing of possible results may 
be necessary, but it is a labor 
that may mean tax savings. 

The question of “reasonable- 
ness” of officers’ salaries must 
always be kept in mind, and 
ways of establishing “reason- 


ableness” of compensation were 
discussed in an earlier issue of 
HARDWARE AGE.* 

If your corporation:is short of 
cash, because of increased in- 
ventory requirements, consider 


the possibility of compensating 
your officers with capital stock 
of your corporation. Instead of 
having cash, the officers will 
have additional corporate stock. 
If your corporation has addi- 
tional shares of stock outstand- 
ing, there might be the further 
salutary advantage of strength- 
ening its general credit rating. 

Another possibility for the 
payment of salaries is through 
the use of negotiable notes of 
the corporation. Pay officers 
with demand or fixed maturity 
notes which can be discounted 
by a bank. Payment with this 
type of note is generally the 
equivalent of payment in cash. 

If your corporation customar- 
ily pays dividends, it might be 
wise to consider the payment of 
an extra dividend at the end of 
this year. Individuals who re- 
ceive the dividends will probably 
pay less individual tax on them 
than if they were paid in 1951. 

Although it is to be hoped 
that very few corporations will 
suffer 1950 losses, it is signifi- 
cant to note that the law has 


*See HA, July 13, 1950, p. 87. 
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been changed with respect to 
1950 and future losses. 

Formerly, a loss in any one 
year had to be carried back and 
offset against income taxed two 
years before. A refund then 
would be claimed. If any loss 
later remained, it could be car- 
ried forward two more years 
into the future. This, in effect, 
gave a five-year period in which 
a loss could be utilized. 

The 1950 law changes this. 
Losses are now carried back one 
year and may be carried forward 
five years, giving a seven-year 
period over which losses may be 
utilized. This new provision 
should be of particular interest 
to newly organized corporations 
that might operate at a loss for 
three or four years. 

Under the old law, deductions 


might be lost to such a corpora- 
tion; under the new law, the 
newly - formed corporation is 
given a more equitable treat- 
ment. This provision means 
that when a new business is or- 
ganized, a corporation might 
have advantages to recommend 
it that formerly were found 
only in a sole proprietorship or 
a partnership. 

There is one additional provi- 
sion in the new law which will 
be of interest as a matter of 
fiscal planning. The government 
is speeding up corporate tax col- 
lections. Formerly, a corpora- 
tion was allowed to pay its taxes 
in four equal installments, each 
equal to 25 pct of the tax. 

In 1951, the first two tax in- 
stallments must amount to 30 

(Continued on page 126) 





Christmas Display Caught the Eye 


The main “props” for this 
eye-catching Christmas display 
created by Railey-Milam Stores, 
Inc., Miami, Fla., comprised a 
background made of paper, 
simulating brick, a Christmas 
wreath, glass Christmas-tree or- 
naments, suspended from win- 
dow ceiling, pillar fixtures, cov- 
ered with paper to match 


background, and multi - stop 
chromium display fixtures. The 
display was shown at the firm’s 
branch store at 3704 Northeast 
2nd Ave., near a residential sec- 
tion of Miami. Merchandise dis- 
played included functional items 
for home use, such as a toaster, 
coffee maker, and Christmas- 
tree lights. 


Simplicity was the keynote of this attention arresting display. 
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In this window of a model kitchen, the Waters Hardware Co. used cut-out models to dramatize its message. 


Window Displays— 


the Drawing Card for Appliance Sales 


Warers HARD- 


WARE CO., Manhattan, Kan., 
makes the most of its opportun- 
ity to capture the attention of 
movie goers with its two large 
display windows. Located next 
to a movie theatre, the store’s 
windows are changed regularly 
—once a week if possible—to get 
the theatre patrons as interested 
in the hardware show as in the 
Hollywood product. 

The display windows are large 
enough to permit a display of a 
full model kitchen, including 
various major appliances. Often 
large cut-out figures, as shown 


Located next door to a movie theater, this 


store makes its bid to attract movie goers 


by creating dramatic window displays. W.in- 


dow changes are on a weekly basis. 


in the illustration, are used to 
give the displays dramatic im- 
pact. 

Appliances are one of the 
store’s major lines and receive 
regular window promotion treat- 
ment. In the store interior, mod- 
els are displayed at various 
points where store traffic is 
heaviest. 

There are three salesmen who 
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work in the store and also as 
outside men, operating on a 
weekly schedule of calls. They 
arrange their time so that one 
salesman is on outside calls in 
the morning, another in the 
afternoon and the third will 
make one or two evening calls 
a week. 

This makes it possible for the 

(Continued on page 128) 





Sfop\ Theme Builds High | Si 


This striking store front has 

real eye-appeal. The back- 

ground is white, with colored 
lettering. 


A window display with a smart 
tie up between sporting goods 
and a local movie. 
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Sports Volume at Lawlor's 


Lawlor's spends close to 3 pct of gross sales for advertising and 
display work, and finds it pays off in sales volume. Here's an exclu- 
sive Hardware Age photo tour of the mer- 
chandising methods used in this Lincoln, 
Neb., store for selling sporting goods. The 
display windows, which emphasize seasonal 
themes, are changed about every seven to 
ten days. 


The golf goods 

department, with 

plenty of room for 
practice swings. 


Here's the tennis racket display that 
utilizes wall space. 
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How rods, reels and repair 

parts are displayed. A gun 

rock is visible in the back- 
ground. 


A mass display of wheel goods 
in the basement, where ample 
room permits try-outs. 


This 20-ft section in the wheel goods 

department displays aycle parts and 

repair items. Mounted on tilted panels, 

this display speeds up sales of repair 

parts by permitting quick identification 
of the parts needed. 
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Mayor Collins, wearing hat, and other visitors watch a demonstration of power tools at the Open House party. 


Open House Is Tonic 


For 115-Year-Old Firm 


Promotion staged by Massachusetts store familiarizes both 
customers and potential customers with its facilities and 
merchandise. Refreshments and demonstrations highlight two- 
day open house during which selling activity was suspended. 


Tue Zina Goodell 
Corp. has been an institution in 
Salem, Mass., for more than a 
century. But since the Goodell 
store is a five-minute walk away 
from the shopping center and 
has no other neighboring retail 
stores to attract customers to 
the vicinity, Ernest Whitney, 
present owner, has often pon- 
dered about what could be done 
to attract more customers into 
the store. 


He hit upon one solution—a 
temporary one at least—when 
he held Open House on two eve- 
nings in June, and invited every- 
one in Salem to join in the cele- 
bration of the firm’s 115th 
anniversary. 


Sales Were Taboo 


Sales were taboo, both eve- 
nings, and people were told to 
circulate freely throughout the 
two-story building. Demonstra- 
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tions were made of power tools, 
electrical appliances and other 
items, by factory demonstrators 
as well as store personnel. After 
inspecting the first floor, the 
visitors were invited to the sec- 
ond floor, where refreshments 
were served, and where sporting 
goods, toys and the specialties 
which the company manufac- 
tures were on display. 

One of the purposes of the 
Open House event was to get 
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The staff of the Zina Goodell Corp. Ernest Whitney, owner of the business, is in dark suit in center. 


more people acquainted with the 
full line of merchandise carried 
by the store, for it was found 
that too many people, despite 
consistent newspaper advertis- 
ing, still associated the business 


with a machine shop, which is 
still an extremely important part 
of the corporation’s establish- 
ment. 

The business was started in 
1836 as a machine shop by Zina 








ZINA GOODELL CORPORATION. CORNER LAFAYETTE AND DODGE STREET 
Showing the Haréward Store, the Housewares Stare and @ corner of the Machine Shop 


Open House 


Thursday Evening, June. 8 Friday Evening, June 9 


From 7 until 9.30 o'clock 


NO SALES WILL BE MADE 


On these two evenings we shall celebrate the beginning of our 115th year mm busi- 
ness by holding open house for our friends and those who we hope to make our 
friends You are imvited to imspect at leisure our various departments You 
will not be asked to buy. for no sales willbe made and no orders taken 


DEMONSTRATIONS: 


As an added attraction. expert factory representatives will show you the operation 
of severa) interesting toels Among them 


Zit Tools 

Porter Cable Power Hand Saws 

M and M Planer 

Walker Turner Drills, Saws, etc. 
McDougall-Butler Paints 

Boston Woven Hose and Rubber Co. Products 
Brown & Sharp—Fine Tools 
Sterling Paint and Varnish Specialties 
Dayton Rubber Power Transmission 
New England Carbide Tools 

Griffith Ladders 

Millers Falls Tools 





The Machine Shop wil! be open for inspection with mechames actually at work 
Light refreshments will be served. 


Children must be accompanied by parents or responsible adults Ample parking 
space on streets adjacent to the N building 








One of the large 
ads used in the local 
newspapers to invite 
the public to the 
Open House. As 
may be seen by the 
illustration at top, 
the store has a 
great amount of 
window display 
space despite the 
fact that it is off 
the main shopping 
street. 


Goodell. People of Salem stil} 
think of this firm whenever they 
want anything special made to 
order in metal. 

The Goodell shop does a bit of 
everything; from sharpening 
some 2000 lawnmowers a year 
to pitching and repairing pro- 
pellers, some of which weigh 
in the neighborhood of a ton or 
more. 

The machine shop had already 
become an institution before the 
hardware store was opened and 
even then it was a very ordinary 
hardware store, and in no way a 
competitor to the excellent hard- 
ware stores located on the main 
street. 

It was only after the present 
owner, Mr. Whitney, took over 
in 19438 that the character of 
the business started to change. 
The store was then cleaned, re- 
painted, remodeled and new lines 
of merchandise were added or 
expanded. Later the adjoining 
corner store was taken over and 
a housewares department in- 
stalled. Still later the entire 
building was purchased and the 
second floor was fixed up for the 
display of toys and sporting 
goods and the office of the com- 
pany. 

The Open House was consid- 
ered a big success. Many new 
faces were seen in the store, and 
on the first day after the spe- 
cial event the store had its big- 
gest sales day since Christmas. 
The event stimulated the sale of 
a number of high price power 
tools, and store traffic has in- 
creased. The entire promotion 
cost the Zina Goodell Corp. less 
than $500. 
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Nothing Due? They Send 
A Statement Anyway 


Customers get a jolt when they receive a 
statement after they have paid up their 
accounts. Here's how this unusual promotion 
plan pays off for Westmoreland Hardware. 


Wren a customer’s 


account is paid up, Delvin 
Ashurst, owner of the West- 
moreland Hardware Co., West- 
moreland, Calif., sends them a 
statement just the same. That 
attracts their attention for no 
one likes to be billed when 
they’re already paid up. 

But when the customer takes 
a look at the statement, he finds 
that the balance is zero and that 
a sticker on the statement, plain- 
tively reads: “You don’t owe us 
a cent. We wish you did.” 

It gets results, Recently a 
woman came into the store, 
statement in hand and after jok- 
ing about it commented, “So I 
don’t owe you a cent.” And then 
she bought a refrigerator for 
$449 and a new range for $400. 

But that’s just one of the rea- 
sons why Mr. Ashurst sold so 
many major items this past year 
—26 gas refrigerators; 15 elec- 
tric refrigerators; 30 coolers; 
more than 15 ranges; 40 auto- 
matic washers and a number of 
home food freezers. 

Mr. Ashurst will himself in- 
stall any appliance in a home for 
a two-week demonstration. He 
spends at least half of his time 
in the field doing just that. Of 
30 automatic washers recently 
installed by this young hardware 
dealer, only three did not “sell.” 

He writes his customers per- 
sonal letters. This is his way of 
advertising by mail. Some let- 
ters just ask customers to visit 
his store. Others mention some 
seasonal item or new items. 
Local high school girls are hired 
to write and address the letters. 





STATEMENT 


“SERVEL"' GAS REFRIGERATORS 


GIiFTs 
GAS & ELECTRICAL APPLIANCES 


SPORTING GOODS 


WESTMORLAND HARDWARE CO. 


WINDOW GLASS - ROOFING - PLUMBING & ELECTRICAL SUPPLIES 
PIPE CUTTING AND THREADING 


LhsaLare 07 Ceewet! Lot 


PHONE 8732-W-2 

















Description Debits Credits Balance 


vA Minafenig wat P03 (773 000 











Type of statement sent to a customer when nothing is due. 
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People who are going to and from the basement are exposed to this roomy 
section featuring major appliances, television, radio and record players. 





Part of the basement, with one of floor's three cash-wrap units in the foreground. 
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Sporting goods, luggage and wheel goods get attention at this front- 
of-the store first floor location. Staircase to bosement is to the left. 


Store Opening 


Wren the 104-year 


old Stambaugh-Thompson Co., 
Youngstown, Ohio, opened the 
fourth unit of its retail division, 
early in September, 10,000 people 
turned out in one day to visit the 
new branch. A full page news- 
paper ad offered flowers for the 
ladies, favors for the men, free 
entertainment and numerous 
gifts, and showed a picture of the 
store and photos of key personnel 
of that branch. 

Located in the Belmont Shop- 
ping Center, north of the city 
and but half a mile from the 
northern city limits, the branch 
store has for traffic-pulling 
neighbors two chain grocery 
stores, a drug store, restaurant, 
a national limited price variety 
store and a large theater. 

As to the strategic location of 
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Advertising and offer of gifts 


the store, a ground floor and base- 
ment unit, 65 by 130 ft., Willis 
Johnson, advertising manager, 
said, “The Northside is experi- 
encing a terrific building boom 
with an attendant concentration 
of population. The store will 
serve not only the immediate 
residents, but those in the subur- 
ban and rural areas between Hub- 
bard and Girard and north to 
Lake Erie.” 


Two Sales Levels 


While the entire Belmont shop- 
ping center is one story in height, 
the hardware store has two sales 
levels, the main floor and base- 
ment. The basement is accessible 
by means of wide stairs at the 
front and in the rear of the main 
floor. 

The store ceiling is painted a 





helped crowd Stambaugh-Thomp- 
son's newest branch unit located 
in Youngstown, Ohio. 


. 


cream color and is lighted by 
flourescent tubes. The lower two- 
thirds of the south wall is a deep 
green, while the remaining upper 
third is a light green. ‘The north 
wall is red against which the 
white finish of major appliances 
stands out in sharp contrast. 

Henry A. White is manager of 
the branch and Frank Rarick is 
assistant manager, the store hav- 
ing a staff of nine men and 
women. Mr. White points out a 
unique feature in the _ store. 
“There is no stockroom in this 
unit,” he said. “Understock is 
held in the display islands. When 
that is put on display, an order 
is sent to the company stockroom. 
This gives the branch much 
greater sales area and reduces 
unnecessary handling.” 

Mr. White’s office is in an open 
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pen structure, built over the base- 
ment stairs at the front of the 
store. He explains that the ex- 
posed office is a good means for 
customers and himself to become 
acquainted. 

Major appliances are given 
front-of-the-store display atten- 
tion on the main floor. Because it 
is not uncommon for two or more 
members of a prospective major 
appliance customer’s family or 
friends to visit and help decide on 
which unit to buy, extra wide 
aisles are provided between ap- 
pliances. Paint, fishing tackle, 
hunting equipment and other 
sports equipment, as well as 
cutlery, household cleaners, 
lamps, shades and a variety of 
other housewares are also shown 
on the first floor. 

Fireplace equipment receives 
main floor attention, on a two- 


level recessed display unit. Along 
each tier are six ports, 30 by 30 
by 24 in., for showing space 
heaters, andirons, artificial logs 
and other fireplace equipment. 
The interior of each port is red, 
the balance of each unit is white. 
The entire display is built of 
wood and stands 7 ft. high and 
18 ft. in length. 

Another main floor display is 
a canopy, 8 by 22 ft., against the 
north wall on which are 30 over- 
head lighting fixtures, all of 
which may be lighted for dis- 
play purposes. A full line of 
lamps and electrical repair parts 
is displayed beneath the canopy. 

In the basement are displayed 
general hardware, power tools, 
hand tools, builders’ hardware, 
and plumbing needs. A neat self- 
service plan is working out well 
in the small general hardware 





Self service is encouraged, in the basement, by having the 
sampled drawers, to the right, within easy reach of customers. 
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section. There are five sections 
of cabinets placed along the wall, 
having 72 drawers, in six rows 
of twelve drawers high. Each 
drawer is 6 by 4 by 1% in., and 
has on its face a sample. The 
name and price of the item is 
marked on the side of the draw- 
ers. 

A customer in need of bolts, 
window fasteners, door knobs, 
etc., glances at the exposed sam- 
ples on the faces of the cabinet, 
opens the drawer, and hands his 
selection to the sales clerk. This 
eliminates unnecessary waiting 
and excuses for loitering. All 
belts, pulleys, grind stones and 
wheels, power tool accessories, 
and hand tools are neatly hung 
on pine panel backwalls. Here 
again the patron finds hardware 
needs plainly exposed to view. 

All departments are identified 
by means of large wooden letters 
on canopies. Wide aisles through- 
out the store permit the customer 
to relax and browse around. Dis- 
play islands and tables are 
rounded generously to allow even 
more aisle space and help pre- 
vent bumping against sharp cor- 
ners. 

Rental of garden tools such as 
lawn rollers and fertilizer spread- 
ers is popular, the roller renting 
at $1 per day and the spreader 
at 50¢ in season. Floor polishers 
rent at $1.50 per day. And floor 
sander and edger combinations 
rent at $6.00 a day. Mr. White 
points out that most men work 
days and have little time to use 
these tools on a “per day” rental. 
For these people, a special over- 
night plan enables them to rent 
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With three  cash- 
wrap units, the base- 
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the combination sander and edger 
at $4.75 per night. 

The basement has a cutting 
room. Here pipe is cut and 
threaded, and window blinds are 
cut to customer’s specifications. 
Fencing is also cut to any length 
and into as many pieces as the 





customer wants. Glass is also 
cut in the basement shop. All 
these services are in the west end 
of the basement, such concentra- 
tion providing economy of mo- 
tion and of space. 

The branch store was planned 
by James B. Thompson, presi- 





dent; William Murphy branch 
store supervisor; Conrad Thomp- 
son, staff assistant, and Steve 
Kondas, display manager. Some 
of the fixtures were constructed 
by the store staff, others were 
provided by W. C. Heller & Co., 
Montpelier, Ohio. 


United Nations Flag Displayed 


The United Nations flag was 
seen for the first time in Sun- 
bury, Pa., when the Geo. W. 
Hackett & Sons hardware store 
made this display in commemora- 
tion of V-J Day. The United Na- 
tions flag, which together with 
the American flag dominated the 
window, was procured only after 
considerable trouble. When the 
firm first tried to obtain a U.N. 
Flag it was informed that they 
were available only for official 
use. A letter was then written to 
Secretary -General Trygve Lie 
and the store was advised that 
the U.N. code had just been lib- 
eralized to permit the flag’s dis- 
play for such purposes. 

The Hackett firm advertised 
that it would be pleased to receive 
photographs of any Sunbury men 
or women who are now in Korean 
activities, or who have been 
called for service in the war be- 
ing fought under U.N. orders. 
These pictures are shown togeth- 
er with the flags of all the 
United Nations. 
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By Hardware Store 


This store won recognition in 
trade journals during World War 
II for similar patriotic window 
trims which honored local boys 
and girls for their war service. 
Present members of the firm who 
served in World War II are 





Major Hurst W. Hackett, who 
was on Guadalcanal and the 
Philippines; Lt. James E. Hack- 
ett, who was at Saipan, and their 
brother-in-law, Major George L. 
Hoffman, who saw duty in New- 
foundland. 





Geo. W. Hackett & Sons display the United 
Nations flag for the first time in its community. 
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A southern supply house president tells how and why 


his company installed an activated inventory 
control system. This system reduced over-all 
inventory by 40 pct and eliminated 

hundreds of duplicated items. 


Our capital outlay 


for stock has been cut 40 pct; 
we have a better supply of a 
greater variety of items—and we 
now give more service, faster! 
All of that is because a little 
over a year ago we substituted 
an activated inventory control 
procedure for a _ static stock 
record. 

Until we found by a careful 
physical check that we had stock 
records on some 12,000 to 14,000 
items—and only about 8000 
items at hand—we didn’t realize 
how badly we needed real inven- 
tory control. Our fumble file, as 
it was not too affectionately 
called, seemed about the best we 
could hope to maintain with a 
relatively small clerical staff. 

We have since discovered that 
we could set up and maintain 
the right kind of controls—and 
save money on clerical overhead. 


Battery of inventory control files, use of which meant 
a 40 pct reduction in capital outlay for stock. 


We've done it by installing a sys- 
tem of activated Kardex records 
that reduce posting labors to a 
minimum and provide our man- 
agement with a combination of 
stock, purchasing and sales sum- 
mary records that are as near to 
automatic as it would seem any 
inexpensive manual system could 
be. 

Visibility and a system of sim- 
ple computing charts and signal 
tabs have given us the answers 
from all standpoints — general 
management control, closer pur- 
chasing, increased variety of 
stock, lower overhead. 


Benefits in Brief 


Here, in brief, is the way we 
summarize it: 

(1) We have been able to re- 
duce over-all inventory by 40 pct. 

(2) We have been able to 
eliminate hundreds of items 


New Inventory System 


By E. C. BOYKIN 
President, 


Boykin Tool & Supply Co.., 
Atlanta, Ga. 


which, unknowingly, had been 
duplicated in our stocks. 

(3) We now have current 
stock status and fast perform- 
ance records (the history of 
trends) accessible in one con- 
venient record. 

(4) We have found that stock 
record, billing and posting cleri- 
cal time and costs have been re- 
duced substantially. 

(5) We know that routines 
are clearly established and easy 
to follow, and that we need only 
concern ourselves with the ex- 
ception among the mass of 10,- 
000 items which require execu- 
tive review and decision as they 
approach the “Minimum” or “To 
Order” status. 

A little over a year ago we dis- 
covered that our stock records 
showed more different items in 
stock than we could possibly be 
carrying, so we decided some 


(Tlustrations, courtesy Remington Rand, Inc.) 
















































lm 


drastic 

By | 
(work 
Remin 
contro 
are il 
article 
by st 
meant 
ords ° 
able t 
elimin 
which 
simply 
thousa 
could 
proper 
proced 

Our 
few s 
For or 
impor’ 
view : 
cal ro 
postin 
largel: 
activa 
signal 
thing, 
tion 1 
proves 





Arrai 


The 
of ov 
recorc 
of cu 
These 
used j 
pocket 
ware, 
is me 
Karde 
stant 
They 
each 
visibl: 
gin ir 
pair ¢ 

The 
bides 
recort 
given 
Norm 
and 
Grap] 
one p 
provi 
pictut 











HARDWARE AGE, NOVEMBER 16, 1950 


HARI 






KIN 


oly Co., 


had been 
cS. 

e current 
; perform- 
history of 
one con- 


that stock 
sting cleri- 
e been re- 


t routines 
| and easy 
need only 
h the ex- 
iss of 10,- 
ire execu- 
on as they 
m” or “To 


Zo we dis- 
k records 
; items in 
ossibly be 
ded some 


cand, Ino.) 


16, 1950 














drastic changes were in order. 

By means of the new system 
(worked out with the aid of 
Remington Rand management 
control technicians), all items 
are indexed alphabetically by 
article, or brand name, and then 
by stock numbers. This has 
meant that even as the new rec- 
ords were assembled we were 
able to immediately regroup or 
eliminate hundreds of items 
which were being duplicated 
simply because thousands upon 
thousands of stock records never 
could be kept up-to-date and 
properly correlated under our old 
procedures. 

Our new system is based on a 
few simple control principles. 
For one thing—and this is highly 
important from the executive re- 
view as well as from the cleri- 
cal routine standpoint—manual 
posting of static information is 
largely replaced by data which is 
activated through the use of 
signals and charts. For another 
thing, visibility of key informa- 
tion reduces the work and im- 
proves the results. 


Arrangement of Cards, Signals 


The cards which form the base 
of our new inventory control 
record contain the static postings 
of current and historical data. 
These are 8 x 5 in. and two are 
used in each pocket. There is a 
pocket for each item of hard- 
ware, paints, tools, etc., which 
is mounted on slides housed in 
Kardex cabinets (to provide con- 
stant point-of-use protection). 
They are mounted vertically, and 
each pocket or pair of cards is 
visibly indexed on a special mar- 
gin insert attached to one of the 
pair of cards. 

The visible margin insert pro- 
bides for the active stock control 
record, with about half of it 
given over to sections marked: 
Normal, Out, Minimum, Checked 
and Surplus. By moving a 
Graph-a-Matic signal tab from 
one position to another there is 
provided a complete current stock 
picture. 
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Improves Control, Lowers Costs 





All essential records—purchasing, receiving, sales summaries and back orders—are 
combined in one compact grouping. Posting work is cut to a minimum by means 
of coding and of the chart and signal devices shown in the lower right hand. 


When he is ready to prepare 
his orders, the purchasing agent 
glances over each slide and notes 
items flagged as Out or Mini- 
mum and flips the pocket open 
to study and make his decisions 
on the basis of the complete his- 
tory before him on the facing 
cards. 

The first of these cards is the 
“in - out - balance” disbursement 
record, and the other is the 
ordered - received - monthly sales 
summary record, containing com- 
plete information as to manufac- 
turer, units, costs, freight, dis- 
counts, stock maximum and 


minimum recommendation and 





other pertinent control detail. 

With these 8 x 5 in. cards is a 
smaller unit, a 3 x 5 in. card for 
the Reserve Stock on Back Order 
record which slips into the con- 
trol pockets for the item in ques- 
tion. Invoices are filed numeri- 
cally and if there are missing 
items the invoice number is noted 
on the back-order card. When 
new stock comes in, the invoice 
clerk removes the _ back-order 
cards, lists them and has the 
items shipped. 

Still another phase of the new 
inventory control system which 
has meant elimination of an ex- 
tra clerical step is in the han- 
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Mr. Boykin, at right, checks inventory records flagged to 


indicate need for possible reordering with one of his employees. 


dling of price extensions and 
checking. Under the new system 
the price extensions and check- 
ing are now handled right from 
the inventory cards. 


The cost of the whole system 
and equipment, and for supplies 
sufficient to keep it in operation 
for a number of years came to 
less than the equivalent of one 











clerical salary for one year. And 
in the period of a little over a 
year it has been in operation it 
has more than paid for itself in 
reduction of clerical over-head 
alone! 

However, it is beyond that that 
the real benefits have been ac- 
cruing to us at Boykin Tool & 
Supply Co. The really big bene- 
fit has been in the control which 
has been provided, and which has 
made it possible for us to cut 
overstocks to save capital outlay 
and obsolescence losses; to bring 
up understocks so that we do not 
lose sales; to provide better stock 
balance so that cost of acquisi- 
tion and cost of possession are 
lower, and capital is freed for 
constructive uses. 

We now enjoy complete con- 
fidence that the records are right 
and up-to-date—and that means 
even more than do the clerical 
and similar savings to those of 
us who are responsible for sales, 
merchandising and the general 
administration of Boykin Tool & 
Supply Co. 


Center Pillars Become Useful Display Units 


Two units of this type are used 
at Urich’s, 844 N. 3rd St., Mil- 
waukee, Wis., to utilize otherwise 
wasted space. Each unit, occupy- 
ing 514 sq. ft. of floor space, com- 
prises a four sided waist high 
show case with glass fronts set 
at an angle. Top areas of the 
glass case are also utilized for 
showing small items. On two of 
the four column sides are shelves 
with easel type displays while the 
other sides support glass panel 
displays. Each unit is topped off 
with a canopy illuminated by con- 
cealed fluorescent tube lights. 
Constructed locally both units 
mateh other display equipment 
in the store. Both impulse and 
demand merchandise are shown 
in these units. 


Harmonious Units 


Customers visiting the Urich 
store are often unaware that the 
two units of this type are in ef- 
fect a combination of utility and 
camouflage. Since their style and 
finish tie in with the rest of this 
colorful and interesting store 
the trade considers these units 
as being primarily display fix- 
tures. 
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This display made use of idle space and helped make sales. 
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Varied lines are fea- ee | f) 
tured in this color- tig PLN 
ful electric sign on PEUMGING SUPPLICS 
the parking strip be- , y , wanes 
fore the store. ‘ x ' Citic TRICAL SU PPLIES 
io ae ~ 


3-Way Advertising Program 


Advertising by radio and newspapers plus an 
eye-catching exterior sign pulls customers 


R from as far away as 150 miles 
ADIO listeners, news- 


paper readers and motorists are 
all exposed to advertising of 


ss businesses operate as separate nouncements are of a general 
nt Agee scr — — entities but handle sales for each nature, trying to sell the idea of 
“4 is ~ d ; other. trading at .the Mullinix Hard- 


Radio advertising has been re- 
sponsible for pulling trade from 
homes as far away as 150 miles, 
spot announcements having been 
used twice daily since early in 
July, at a cost of $15 per week. 

Some newspaper advertising 
and the firm’s attractive visual 
front, plus a high electric sign 
in varied colors and located in 
the center of the wide parking 
strip in front of the store, are 
the other two advertising media 
used by D. N. Cooper, owner of 
the store. 

Until fairly recently what is 
now Mullinix Hardware was part 
of the Mullinix Supply Co., a 
lumber yard in back of the hard- 
ware store. The hardware store, 
40 by 80 ft., with display room 
40 by 50 ft. is in front of the 
lumber company. Now the two 


Some of the spot radio an- (Continued on page 127) 





Owner D. N. Cooper writes an order. 
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Dinnerware in 10 open stock patterns helps turn a basic $1,500 stock into a $20,000 annual volume. 


$20,000 Sales in Dinnerware 


How a $300 initial investment was built up to a $20,000 
a year volume in this Hot Springs, Ark., store, is described 


Ueuse current fash- 
ions in food and food serving as 
a basis for selling more dinner- 
ware adds $20,000 to the yearly 
volume for the Norton Hardware 
Co., 837 Central Ave., Hot 
Springs, Ark. 

When a cautious $300 invest- 
ment in initial stock for the 
dinnerwear department showed a 
fast and profitable turnover, the 
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in this article. 


owner, R. H. Norton, turned the 
department over to Miss Eliza- 
beth Dwiggers and instructed her 
to use her own judgment in pro- 
moting dinnerware to women cus- 
tomers. She understands her cus- 
tomers so well that she is able 
to turn in a yearly volume of 
$20,000. 

Promoted continuously is col- 
ored dinnerware that is being 


used extensively in women’s 
magazines for table settings. In 
one magazine, at the time the 
pictures for this article were 
made, six food articles were il- 
lustrated in color, using the ware 
that Saleswoman Dwiggers in- 
fluences her customers to buy. 
Because the current women’s 
magazines are giving this dinner- 
ware prominence in their news 
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columns, Miss Dwiggers cashes 
in on the publicity by displaying 
it in the most prominent part of 
her department. 

The complete set costs from 
$70 to $80, but most women buy 
a streamlined set at $30, or start 
with one or two pieces and build 
up their sets with regular pur- 
chases. 

Miss Dwiggers prefers to sell 
the ware in small units, because 
the customers will then return to 
the store often and buy other 
items. 

“Dinnerware is one of our best 
traffic builders,” Miss Dwiggers 
says, “When a women starts a 
set that she desires greatly, she 
comes in for more pieces as she 
has the money for them. And we 
make very sure that plenty of 
desirable merchandise for the 
modern home is shown near the 
dinnerware.” 

Extra pieces to add to the set, 
such as tea pots, bean pots, 
pitchers of fantastic shape, and 
casseroles are often bought for 
gifts. 

“All women who read women’s 
magazines know the value of the 
ware,” says Miss Dwiggers. “The 
odd shapes of the extra pieces 
make them outstanding. No one 
is ashamed either to give or re- 








” 


ceive a single piece as a gift. 

Other open stock dinnerware, 
in 10 patterns, has a big turn- 
over here. This is displayed on 
shelves behind the colored ware, 
with single pieces given special 
display. 


Checks Magazines 


Every month Miss Dwiggers 
checks the women’s magazines 
carefully for food articles and 
advertisements illustrating the 
dinnerware she shows in her de- 
partment. She usually keeps one 
or more of them on hand to use 
in her sales talks. Often opening 
a magazine at a page showing 
something from her stock used 
in a dramatic table setting closes 
a sale. 

One of the two display windows 
is always used for colored dinner- 
ware. Miss Dwiggers arranges 
the windows herself, using sim- 
ple props to display crockery and 
china. Sometimes it is shown on 
a stepped-back window display 
fixture. Now and then she ar- 
ranges a table setting. 

Because the store in this resort 
town has won a reputation for 
having complete stocks of colored 
dinnerware in a wide variety of 
patterns, a large out-of-town 





a 
eS ee 





volume is had. Women drive to 
Hot Springs to buy dinnerware 
in sets and single pieces. Some 
start their sets at Norton’s and 
order other pieces by mail. 

“To operate a dinnerware de- 
partment successfully,” Miss 
Dwiggers says, “the department 
manager must understand what 
is wanted currently. Following 
current demand is what builds 
volume. I try to keep a step ahead 
of dinnerware styles by observ- 
ing the women’s magazines. 
When something new and attrac- 
tive is shown, I can always sense 
when it will appeal to my cus- 
tomers. They read those maga- 
zines, and want to keep up with 
fresh, new wares for their table. 
We show them what they want. 
Following the trends of the 
women’s magazines is the most 
inexpensive advertising I know 
for a dinnerware department.” 

The floor island display next 
to the dinnerware always shows 
a variety of other attractive 
items for the home. The current 
display is typical, made up of 
bird cages, table silver, alumi- 
numware, and electrical house- 
wares. 

The dinnerware and this mixed 

(Continued on page 127) 





Miss Elizabeth Dwiggers shows a customer colored dinner- 


ware pictured in foo 
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articles in current women's magazines. 

















Second floor display of unfinished furniture grouped according to types, for various rooms. 


Unfinished Furniture Can 
Start a Sales Cycle 


W: have enjoyed a 


splendid sales volume in un- 
finished furniture,” says Bill 
Pratt, second floor manager, 
George W. Peck Co., 102 State 
St., Elmira, N. Y., “because more 
people are turning to it as a low 
cost means of improving their 
homes. Some buy it because 


they cannot afford to purchase 
considerably higher priced fin- 
ished furniture. Others are buy- 
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Sales of unfinished furniture can be used to 


start a very profitable selling cycle, this 


Elmira store reports. Here's how they dis- 


play it and build up related sales. 


ing it to meet extra utility needs 
in their homes.” 

Floor displays and window 
showings of these items make a 
particular appeal when arranged 
as nearly like a home setting as 
practical. When groupings, ac- 
cording to rooms, are featured 


customers find it easy to match 
pieces, such as kitchen chairs, 
table and closet. 

Unfinished furniture is being 
bought by many consumers liv- 
ing in rented quarters, by ffose 
who have temporarily moved into 
an area because of war plant jobs 
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Use these free Remington displays and 
gift wraps to get new plus business this 
Christmas. 


Their holiday-bright colors give extra eye- 
appeal... extra buy-appeal, too! Wraps are 
designed to fit the regular boxes so that you 
can sell stock now on hand. , 


So check the ones you’d like and the quan- 
tity. Then clip out the coupon and mail it. 


CLIP AND MAIL THIS COUPON 
t 
n wrap for 22 5 


RI quantity 

R2 quantity 
Attractive green and red Christmas packaging. Fits over 
Remington 500 carton of 22 ammunition with price box 
toppers for better display. Two sizes—RI for Remington 
Long Rifle—R2 for Remington Shorts. 


. ‘ -tra, 
Free gift cartons 107 ” d se hand "a lay card 


— ¥—_____ RO quantity 
Gift cartons in Christmas colors hold five boxes Here's a handy item for any shotgun 
of 22's (250 cartridges). Puts gift inpopular $1.95 shooter. The snappy diplay card explains ts wee. Target-thrower 
to $3.50 price range. Also price rs toppers. (the well-known Remington Hand Trap) and probably some shells 
Two sizes—R3 for Remington Long Rifle—R4 for ong targets to go with it can be EXTRA business this Christmas. It's R9. 
Remington Shorts. 


Free rifle 


RS quoentity__.__sets 
Santa points out that ever popular Christ- 
mas gift, a Remington 22 Rifle, on new 
price display cards. Hangs on barrel—4 
in set. 


Free carto 














9 eee MAIL TO: 
atch s wld, 
es e ‘i Sn Free shotgun shell P Christmas Promotion 
chail 8, R7 quantity Remington Arms Company, Inc, 
. R6 5 Rs - Bridgeport 2, Conn. 
, . q y q WP iinctiiadanpaniaies 
is being ¢ r Eye-stopping Christmas packaging for shotgun shells. 
ers liv- The sleeve fits the regular 25 shell box. Price box sae 
»y tose 4 toppers come along with them. Three sizes—R6 for 
ved into 12 gauge, R7 for 16 gauge, R8 for 20 gauge. Address 
ant jobs 
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Typical of window showings of unfinished furniture, against low background. 


and by those who do not wish to 
invest too much money in furni- 
ture. The relatively low price 
of unfinished furniture provides 
opportunity for the acquisition 
of a variety of items at no great 
cost. 

“One of our best means of pro- 
moting the sale of unfinished 
furniture is through window dis- 
plays,” says Mr. Pratt. “We keep 
our windows lighted during the 
evening hours to attract window 
shoppers.” 





The sale of unfinished furni- 
ture has a chain-like reaction. 
Once a customer has purchased 
one piece of this equipment he is 
often inclined to return for sec- 
ond and/or third units. It may 
be that a housewife will realize, 
after finishing one furniture 
item, that others are desirable 
for her home. Mr. Pratt finds 
this particularly true when the 
customer starts buying wall sec- 
tions, shelving and book cases. 
He says, “Once a person buys one 





Another view of second floor display of sectional units. Note 
display of vases, dinnerware, etc., on units in the background. 
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section of shelving he wants an- 
other to complete the job. And 
each time he visits the store for 
such units he is a potential cus- 
tomer for other merchandise.” 

While the customer is buying 
unfinished furniture, sales clerks 
make an effort to discuss the 
right types and shades of finishes 
needed. This immediately leads 
to discussion of paint, varnish, 
brushes and related supplies, and 
often results in additional sales 
volume. 

Unfinished furniture has been 
a hardware store line for many 
years and, while it has its sea- 
sonal peaks, like any other mer- 
chandise, it is to all practical 
purposes a year ’round line. 
Whether the customer dabbles 
in finishing such equipment as a 
form of relaxation or as a means 
of saving considerable money, 
the market for it and the related 
sales to which it leads is tre- 
mendous. And it is a market 
which is not limited to any par- 
ticular social or financial strata, 
since those liking such activities 
will go for it, regardless of other 
demands on their time. 

“We often have customers who 
also like to pad chairs, upholster 
furniture and add designs and 
metal trimmings,” says Mr. 
Pratt. “Unfinished furniture 
has a year ’round market, which 
we promote, not only with win- 
dow displays and store displays, 
but also through newspaper ads 
several times a year.” 
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The Round trademark will boost your sales! 









Complete line... 
Recognized top quality... 
Strong sales support 
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The ROUND trademark means more chain ° - dog chain 

splay. Plastic 

volume for YOU ... more customers, steady handles in 4 bright 
repeat business, greater customer satisfaction colors add to at- —_ 
and higher profits. tractiveness. holds 4 reels (or 
















equivalent in 4 
or 3 reels) of pop- 
ular small sizes of 
welded and weld- 
less chains. 


You profit because your customers can meet 
all their chain needs from one single source — 
you! ROUND makes chain of every type . . 
Proof Coil, Brass Safety, Double Jack . . 






















































































hundred other kinds from small links used in 
precision instruments to massive anchor chain. 
ROUND has stood for top quality in chain 
since 1869. Your customers know and trust the 
a ROUND name. 
jrrston rs Six large plants with warehouses in principal 
ntial cus- cities guarantee that your requirements will be 
andise.” filled promptly and efficiently. 
is buying Continuous ROUND trade and national ad- 
les clerks vertising, modern packaging, a full assortment 
scuss the of selling aids—plus planned sales promotion 
of finishes —help you get more orders, faster. . 
pe bey : Cash in on these ROUND sales advantages: Liberty Coil—Straight Link 
plies pe (1) Complete Line (2) ROUND Quality (3) 
ad ealte Sales Support. They’re real profit boosters! 4.220 a = 2 8 2S 8 8 ee 2 
Liberty Machine—Twist Link 
has been 
for many 
3 its sea- 
cher mer- 
practical 
ind line. 
dabbles 
nent as a Buckeye or Brown Pattern 
; a means 
. money, 
e related 
s is tre- 
| market | AZALIZ IE pl Lies | 
any par- 
ene Lhe Cleveland Chain & Uf Co. 
a aa Cleveland 5, Ohio 
— ROUND Associate Chain Companies 
— The Bridgeport Chain & Mfg. Co., Bridgeport, 
2g Me Conn. ¢ The Cleveland Chain & Mfg. Co., 
ee Cleveland, Ohio * Round California Chain 
t, which Co., So. San Francisco and Los Angeles, Cal. ¢ 
oo bat Kegettes are ideal for store display ... boost sales... are he Round Chain & Mity, Co., Cilenge, &. © 
rata poe easy to stock. Each contains one of following quantities of Seattle Chain & Mfg. Co., Seattle, Wash. * The 
aper ads Proof Coil or BBB Coil Chain (self colored or hot galva- Southern Chain & Mfg. Co., Birmingham, Ala. 
nized): 250 ft., %"; 150 ft., Ys"; 100 ft., 6"; 75 ft. %#”. ¢ Woodhouse Chain Works, Trenton, N. J. 
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Mezzanine display featuring 500 types and numbers of gas heater radiants, below which are 
andirons. Tags above each radiant indicate the model number, for easy selection from stock. 


Heating Radiants a Big Line 


Because Jack Thomas, 
owner of the Tulsa, Okla., hard- 
ware store bearing his name, 
finds heating radiants “our best 
traffic puller,” the store offers 
over 500 different patterns and 
designs of these parts. 

Displayed on a mezzanine floor 
along one wall, the radiants are 
hung on small hooks, directly be- 
low which are built-in cases for 
stock. The tops of the cases are 
utilized for showing andirons, 
heaters, hose connections, other 
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As a traffic puller Thomas Hardware finds 
its selection of more than 500- patterns 
and designs worthwhile, including replace- 
ments for items no longer handled by store. 


accessories and heating equip- 
ment. 

Actually Thomas Hardware ex- 
panded its stock of heating ra- 
diants because, says Mr. Thomas, 
“Every fall, through the winter 
season and into the spring, we 
were besieged by calls for ra- 
diants. The few we previously 
handled were replacements for 


the units we sold. Radiants are 
handled because there is a good 
demand for them at least seven 
months out of the year. People 
who buy them will frequently 
buy other accessories and some- 
times additional heaters. When 
a dealer stcps handling radiants 
for models or lines he no longer 
(Continued on page 122) 
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Main Street Asked for a Super 


lt isn't news when a man wants to enter the hardware business 
but it is news when a town's business men search out a suc- 

cessful, progressive merchant and lure him to their community. 
And 9,000 Waukesha, Wis., citizens were on hand to welcome 
their new super hardware store and hardware dealer 


Usuariy when a 
hardware dealer wants to open 
a new store, he visits many 
communities looking for a suit- 
able location. However, this is 


a story of a city which looked 
for and found a hardware dealer 
who would operate a modern 
store in its midst. 

He is Art Olson who opened 
an Ace store in Waukesha, Wis.. 


county seat of Waukesha County, 
one of the state’s best milk pro- 
ducing centers. 

Mr. Olson had been in busi- 
ness in Evanston, IIl., in a part- 
nership, when he got a call from 


In oval—The hardware store that Main 

Street, Waukesha, Wis., wanted is 32 by 

150 ft of modern selling space and has 

two entrances, the rear one leading off 
a 250-car park. 


Below—View behind the full-vision 
glass front. Behind the sales room 
is a self-contained stock room. Ap- 
pliances, radios and television are 
just in back of the display windows. 
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ardware-and Got It 





The store boasts two large combination wrapping-display tables. This one is at the front of the 


store. The other one is at the rear for the convenience of customers using the car park. Shown in 
circle is Art Olson, owner of the new Ace store. A hardware man for 22 years, he was formerly in 


an Official of the Ace Hardware 
Corp., Chicago, about a letter 
received from a group of Wau- 
kesha merchants seeking some- 
one to open a hardware store in 
their community. 

Visiting the city to survey its 
business prospects, Mr. Olson 
found that while it already had 
two small hardware stores, each 
doing a good merchandising 
job, there was no large, modern 
store. Main Street, he also noted, 
had recently been widened and 
improved; better street lighting 
had been installed and this had 
induced other merchants _ to 
modernize their premises. It 
was those merchants who wanted 
a streamlined retail hardware 
operation to join the community. 
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business in Evanston, Ill. 


He called on the Association 
of Commerce, industrial and 
other leaders. He talked with 
workers in the local factories 
and interviewed farmers and 
householders; visited the vari- 
ous club rooms and chatted with 
their members. The consensus 
of opinion was that just about 
everyone was eager for a super 
hardware. 


Good Location 


His mind made up, Mr. Olson’s 
next step was to get in touch 
with the landlord who had a 
long term lease on an empty lot 
in a very good location on Main 
St. The landlord built a fine 
masonry building with a modern 
store front and the Ace Mer- 





chandising Service planned the 
store layout and supplied the 
fixtures. 

Then, on March 17-18, the 
store was opened with a two-day 
celebration that drew more than 
9,000 people who came to see 
what is regarded as one of the 
most modern and largest of the 
Ace stores. Visitors were served 
doughnuts and coffee from carts 
which trimly clad waitresses 
wheeled up and down the aisles. 

An unusually interesting fea- 
ture of the opening was the use 
of a tape recorder to broadcast 
special music and commercials 
in the store. The local radio 
station, WAUX, recorded the 
special music on the tape and the 
station announcer handled the 
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$200. 

About 20 visiting Ace dealers 
from Wisconsin and _ Illinois 
helped the Olson staff handle 
and wait on the huge crowds. 
They expressed interest in the 
tape recorder as a valuable tech- 
nique in putting across store 
promotions during special sales The two-day open- 
events and expressed their de- + meer teenie 
sire to try it out in their own Wuhan cian ts 
stores. the store. Special 

The store building is 32 by demonstrations were 
200 ft. with the selling area as a | the yevose 
wide but only 150 ft. deep, thus  Offee and dough: 
allowing for a rear stockroom nuts by waitresses 
26 by 50 ft. An 8 ft. wide and trundling coffee 
50 ft. long passageway leads through the aisles. 
from the sales floor to a 250-car 
municipal parking lot behind 
the store and is also used to dis- 
play various farm equipment 
items such as stanchions, water- 
ing cups, woven wire and poultry 
brooders. 

Because the rear entrance is 


At the front of the store are store on display. 


There is ample space between fixtures as this floor plan clearly shows. 


The store's rear, facing on a parking lot, has its own display windows. 





spot announcements. The cost the appliance displays, and radio 
of making the several spools was and television sets. The full- 
about $10.00, and the cost of the vision front makes this particu- 
tape recording machine about larly advantageous, for 


this 


a very important spot—it leads | merchandise can readily be 
into the store from the parking spotted by passing traffic. 
lot—the store has two display unobstructed windows also make 
windows there. it possible to keep most of the 


These 


Two continuous fluorescent 
strips light the entire store with 
the help of indirect lighting 
highlighting the merchandise in 
the wall fixtures. The display 
islands are of varying height, 
making it possible to use them 
more effectively. At any time, 
additional shelves may be added 
to make the islands higher. 

There are two large wrapping 
tables—one up front and one at 
the rear. The former is used 
for impulse display on the floor- 
to-table shelves and on the table 
itself. The wrapping table at 
the store’s rear is for the con- 
venience of customers entering 
from the parking lot. Having 
two wrapping units in a store 
its size encourages self-service 
and enables the staff to take 
care of more customers during 
rush periods. 

Mr. Olson is doing quite a bit 
of advertising throughout Wau- 
kesha County. He uses the local 





radio station frequently as well 
as a daily and a weekly news- 
paper. In addition he is also 
using Ace circulars and catalogs 
for direct mailings. 
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Westchester County Home, New York 
Architects, Morris & O'Connor; builder, William L. Crow 





hese windows will travel 
1.000 miles this year 


ENDURANCE Is one characteristic of a fine opera- 



















tor. Year in, year out, during dry spells and 
Operator 4703W 
is a precision-built instrument. 
Its internal gearing was orig- 
inated by, and is an exclusive 
feature of, the Getty Company. 
Because every component of 
this operator is of the highest 
quality, its maintenance cost 
is negligible. 


damp days, in sunshine and snow, an operator 
must respond instantly to the touch of a finger. 


It is a life of stop and go, of twists and turns, 
of open, close, open, close. . 


That’s why architects, builders, contractors, 
casement manufacturers, building material 


dealers, hardware jobbers and dealers specify, 

























e@ Full length of case- 
hardened steel worm 
engaged at all times with 
internal gear 

© Teeth precision machined 
at exact operating angle 


© Housing of Zamak alloy, 
solid bronze or brass 


© Internal gear construction use and carry the Getty line. That’s why Getty 


© Operates through screens 


PUT ees SAE operators are found on more casement windows 


carrying butt or extension 
hinges 






than all other operators combined. 








. Easily installed, lubricated 


e Heavy brass channel for life 


guide; cadmium-plated 
steel operating arm 


Write for our descriptive brochure G. It contains complete 
information on our three operators (internal gear, external 
gear, horizontal drive) and our specialty hardware for 
every type of wood and metal casement. 









® Corrosion-proof 





1 & Co., Inc. 


3348 NORTH PHILADELPHIA 40, PA. 


HARDWARE AGE, NOVEMBER 16, 1950 121 


10th STREET 








Pepper Mills 
and Salt Shakers 


Fine cookery now calls 
for freshly ground 
pepper, so everyone’s 
buying Pepper Mills. 
Housewives remember 
previous shortages 
when whole peppers 
were nearly always 
available . . . this sells 
even more Pepper Mills. 


made and American 
designed Pepper Mill. 
The bowl is a solid 
piece of handturned 
maple and the polish- 
ed metal parts will not 
tarnish. New style 
spiral gears of case 





hardened steel give 
an even grind. Top 
adjustment dial 
switches the grind 
from coarse to fine by 
the flip of the finger. 
No need to turn over. 
Same dial used for 
filling. Stands 4” high. 





Hand decorated to 
match America’s 
fastest selling 
dinnerware patterns. 
Boxed individually or 
in sets with matching 
salt shaker. Also 
available in ceramic 


bowls. 





Send for catalog showing Pepper Mills 
and over 175 other items of fine woodenware. 





WHITE STUDIOS - 
2421 McKINNEY AVENUE 


Peo 





Heating Radiants a Big Line 


(Continued from page 116) 





To meet this demand, 
Rio Grande has cre- 
ated an American 














A variety of gas heaters is given this attention, just inside the store entrance. 


carries he divorces himself from 
this replacement business. Surely 
the dealer’s responsibility toward 
his customer can’t be dismissed 
so lightly. When a customer 
buys a heater it is with the tacit 
understanding that radiants, at 
least, will be available for a rea- 
sonable length of time.” 

By locating the display in a 
section of the store which re- 
quires a customer to walk past 
numerous other departments the 
Thomas firm exposes store traf- 
fic to numerous other sugges- 
tions. 

Each radiant is plainly num- 
bered, making’ it easy for cus- 
tomers to locate one from stock. 


Since most of them are pur- 
chased by women customers the 
traffic building possibilities of 
the display are tremendous. 

In addition to featuring its 
wide assortment of radiants the 
store shows them, together with 
heaters and stoves in a window 
much of the active selling sea- 
son. 

Last spring, says Mr. Thomas, 
“we were happily surprised to 
find that many people bought 
radiants before putting their 
heaters away for the summer. 
This was to make the units 
usable in the fall as soon as 
needed, without the necessity for 
first chasing after parts.” 





Handicraft Window Display Draws Traffic 


aad = 


This window of American National Hardware Co., 2nd and Market Streets, San 


Sin eee gyre 








Francisco, built around a handicraft item, proved to be a very effective traffic 

stopper. Based on Masonite Presdwood, the window display offered free plans. 

Some 200 requests for these plans were received while the window was up. The store 

management reported that the display boosted sales of Presdwood and was alse 
beneficial in selling related hardware lines. 
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}Hardwareman’s Libra 





ee ow! K-VENIENCe. 
for KITCHENS 709 / 








“The Ropemakers of Plym- 
outh,” by Samuel Eliot Morison. 
A well-written history of the 


of the clipper ship. This book 


teresting study in the techno- 
logical and labor aspects of a 
125-year-old industry, as well as 
a book on ropemaking. There 
are a number of illustrations, 
plus a helpful appendix of useful 
knots and how to tie them. 
(Houghton, Mifflin Co., 2 Park 
























Plymouth Cordage Co., of North Now ... every kitchen can be modern, = 
Plymouth, Mass., which has convenient, uncluttered . .. with smart, new 

been in business since the days space-saving K-Veniences! K-Veniences PS 
traces the development of the work the same storage magic in kitchens 5S 
company from the first difficul- that they work in closets . . . provide a place KS 
ties of breaking into the market for everything from dust mops to dish % 
in 1824, through the last war towels ... keep utensils out of the way, yet {Xx 
and post-war years. It is an in- in easy reach. Finished in gleaming we 


chromium... easily and quickly installed 
with a screwdriver. 





4<— Towels slide out for easy selec- 


tua St., Boston, Mass. $3.) #790 
Disappearing 
re pur- a Pan Rack 
ners the Holds 14 utensils, glides in and ra 
ities of out at a touch! Easily attached . 
ny “Target Shooting Today,” by under cupboard shelf. ° 
‘ing its Paul B. Weston. This book is WYTTTTTITITITT TTT TT TTT 
unts the written by an outstanding re- : 
er with volver marksman and trainer . 
window § and is intended to teach the ~ ° 
ng sea- average marksman how to be- ° 
come confident and adept with a ° 
‘homas, pistol. The author gives step- ° 
ised to by-step instruction in perfecting 
bought shooting techniques and discuss- ° 
r their es new and old shooting theories ° 
ummer. in simple language. The book - soeeet 
. units is amply illustrated. (Green- ° 
oon as berg, Publisher, 201 East 57th ° 
sity for Street, New York 22, N. Y. $2.) ° 
#793 . 
> > ane ai ° 
owe ac 2° SS é 
Three bars for your ——__- 
“Effective Retail Advertising,” pe ne ge a Bass ° 
by Irving Settel. Written to <n euben, : 


serve the needs of small mer- 
chants, this 216 page text covers 


2 sq. ft. of space .. . sells 


tion. j 
The author goes into the ray dng eae 


various forms of advertising, 
and offers specific suggestions 
for other promotional activities 
in this very complete book. It is 
an excellent guide for those who 










yoo wish to keep their advertising 
» plons. as effective and inexpensive as 
he store possible. Fairchild Publications. 
as also Inc, 7 E. 12 St., New York 3. 








N. Y. ($4.75) 
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every phase of retail advertis- ® Attractive new counter display 
ing procedures, from prelimi- has Kitchen K-Veniences on 
tary planning to actual produc- both sides . . . takes less than - 
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#798 
Disappearing 
Towel Rack 


tion! 4-bar model can be 
mounted under shelf. 


#753 Extension Rod—ideal for 
freshly ironed clothes. + 

#550 Swinging Towel Hanger—4 
swinging arm clamps hold towels 
securely. 

Feature K-VENIENCES ... the com- 
plete line... the quality line... 
for over 15 years, THE name in 
household fixtures! 















“T"'' KITCHEN K-VENIENCE DISPLAY 


Write for prices and 
descriptive literature! 








GRAND RAPIDS 4, MICHIGAN 





E 2 : P ia Ew : 
roo 


Agee 
HEIMEROOKS 
Avan. #2 04.0 


Pau... 


HOMEMAKERS (808 





Signs like this are placed in windows and the store interior by local clubs which stage 
sales at the store. Similar signs bearing the firm name also call attention to the sales. 


Community Services Build Traffic 


Heimbrook's, advertised as ''The Friendly Hardware 
Store," profits by letting local groups use window 


and interior space 


Is Chillicothe, Missouri, 
Heimbrook Hardware has on its 
letterheads and statements the 
slogan, “The Friendly Hardware 
Store.” And its owner T. W. 
Heimbrook means just that. 

Much of the year the store ad- 
vertises local church and other 
group bake sales, and other fund 
raising activities, with interior 
signs and window display space. 
About 15 homemaker and rural 
clubs periodically avail them- 
selves of facilities offered by 
Heimbrook’s. When these groups 
wish to raise funds through bake 
and other sales they are given 
window display space as well as 


124 


to advertise their activities 








E. J. Seidel, assistant ger, stands beside a stove display. The firm 
stages an intensive oil space heater outside selling campaign in July. 
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that add up to 
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SALES-MAKING STYLE 
combined with practical utility. 
Happy combination that means 
more and more sales for you. 
Hall-Wessel hardware conven- 
lences are super strong. Have 
tremendous impact and tensile 
Strength. Beautifully, smoothly 
finished in brass, chrome, bright 
zinc, cadmium or ebony. Priced 
to win customers—to give you a 
worth-while profit. New, better | 
packing aids handy storage and | 
handling; easier, faster identifi- 
cation, Write for jobber’s name 
—and new frée catalog. 


HALL-WESSEL CO. 


26 W. NICHOLAS STREET, 
1A 21, PA. 





= a = In Canada: 
GEORGE S$. HALL CO. 


9 Wellington St., East, Toronto 1 
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space just inside the store door. | 

E. J. Seidel, assistant man-| 
ager, reports that as many as 
100 men and women will pat-| 
ronize an individual sale and that 
many of them will browse around 
the store and make purchases 
from it as well as from the sale 
sponsor. The management can 
trace sizable appliance sales to 
contacts made through these 
sales. So much in demand is 
space at the hardware store for 
local group fund raising activi- 
ties that it is not unusual for 
more than one group, at a time, 
to put in a bid for such cour- 
tesies, although but one sale can 
be given space at a time. 

When a club or church group 
holds a baked goods or canned 
goods sale at Heimbrook’s, con- 
siderable advertising is used by 
sponsoring organization. In their 
newspaper, poster and circular 
advertising of events at the store 
the hardware firm receives con- 
siderable free publicity. 


Good Traffic Enjoyed 


The club tie-in program has 
been carried on for many years 
and, with the many visitors at 
the store incident to local group 
sales, the store staff has become 
well acquainted with numerous 
town and surrounding area resi- 
dents. Having the advantage of 
location on a street with ade- 
quate parking space, the store 
enjoys particularly good traffic 
on sales days. 

Sponsoring groups often sell 
from $40 to $100 worth of do- 
nated merchandise at these sales, 
with the cost to such an organi- 
zation being but $3 or $4 for ad- 
vertising. From the store’s 
angle, church and club members 
standing about and visiting dur- 
ing sales often see store mer- 
chandise they might not other- 
wise notice. With the Heim- 
brook kitchen and appliance dis- 
play located near the front of 
the store. numerous attendees 
at the cake sales note kitchen 
equipment they will buy at some 
time. 

Prospect lists for appliances 
and similar items are adequate 
at the present time for spare 
time outside selling by Mr. Heim- 
brook and Mr. Seidel. The in- 
creased store traffic at the store, 
due to regular patronage and the 
club projects provides many pros- 
vect follow ups, during day and 
evening hours. 
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G.W. GRIFFIN CO.” 





Franklin, New Hampshire 
















General Sales Agent 
John H. Graham & Co., Inc. 
105 Duane Street, New York 8, N. Y. 
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You are sure of the very best in engine value and per- 
formance when you insist on Briggs & Stratton — the 
best-known name in single-cylinder, 4-cycle, air-cooled 
engines. This wide acceptance of Briggs & Stratton 
engines for dependable performance has been created 
by an engineering and manufacturing experience rec- 
ord of more than 32 years, acquired in the building 
of more than 44 million engines. 


BRIGGS & STRATTON CORPORATION 
Milwaukee 1, Wisconsin, U.S.A. 





FACTORY | 
SUPERVISED Tuer 


SERVICE / FOR INDUSTRIAL 


BRIGGS & STRATTON 


RAILROAD AND FARM 
GASOLINE 
ENGINES 








EQUIPMENT 
In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 











Each July and August the 
store management conducts an 
outside selling campaign on oil 
space heaters. It has proved 
very productive, enabling the 
store to interest many people in 
preparing for cold weather, 
months ahead of the actual heat- 
ing season. 

Several years ago, Mr. Heim- 
brook remodeled his store, a ven- 
ture which gave him increased 
display space, better lighting and 
better aisle arrangement. This 
remodeling has helped the store 
to attract more traffic. 





How to Plan for 


Tax Savings 
(Continued from page 94) 
pet of the tax with the two re- 
maining installments being 20 
pet each. This rate will speed 
up each year until by 1955 corpo- 
rations must pay their tax with- 
in five and one-half months of 
the filing date in two equal in- 
stallments of 50 pet each. This 
is a bit of financial legerdemain 
by which it is hoped to achieve 


an easier balance in the fiscal 


| year Federal budget. 
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It may be 
considered the equivalent of put- 
ting individual taxpayers on a 
pay-as-you-go basis. 


What Excess Profits Tax? 


When Congress reconvenes in 
November, it has promised to 
take action on an excess profits 
tax. This tax probably will be 
made retroactive either to July 1 
or October 1. What form it will 
take cannot be known now, but 
it would seem that it will follow 
somewhat the same lines as that 
of World War II’s excess profits 
tax. 

In 1945 there was a specific 
exemption of $10,000 before a 
corporation became subject to 
excess profits taxes. In addition 
to this, a credit for 8 pct of in- 
vested capital was allowed. In 
other words, if a corporation 
had $50,000 of invested capital, 
it was allowed $4,000 (8 pct of 
$50,000), plus the specific exemp- 
tion of $10,000, making a total 
exemption of $14,000 before a 
tax was paid on excess profits. 

An alternative formula for 
the computation of what was 
“excess” was provided based on 
average earnings from 1936 to 
1939. Discussions of the 1950 
tax bill have favored averaging 
perhaps two-thirds of average 


1950 
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profits from 1946 to 1949 before 
an excess profits tax is paid. 
This will mean that few small 
corporations will have to pay an 
excess profits tax, if it is enact- 
ed, but it is nevertheless a con- 
sideration to be kept in mind. 

Hardware dealers with sev- 
eral! stores operating within a 
single corporate structure might 
wish to split up their interests 
into several corporations in 
order to secure the “specific 
exemption” for each of their 
corporations. This is a highly 
technical maneuver and should 
not be embarked upon without 
consulting your accountants and 
attorneys. 





3-Way Advertising 
Program 
(Continued from page 109) 


ware store; others are geared to 
specific lines and brands of mer- 
chandise. 

Typical of the general an- 
nouncements, over Radio Station 
KGEM, Boise, was one used last 
July. Written by a member of the 
station’s staff. It stated: “For 
one-stop service on plumbing 
supplies and installation, see 
Mullinix Hardware, 3101 State 
St. in Boise. There you’ll find 


nationally famous plumbing fix- . 


tures that are decorative as well 
as durable—at prices you can 
afford to pay! And they will be 
installed in your home quickly 
and efficiently by a licensed 
plumber. For all hardware and 
plumbing supplies—see Mullinix 
Hardware first—3101 State St. 
in Boise.” 

The Mullinix highway location 
is particularly good since there 
isn’t another hardware store on 
that highway for 115 miles 
north. Thus the store’s trading 
area is of tremendous size. 





$20,000 Sales in 
Dinnerware 
(Continued from page 111) 


floor island have a choice display 
spot near the front entrance. 
“The way dinnerware _re- 
sponded to promotion surprised 
me,” Mr. Norton reports. “It 
turns faster than anything else 
we sell in the store.” He con- 
fessed that he would not attempt 
to operate the department with- 
out a woman in charge, one who 
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4800 square inches 
of working surface 
in every package! 


TOP QUALITY plus BIG VALUE! 


Sun Ray Steel Wool quality and value keep customers coming back. 
Long, strong, precision-cut steel wool strands make up these big, 
cushiony layer-built pads. Each pad contains 300 square inches of 
top quality working surface. Simply fold back used surface exposing 
fresh, clean layer. All grades from 0000 to 3 are available and 
are packed sixteen pads to a package. ; 


SORTER ONE Sun Ray one pound bulk tubes for home, 
-_— POUND shop and general use contain only top 
UNRA BULK quality steel wool. Seven grades are avail- 


able, from 0000 to 3, also fine, ‘medium 
and coarse shavings. 


JEX HOUSEHOLD PADS 


1\| Economical Jex steel 
stant wool scouring pads are Y 6 eavs 
favorites with house- 
“<a wives everywhere. 
| hl Packed sixteen full- 
“J bodied pads to the carton, they are ideal for household 


i‘ ! ; we 
Wi cleaning, scouring and polishing. “Use one a day, then 
LZ throw away” sells Jex for you. 


ORDER SUN RAY STEEL WOOL PRODUCTS TODAY! 


Slime TUBES 


CuEans SCOURS POLISHES 
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HERE'S A SIGN 
YOU'LL NEVER SEE! 


No sir, you'll never have to “unload’’ Lamson bolts at 
a loss because there’s a new model coming out or because 
they’re ‘‘out of season’’. 


Bolts, nuts and screws are year round “best sellers” 
They’re one of the 10 most called-for hardware items 

. which means fast turn-over and quick profits. And 
remember, with bolts there’s never any breqkage, leakage 
or other loss for the retailer to bear. 


That’s why we say: carry a full line of Lamson bolts, nuts 
. . prominently displayed. Be ‘Bolt Head- 
quarters” for your community and add up your PROFITS! 


and screws . 


THE LAMSON & SESSIONS COMPANY 
General Office: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Chicago ¢ Birmingham 


AANRDWARE 


SALES HELps, 
that, Point to Propite 








| do 
| makes a better salesman,” ob- 
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understands what her customers 
want. 

Mr. Norton lets Miss Dwiggers 
manage the department as she 
wishes, yet often uses some of 
his own ideas, such as price- 
marking every item clearly. A 
price of $3.95, in large black let- 
ters on a colored pitcher seen in 
a current women’s magazine, has 
more sales value than a 59% 
pitcher placed on the display 
shelf without a price mark, he 
pointed out. 

Colored glassware to match the 
dinnerware is a recent addition 
to the department that is selling 
fast. “I feel that color on the 
table is here to stay a long time,” 
Miss Dwiggers says. “We are 
careful not to stock heavily on 
items in the fad class. But any- 
thing played up by the current 
women’s magazines represents 
sales for the dealer who promotes 
them.” 


Displays—Drawing Card 
for Appliance Sales 


(Continued from page 95) 
regular staff to follow all pros- 


| pect leads and still keep the ap- 
| pliance department well-staffed. 


“We find that having one man 
inside and outside selling 


serves Mr. Waters. “The men 
look forward to this change of 
pace and it shows up in the fine 
results they achieve.” 

Weekly conferences between 
the store owner and the sales 
staff are held so that sales prob- 
lems may be ironed out and sales 
tips exchanged. 

The store has service facilities 
for its appliances. One of the 
first duties of the salesmen, 
when making outside calls, is to 
visit customers and make sure 
that they are satisfied with their 
purchase. Such visits often bring 
to light small and large service 
problems, which when properly 
adjusted, maintain and _ build 
good will. 


Mingles Shelf Warmers 
With Fast-Moving Lines 


One merchant has discovered 
an effective way to sell shelf 
warmers. He places some of 
these items on display with fast- 
moving lines. The slow-moving 
items are thus subjected to 
greater store traffic and sell at 
slightly reduced prices. 
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Store 50 Years OldHonors 
Local Anniversaries 


When a large store observed 
its 50th anniversary with a big 
sale, it invited all trade area 
couples who had been married 
60 or more years to celebrate 
with store officials at a big ban- 
quet and party at a local hotel. 
The event brought out 175 cou- 
ples of all types and descrip- 
tions. Each couple received 
flowers, and they were also 
wined, dined, and danced. An 
old time fashion revue, show- 
ing fashions of past years was 
a feature of the evening. En- 
tertainers sang songs which 
were popular at the turn of the 
century and shortly after, and 
also did cake walks and other 
dances of that era. 

Local newspapers played up 
the celebration with front page 
stories and from five to eight 
pictures. 


Giant Size Photos Aid 
Sales, Arouse Interest 


One retailer utilizes high-up 
wall display space by putting 
thereon blown-up 8 x 3 ft photo- 
graphs of merchandise in use 
by special customers. The 
photos have been blown up 





from 8 x 10 in. negatives and ~° 


printed on brown sepia paper. 

The merchant says that cus- 
tomers whose merchandise is 
thus shown are very flattered. 
Customers are shown in some 
of these pictures to add human 
interest. Through the idea, the 
store utilizes otherwise wasted 
wall space to help sell more 
merchandise. Each photo is iden- 
tified with 4-in.-high lettering. 
A photo book on a table at the 
center of the store carries 8 by 
10 in. black on white originals 
of all the displayed wall pic- 
tures—and many more photos 
as well. 





Free Afternoon Movies 


As a service to his com- 
munity, one merchant exhibits 
free movies two afternoons a 
week in his large store. Fea- 
tured are short subjects, news- 
reels and sports events. Offer- 
ing no competition to local the- 
atres this little idea is a good 
traffic builder and also helps in- 
terest people in the store’s 
camera supplies department. 
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Build 


BIGGER VOLUME 
EXTRA PROFITS 


with the ONLY TRADE-MARKED LINE [gsssaRBR <All 
OF BLUE STEEL KITCHENWARE aeAiesimetemeioamanad 


greens bug, 


blu pride 


































































* Top-of-Stove Potato Baker 
* Food Warmer and Crisper 
* In-oven Roaster and Baker 
* All-purpose Outdoor Grill 
Oven and Baker 
Shipped nested 
Retails about $1.49 


Now your 
glance which ts ordinary kit 

and which is “blu prid 

y line preferred since 


customers 


; day! For now all Par 


SINGLE LOAF PANS 
5¥2 x 942 x 2% 


' 
1¢ steelware bears the t 
symbol of 


dest line in low priced kitcl 


* No other line of blue steel 
kitchenware is trade-marked! 

* No other line is nationally 
promoted! 

* No other line gives your cus- 
tomers so many quality fea- 
tures at such low, low prices! 


BISCUIT PANS 


FEATURE THESE “blu pride’’ BEST SELLERS 9x 14x 1% 


A Reminder to 


CHECK YOUR STOCK 


of Parkersburg S Famous 


MASTR-LOK 


Stove Pipe 
8x 10x 2% 12x 17x 2% 
and 10x 14x 2% 16 x 17x 2% 


\ MASTR-LOK 
Elbows 


; t 
wy 4 still the bigs?’ 
original—ane tente 
The pea pipe with pa LOK 
selling S via” MASTR 
vr ed 12 to 2 SPC 
insuring 
DOUBLE ROASTERS 


No.2—8x12x6 No.6—11x 16%2x8 
No. 4~—10x 15x 7 No. 7—13x 18x8 













Advertising Pays Off 
For Kollmeyer Hardware 


Here's how a Nebraska dealer, operating on 
a 3 pct budget, uses radio, newspapers, movie 
ads, direct mail and a city hostess service to 


A COMPREHENSIVE 
advertising program — radio, 
newspapers, direct mail, movie 
screen ads, and also a City 
Hostess service is used by Carl 
Kollmeyer Hardware of Fre- 
mont, Neb., a city of 17,000 
population. 

Carl Kollmeyer says that his 
store spends about 3 pct for ad- 
vertising and, as a result of its 
well planned program, store vol- 
ume has been holding even with 
last year and may possibly ex- 
ceed it. 

Mr. Kollmeyer so plans his ad- 
vertising that it interests estab- 
lished customers and newcomers 
as well. The store’s radio pro- 
gram “People Know Every- 
thing,” broadcast locally five 
days a week, Monday through 
Fridays at 9:30 a.m. over a Fre- 
mont radio station, KFGT, is a 
quiz program involving both 
state and national historical in- 
formation. 

One large appliance manufac- 
turer’s products are advertised 
on the program three days per 
week, for which the store re- 
ceives an ad allowance. Exclu- 
sive of such aid the radio pro- 
gram costs Kollmeyer’s about 
$1,100 annually on a contract 
basis. 

Typical of announcements 
made on Kollmeyer’s radio pro- 
gram, over station KFGT, is the 
one shown in the accompaning 
illustration. 

“Many people mention this 
radio program to us, so that we 
know it is popular” says Mr. 
Kollmeyer. “We trace quite a 
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keep sales at peak level 


One of the store's open-back windows. 











A Typical Radio Announcement Used 
By Kollmeyer's 


"Planning to paint your home? .. . Take the advice of the 
Kollmeyer Hardware Store and at the start. . . consider the finish! 
Kollmeyer's expert salesmen have a true eye for color . . . and 
they'll tell you that harmony is vitally important. Yes, Color 
can please or repel. Color can make the difference between a 
room that's glaring and unattractive . . . and one that's restful 
and inviting. Color Harmony with (brand name) paint can even 
increase the value of your home. There are so many tips... 
and helpful hints that Kollmeyer's can give you . . . along with 
actual advice on how to achieve that special Color you wantl 
Yes . .. it's important that every room in your house has Color 
Harmony . . . so let the Kollmeyer Hardware Store at 406 North 
Main in Fremont help you plan for it!" 
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How the ‘Yellow Pages’ are building sales 
for Hardware Dealers 


Statements like these prove that your 
advertising in the ‘yellow pages’ of the 
telephone directory can reach a lot of 
people who are ready to buy. 

It is an established fact that 9 out of 10 
shoppers depend on the ‘yellow pages’ 
for where-to- buy-it information. That is 
why so many hardware dealers use the 
‘yellow pages’ to increase sales. 


Your advertising in the ‘yellow pages’ 
of the telephone directory is at the 
finger tips of prospects in your own 
town...it reaches newcomers and the 
visitors in town as well. 

Are you advertising under all the 
classifications where prospects are 
likely to look for the products and 
services you offer? 


FOR FURTHER INFORMATION, CALL YOUR LOCAL TELEPHONE BUSINESS OFFICE. 
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few sales to the spot announce- 
ments broadcast during the pro- 
gram. In each radio commercial 
we try to feature a single item 
or line. We find this makes a 
better impression on listeners 
than to try to publicize too many 
things in just a few words.” 

Newspapers, direct mail and 
movie screen advertising used by 
Kollmeyer’s are along conven- 
tional lines and so consistent 
that these messages reach a 
large part of the Fremont trad- 
ing area. 








Finest Guality 
Outside 
White 





Colors and Primer 
At The Same Low Price 





Alston-Lucas 


Outside White 95 
In 5-gal jots, Gal...... $3 


Red Barn Paint 





Pratt & } 
Lambert.............. Gal? 2 5 
Pitkin’s $] 75 
Barn Red............ Gal. 





We ADVISE YOU... 


fe paint befere the dust and in- 
sects mar the finish. 


ORDER PAINT NOW 
at these LOW prices. 


Carl 


KOLLMEYER 


QUALITY HARDWARE 
406 N. Main Phone 856 











Typical of the newspaper advertising 
done by Kollmeyer's is this one column, 
7-in. ad. 
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CARL KOLLMEYER 


STOVES 
RANGES 











PAINTS 


Quality Hardware es 


Prone 656 


f remont, Nebraska 


We wish to welcome you a newcomer to Fremont and sincerely 
hope that you enjoy this fine city and its advantages as 


much as we do. 


Our store was established here about forty-five years ago 
and we really are equipped to serve you with the best qual- 
ity in Hardware, Paints, Kitchen Utensils, Dishes, Builders 


Hardware and Sporting Goods. 
in General Electric Appliances, and the Ge 


We are exclusive dealers here 
meral Electric 


Refrigerators, Ranges, Water Heaters, Washing Machines, 
Automatic Washers, Dishwashers, Disposalls, > ng Ironers, 
‘o 


Radios and all small appliances are now available 


iate delivery. 


r immed- 


We invite you to come in to see us at any time. Our store 
is here to serve you. 





Very truly yours, 
CARL KOLLMEYER HARDWARE 











Copy of the welcome letter sent to all new residents. 


The City Hostess Service, to 
which Carl Kollmeyer Hardware 
subscribes for about $10 per 
month has been very effective in 
contacting new residents and 
familiarizing them with the lines 
and services offered by the store. 
Kollmeyer’s receives a list of all 
newcomers promptly from the 
City Hostess, and the store sends 
each a personal letter like that 
illustrated on this page. 

A few days after the letter is 
mailed, the City Hostess visits 
new residents. Along with other 
merchants’ material, she gives 
each newcomer a sizable card, 
containing a picture of the Koll- 
meyer store. 

The copy on the card reads: 
“Welcome to Fremont—We are 
anxious to meet you and have 
you see our store. 

“If you will present this card, 
we will give you a can of (brand 
name) wax—the most popular 
article used in the home.—Koll- 
meyer’s Hardware.” 

On the reverse side of the card 
is a list of many of the brand 
lines stocked by the Kollmeyer 
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firm. This list is impressive and 
gives the customer an idea of 
the size of the Kollmeyer store 
and the accommodations it 
offers. 

Once a month Fremont New- 
comers hold a meeting to which 
merchants supporting the City 
Hostess plan are invited. Re- 
freshments are served and mer- 
chants and newcomers get a 
chance to become acquainted. 
Mr. and Mrs. Kollmeyer attend 
quite a few of these meetings 
and enjoy them. 

“There is no better way for a 
merchant to meet newcomers 
and to show them that he is in- 
terested in them,” declares Mr. 
Kollmeyer. “A newcomer in any 
city is usually lonesome until he 
and his family become adjusted. 
They appreciate being  wel- 
comed.” 

With its four-way advertising 
program, Kollmeyer’s overlooks 
no possible way in its com- 
munity of ever reminding peo- 
ple that it is a well stocked store, 
geared to serve the needs of both 
city and suburban residents. 
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the skill, the “know how” and the quality of the 
world’s largest manufacturer of drop forged 
pliers and adjustable wrenches. A line un- 
equaled in length and variety. 


adjustable wrenches with jaw surfaces induction- 
hardened to prevent burring and thus give up to 
10 times longer wear. 





YY PR Lubring 

Cre cnition 2 — 
$$ i : 

through joint On 


“LuBRING” pliers, lubricated by ring of oil-bear- 


O Exploded 





sive and ‘ ‘ i cee ot 
idee of ing porous iron “floating” in the jointe. 
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it New- 
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he City 
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get a : 
oy MagneKit—set of three popular hand tools on 
- attend powerful magnetic holder with attractive mer- 
leetings chandiser display. Sell as a unit~or sell tools or 
holder separately. 
y fora 
ycomers Nationally advertised to your customers — 
4 by ue. pre-sold to millions of tool-minded men. 


tile | Ask your jobber salesman to give you the Utica story 








ortising 
rerlooks 
3 com- 
ig peo- 
1 store, 
of both 


~ UTICA DROP FORGE & TOOL CORPORATION UTICA 4, NEW YORK 
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VLCHEK 


COMBINATION 
WRENCHES 


Le 


Narrow, 
streamlined jaws. 










Thin walled 
15° box end. 





VLCHER 


A COMPLETE LINE OF 
HIGH-GRADE FORGED TOOLS 


ee 























OPEN END SEALED TO 
SONRY WITH CEMENT 
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og! see, ‘ ose Bag, 8 — 
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PIPE TO BE THREADED IS 
PUSHED INTO CASING 


























Ohlin Hardware has found this setup is a great time and space saver when cutting 
and threading long lengths of pipe. 


Simplifies Pipe Cutting and Threading 


Ohlin Bros. Hardware, Middle- 
town, Ohio, uses the arrange- 
ment shown in the accompany- 
ing sketch to simplify cutting 
and threading long lengths of 
pipe. 

A 20-ft. length of 6-in. OD 
casing is buried in a trench out- 
side the basement wall. One end 
of the casing is set flush with 
the inside wall by means of a 
hole through the wall. The op- 


posite end of the casing is 
capped to keep earth out. 

When a length of pipe is to be 
cut or threaded, it is shoved 
through the 6 in. casing opening 
set in the cellar wall and the 
work is done on an Oster cutting 
and threading machine. This 
arrangement eliminates the use 
of cluttering horses or pipe 
stands to hold long pipe parallel 
to the machine. 





HARDWARE HUMOR 
By Hardware Age 


ELECTRICAL 
APPLIANCES 











HARDWARE 

















"Well—maybe it would fit under the Christmas tree this way!" 
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has made 


MORE PROFITS 
for MORE DEALERS 
for MORE YEARS 


than any other 
plant food! 





VIGORO. sells faster — 
sells easier—because it’s pre- 
ferred by more people than all 
other brands combined! 


Remember this in planning 
your 1951 garden business: 








Lef the power of the Vigoro name 
help you sell these two companion 
products: 





End-o-Pest 


All-purpose dust that 
provides the 3-way pro- 
tection every garden 
needs! 


End-o-Weed 


Improved lawn weed con- 
trol that kills over 100 
different kinds of weeds! 














* There is only one VIGORO . . . the trade- 
mark for Swift & Company's complete, 
balanced plant food. 


Presented by 


SWIFT & COMPANY 


Plant Food Division U. S. Yards 
Chicago 9, Illinois 


















Gift Department Sells 12 Months a Year 


Because customers often asked 
for club or individual gifts, Haz- 
lem’s Hardware, Clearfield, 
Utah, a fast growing community 
of over 4500 population, created 
one of its own that has proved 
to be a 12-month traffic and 
profit builder. 

Located along one side of the 
store, the gift displays are so 
complete with a variety of mer- 
chandise—vases, figurines, wall 
plates, china, novelties, etc.— 
that they can’t fail to please cus- 
tomers looking for a gift for a 
wedding, a birthday or some 
other occasion. The large assort- 


This well-stocked gift department is a 12-months selling bid 
which keeps customer dollars from going to the larger cities. 










ment of gifts range in price 
from 50 cents up. 

George Hazlem, owner and 
manager of the store, is very 
proud of this department for it 
keeps people buying at his store 
rather than going 15 miles to 
nearby Ogden, Utah. And, Mrs. 
Hazlem, who manages the de 
partment, observes that custom- 
ers like to drop in and just look 
around, often returning later to 
make a purchase. Though*the 
department is an all-year seller, 
it hits its peak from November 
through Christmas when extra 
help must be employed. 





Cardboard Cutouts for Paint Promotion 


The National Paint, 
Varnish & ‘Lacquer 
Manufacturers Asso- 
ciation, 1500 Rhode 
Island Ave., Wash- 
ington, D. C., is 
distributing 17 card- 
board paper cut- 
outs, each figure 
illustrating some fa- 
miliar phase of home 
painting or repair. 
The subjects range 
from enameling 
autos, bikes, and 
chairs, to painting 
walls, woodwork, 
screens and roofs. 
The figures are used 
with actual cans of 
paint. The displays, 
lithographed in full 
colors were released 
in three different 
groups with _ illus- 
trated window set- 
ups and instruction 
sheets. 
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When merchants of a city, 
town or shopping center work 
together, promoting festivals, 
frade-days, and plug bargain 
events on the same days, then 
good traffic can usually be at- 
tracted in considerable volume. 
A town which is constantly en- 
gaged in worthwhile sales pro- 
motions, with most merchants 
co-operating, becomes known as 
a live town and an interesting 
one for shoppers to visit. 

Here are some traffic building 
promotions that merchants in 
various sections of the nation 
have tried recently: 


> 


Promoting Irrigation 


In many parts of the West, 
modern irrigation methods are 
opening otherwise poor lands to 
greater productivity. Merchants 
of Broken Bow, Neb., recently 
held Irrigation Days, which fea- 
tured talks on such activities, 
their cost and _ productivity. 
Tours of several model farms 
were also made to give visitors 
first hand evidence of what part 
irrigation is playing in modern 
agriculture. 


> * 


Save a Farm Project 


When the Waco, Tex., Cham- 
ber of Commerce and agriculture 
officials put on a widely adver- 
tised Save-a-Farm conservation 
project, reworking a farm in one 
day, 10,000 people witnessed the 
big event. Terracing, fencing, 
sodding, seeding, landscaping, 
installation of orchards and pas- 
tures and other improvements 
to increase the potential produc- 
tiveness of the farmsite were 
demonstrated by men and ma- 
chinery. 


> + 


Hospitality Training 
Merchants of Deadwood, S. D., 
are alert to the sales opportuni- 
ties inherent in their location 
4 a tourist area. Each spring 
the local chamber of commerce 
stages a Tourist Hospitality 
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With Wickwire hardware 
products you hit the bull’s-eye 
every time in lasting customer 
satisfaction and ‘profitable 
repeat business. 


These fast-selling hardware items 
have gained outstanding preference 
because of their proved reputation for 


long-wearing, dependable service. 


You make a better sale when you 
sell these popular and famous brands, 


You build customer good will... 
win friends who come back 
to buy again. 


WICKWIRE 


HARDWARE PRODUCTS 


A Product of the WICKWIRE SPENCER STEEL DIVISION of THE COLORADO FUEL & IRON CORPORATION 
In the East —WiCKWIRE SPENCER STEEL DIVISION © 500 Fifth Avenue, New York 18, N. Y. 


WP kes 


we 


Perfection 


Big Springs 







Insect Wire Screening” 





Wissco Flexible j 
Wire Clothes Line Z 





In the West — THE COLORADO FUEL AND IRON CORPORATION * Denver 2, Colorado 


On the Pacific Coast —~ THE CALIFORNIA WIRE CLOTH CORPORATION * Oakland 6, Calif. 
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School for retail store Owners 
and their employees, as well 
interested citizens. One of the 
speakers at a recent school spoke 
on the necessity of protecting 
forests and wild life and edp. 
cating the traveler along thes 
lines. Other speakers streggej 
historical values of the Dead. 
wood area and how to make them 
appeal to tourists. Ways of han- 
dling tourists, requests for jp. 
formation, etc., were also de. 
tailed. 


> ¢ 
Rural Neighbor Days 


A program of interest to farm 
men and women was offered at 
Clintonville, Wis., through a Rv- 
ral Neighbor Days event. Agri- 
cultural experts talked to the 
men about dairy problems, while 
the women’s agricultural exten- 
sion service put on a noon lunch- 
eon for the ladies, staged a style 
revue featuring clothes women 
could make themselves. A fash- 
ion expert talked on home re- 
modeling. Other entertainment 
was presented. The big show was 
held in the Clintonville armory, 
where a huge farm equipment 
show was held at the same time. 
The event brought hundreds of 
farm families to town to look 
and to learn. 


> + 


Indoor Circus 


When merchants of Grand 
Island, Neb., put on a huge in- 
door circus last year, the Cham- 
ber of Commerce mailed 18,000 
free tickets to school children 
in 11 counties. This gesture 
brought thousands of children to 
Grand Island with their parents. 
It created much goodwill and 
helped local stores make numer- 
ous sales. 


> + 
Farm-City Get Together 


Very few promotional bets 
were overlooked by merchants 0! 
Urbana, IIl., at their Farm City 
Get-Together last spring. Held 
at the Urbana Armory, the meet- 
ing attracted over 600 people, 
featured a panel discussion 
agriculture-city relations, agt 
cultural topics and government. 
Merchants had display booths a 
the armory as well. 

In the evening, a Farm City- 
Mixer was held, with an instrue- 
tor on hand to start the evening 
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with a period of instruction for 
people wanting to learn how to 
square dance. 


> + 
Red Canes 


When members of the East 
Side Businessmen’s Association, 
Madison, Wis., put on their 28th 
annual festival recently, every 
member sported a red cane for 
one month before the event. The 
canes advertised the event and 
quickly aroused public interest. 





Store Lighting Program 


A new planned store lighting 
program has been released by 
the Edison Electric Institute 
and Better Light Better Sight 
Bureau. Designed for use by 
electric power and light com- 
panies, manufacturers of light- 
ing equipment and others in the 
electrical industry, the new pro- 
gram is the third in a series of 
five aimed at promoting planned 
lighting in the school, store, of- 
fice, home and factory markets. 

Offered as part of this pro- 
gram are five new mailing 
pieces which feature planned 
store lighting; describe the ad- 
vantages of planned window 
lighting; show the merchant 
how he can benefit by using 
accent lighting in his store and 
present the 1-3-5-10 formula for 
planned lighting in _ stores. 
These mailing pieces are priced 
at $3 per hundred. 





HARDWARE HUMOR 
By Hardware Age 
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“Hello. Sure-Catch Mouse Trap Co.? 
0's the wise guy in your shipping 
department?" 
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THE Ki ng Cotfon 
TWINE ASSORTMENT 


This well balanced twine assortment has 
been assembled to help you sell more twine. 
Packed in this attractive display shipper are 
the following year ‘round sellers: 


6 balls Jute Garden Twine 

6 balls Polished India Twine 

6 balls Red Gift Cord 

6 balls Green Gift Cord 
12 balls Cabled Household & Kite Twine 
12 balls Parcel Post Twine 


Stock this fast moving Twine Assortment... 
King Cotton Twine is packaged and priced 
to sell! 













Send for the 
King Cotton Catalog 










CORDAGE 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET + NEW YORK 8, N. Y. 











Order From Your Wholesaler 


“BILUNGS 


THE BILLINGS & 


SPENCER CO. 
S.A. 


Hartford 1, Conn., U. 


EMBURY 
‘LOCKED-IN” 
BAIL EARS 


* 


- 


Bail Can't Pull Out 


Locked-In 


Construction 


ae digo M delist 


Strength 


Se a, 
EMBURY 


o_ 


shal 


A 
‘ 


A sidewalk display of this type brings people into the store. 


Sidewalk Display Sells Cane Poles 


This simple but effective and 
durable display rack for long cane 
fishing poles was made by an 
employee of the John Mammen 
hardware store, Vandalia, IIl., 
and has more than paid for itself 


This neat and highly 
visible rear of the 
store display of elec- 
tric wire and cable, 
chain—and in sea- 
son, insect screen 
cloth—helps Sche- 
chinger's Hardware 
& Appliance, Car- 
roll, lowa, encour- 
age self service sales 
of this merchandise. 
Made of notched 
lumber, with metal 
pipe supports for 
stock, the unit has 
a white background 
to make it stand out 
more clearly. 


in increased fishing pole sales. 
Made of packing case lumber this 
unit is also used to display mops 
and brooms, on the sidewalk, 
when fishing is out of season. Its 
broad base prevents tipping. 
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We Moved the Pump 


Out of the Pit! 


by J. B. Darden, Asst. Sales Mgr. 
Water Systems Div., Goulds Pumps Inc. 


For years, cellar drainers have been 
a service headache to pump deal- 
ers all over the country. There was 
one major reason—the pumps were 
in the bottom of the sump. Silt 
caked on the pump parts while the 
pumps were standing idle in dry 
pits—and the pumps wouldn’t start 
when the sumps filled. Burned out 
motors, inoperative pumps—and 
flooded cellars — resulted all too 
often. 


Here at Goulds, we had felt for some 
time that a better cellar drainer 
could be built —a drainer whose 
pumping equipment was not in the 
pit. And, in 1948, we were able to 
resent our new Horizontal Cellar 
ore the unit that meets our 
most exacting requirements. 


Dealers Enthusiastic 


The new Drainer, right from the 
start, received a royal reception 
from Goulds dealers. At a glance, 
they were able to see its advantages 
... to visualize what its outstand- 
ing features would mean in better 
service to homeowners, less service 
for them. They recognized it as a 
made-to-order sales opportunity, 
and were quick to capitalize on it. 
I'm sure that no drainer ever built 
has received such immediate accept- 
ance and widespread demand. 


Important Features 


Briefly, the features that attracted 
so much attention were: 


1. Positive protection, without 
the limitations and disadvantages 
of conventional vertical submerged 
type pumps, at no extra cost. 


2. The pump is not in the pit, 


but on the floor, or on a shelf—not' 


exposed to silt accumulations. 


3. The motor is not over the 
ump... not affected by vapor, 
Moisture or fumes rising from the 
pit. 


4 Unit may be set away from 
tump, simply by substituting a 








longer pipe between pump casing 
and suction elbow. 


5. Pump and motor accessible at 
all times. Pump can be dismantled 
(if it’s ever necessary) without dis- 
turbing pipe connections. 


6. Standard motor... positive, 
self-priming centrifugal pump .. . 
bronze fitted construction . .. grease 
lubricated seal . . . safe ratings. 


7. Priced right ... in ine with 
conventional-type drainers — with 
the full backing of Goulds’ 102 years 


of engineering experience. 


A Display “’ Natural“ 


Goulds Horizontal Cellar Drainer 
is especially adapted for display. It 
sells itself, when prospects can see 
it in operation. In answer to dealer 
demand, we’re offering, at cost, a 
striking display stand that makes 
display both easy and effective. 
It’s easily assembled, and attracts 
plenty of attention. Why not write 
our Sales Promotion Dept., Seneca 
Falls, N.Y. now? Be ready for the 
flood season this year. Customers 
won't wait—they can’t wait—when 
their cellars are flooded! 





Your customers can’t wait. . 
check your inventory now and 
lay in stock for the wet-cellar 
season ahead. And plan for a 
bigger-than-ever Cellar Drainer 
volume, with the new 


(Advertisement ) 





HARDWARE AGE, NOVEMBER 16, 1950 


would YOU wait for a cellar drainer? 





GOULDS Horizontal 
CELLAR DRAINER 


GOULDS PUMPS INC., Seneca Falls, New York 






LWZ AZ 
7s 


NO DRAINERS IN STOCK...) 
WILL ORDER ONE 
FROM THE FACTORY... 

TWO WEEKS... : 













WATER SYSTEMS 


*~Te as 


FOR EVERY FARM AND HOME NEED 
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Mr. and Mrs. J. Schueth standing in the model kitchen of their remodeled appliance department. 





















Turns Trade-Ins Into 
Self-Service Laundry 





wi 


ERE’ 
your 
happened t 
mas Prom« 


Full page 
J ing gift it 

« SCHUETH installed 
a used automatic washer and 
drier in a back room of his New 
Hampton, Iowa, hardware store 
and found that he had developed 
one of the most convincing 
means of advertising his appli- 
ance department and _ selling 
prospects. 

Not only do the used units 
demonstrate the convenience and 
time-saving qualities of home 
automatic laundry units but they 
also serve the Schueth hardware 
as an unlooked for source of 
revenue. They earn their keep. 

It wasn’t long after the 
washer and drier were in use 
that the women in the neighbor- 
hood asked if they could bring 


their wash in regularly and pay The used laundry units that demonstrate and pay for their own keep by 
for it as in a self-service laundry, serving as a self-service laundry for the ladies of New Hampton, lowa. 








HARDWA 
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THE SPOT 


where your Taylor sales jump 300 to 400% 


ERE’S a Christmas Promotion that will step up 

your sales 300% to 400%! That's what actually 
happened to dealers who tied in with Taylor's big Christ- 
mas Promotion last year! 


Full page in Saturday Evening Post features 22 excit- 
ing gift items—most of them priced from $1.50 to $20. 


CS 


sel i, arden 
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They're unusual gifts—they’re red-hot impulse items— 
and they're backed by famous Taylor Accuracy! Other 
big Christmas ads in House and Garden, House Beautiful, 
Field and Stream, Better Homes and Gardens will sell 
hundreds of your best customers! 


ORDER YOUR TAYLOR INSTRUMENTS NOW 


And be sure to get your big tree Taylor Christ- 
mas Promotion kit complete with Post ad 
display and many other sales helps. Hurry! 
Don’t miss out on your share of these Extra 
Christmas Profits! Taylor Instrument Compan- 


ies, Rochester, N. Y., and Toronto, Canada. 





~ 
E ele Instruments 


———— 


ACCURACY FIRST 


IN HOME AND INDUSTRY 

































































The hot water for the store's back-room self service laundry comes from a 
bottled gas hot water heater and also is a demonstration unit. The store 
has more than 400 bottled gas accounts, largely among farmers. 


| their being none in their town. stration—a demonstration of the 
As an accommodation, Mr. use of bottled gas and has proved 
skates Schueth allows them to use the effective in selling the store’s 
demonstration units, charging large farm trade. 

35 cents for 9 lbs. and 5 cents a Schueth Hardware serve more 
‘ lb. for drying. While the equip- than 400 bottled gas accounts in 
++ Gnd 2 Ge ale parame ment is at work, there’s nothing the New Hampton area and em- 
Fast moving off the shelves of to prevent the women from do- ploys a truck driver to service 
dealers as they are on the flying ing their shopping in the hard- them on a salary and commission 
feet of moppets, Lilliputians are true exten- ware store. basis. His duties include visit- 
sion sidewalk skates, especially designed for To provide sufficient hot water ing farms monthly and suggest- 
children from 3 to 6 or 7. for his laundry, Mr. Schueth ing new and used appliance 
hooked up a water heater to bot- items. Since many of the farms 
tled gas. Two large gas drums use bottled gas installations for 
stand on a platform behind the hot water, heating, refrigera- 
store, just outside the laundry tion, chick brooder and _ hog 
room. This arrangement in it- watering equipment. There are 

self serves as another demon- real profits in that field. 





, Christmas Card Mailed by Dealer 





Safety for small skaters is built in: small 
diameter wheels (to lower center of gravity) 
adjust with foot plate for proper alignment 
on feet and good balance. Heel and toe 
straps hold small feet securely. Two models: 
No. 1, wheels mounted directly on axle; No. 
2, genuine ball bearing skate. 


SEE YOUR JOBBER OR WRITE DIRECT 
FOR SKATE CATALOG 








; petileadH 2 Baare Apgliances 
we %i FT i ‘ 


Christmas card being mailed this year to customers 
of the Marshall Wells store in Glendive, Mont. 





UIWIIe 
Torrington, 
Connecticut 
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= and VIEWS 


» Washing ton 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


Actually, the reason for this 
impending slash is not increased 
military output, but an accelera- 
tion of the stockpiling program. 
The National Security Resources 
Board reportedly wants the pro- 
gram completed by the original 
target date, the end of 1952. It 





is now about a year behind. Mili- | 


tary production itself, slow get- 
ting underway, would not begin 
to cut into materials to this ex- 
tent before mid-1951. 


OUTLOOK — This action is | 
now scheduled to become effec- | 


tive around Dec. 1. As presently 
planned, consumer goods indus- 
tries would be ordered to shave 
their usage of these materials, 


but would not be told what they | 


could produce with the amounts 
still available to them. In other 
words, no limitation on end-prod- 
ucts. However, there might be 
some delay in this order, because 
of opposition in NPA to such a 
drastic move which could cause 
unemployment, due to the unpro- 
ductive nature of the stockpile, 
before military orders begin to 
snowball in volume. 


Corporate Taxes May 
Be Upped to 50 Pct 


Businessmen may as well face 
the fact that they are due for 


several types of tax increases in | 


the months ahead. 


For one thing, there is con- | 
siderable talk in Congress this | 


month about quick passage of 
an excess profits tax law. Actu- 
ally, however, there is consider- 
ably less sentiment at the Capi- 
tol for an excess profits tax now 
than there was only a month ago. 


Some of the important tax-writ- | 
ing members of the Senate and | 


the House who were “all-out” 
for passage of such a law back 
in September, now have cooled 
off on the idea. 

Senator Ralph Flanders, Ver- 
mont Republican, thinks that an 


excess profits levy would have the | 


heaviest impact on companies 
that have had the hardest row to 
hoe since 1945. “It wouldn’t hurt 
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“Display 


TITE-ROPE and WHALE 


Pre-sold to your customers by national 
advertising. These Clothes Lines are 
year round selling items. 

Include these attractive merchandising 
packages in your window display. 
They'll bring “reminder” sales into 
your store. 































TITE-ROPE 


clothes line 


Strong multi-strand wire line with a tough, 
gleaming white plastic covering. Cleans 
with whisk of a damp cloth. No stretch, 
no rust. Packed twelve 50 ft. hanks, 
usually several connected, in colorful dis- 
play carton. 


WHALE 


clothes line 


Solid braided flexible cotton line 
with glazed finish. All honest 
cotton yarn—much stronger 
than ordinary lines. Twelve 
individually wrapped 50 ft. 
hanks, connected in pairs, 
to a display carton. 


a Guaranteed by @ 
— Housekeeping 








Carry the complete Samson line 


Spot and.other sash cords; shade cord; Venetian blind 
cord; masons’ line; awning line; garden line; marine cords; 
solid braided rope, etc. Samson makes them all. Check 
your stock and order from your jobber today. 





IN 22,612,761 205 


IN 1950 WE DIRECT 
DAIRY FARMERS TO YOU! 
You huaow this: 


EASIER TO 
EITHER SIDE CAN BE UP! 


USE 





Advertised in Successrut FarMi1nG; 
Hoarp’s DAIRYMAN; PRAIRIE FARMER; THE 
FARMER; WISCONSIN AGRICULTURIST; NEW 
ENGLAND HOMESTEAD; DAIRYMEN’s LEAGUE 
News; New ENGLAND DAIRYMAN; BETTER 
FARMING METHODS; CALIFORNIA DAIRYMAN; 
WESTERN DAIRY JOURNAL; Mopern DAIRy- 
MAN; NATIONAL COUNTY AGENT & VO-AG 

TEACHER .. . and others. 







SANIT-AIDS 
Sanitary Cleaners 


WRITE FOR SAMPLES 


SCHWARTZ MFG. CO., Two Rivers, Wis. 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 





the big companies,” Mr. Flanders 
says. 

Aside from this issue, higher 
corporate and personal income 
taxes appear to be almost a cer- 
tainty for 1951. The stop-gap tax 
bill that Congress passed in Sep- 
temper of this year is literally 
“only the beginning.” Corpora- 
tion taxes, for example, were 
raised from 38 pct to 45 pct on 


| October 1, and there is talk of 
upping this to 50 pct. 








OUTLOOK — Creeping ten- 
dency toward ever-higher taxes 
is showing itself in a number of 
ways—TV and freezer excises, 
jewelry and furs sold at auction, 
slot machines all were affected 
recently. There also is a good 
deal of talk around the Capitol of 
“closing the loopholes” by forcing 
co-ops to start paying taxes at 
the same rates their private-en- 
terprise competitors pay. Al- 
though it has been estimated that 
$1 billion a year in new revenue 
would be produced from this rich 
source, too many congressmen 
feel they would be committing 
political suicide by offending this 
large bloc of voters. 


NPA Clarifies New 
Construction Ban 


Violent reaction to the drastic 
Order M-4 prohibited construc- 
tion for amusement, recreational 
and related purposes resulted in 
an about-face by the National 
Production Authority and the 
amendment of Sec. 22.2. This 
originally provided that construc- 
tion started after Oct. 27 might 
be halted even though not named 
among the banned types. This, 
industry protested, would para- 
lyze construction in general. 

As the order now stands, the 


| section clearly provides that fu- 


ture limitation orders will apply 
only to projects not then started. 
Construction under way at the 


| time of a new order would not be 


interfered with. 

In the meantime, a report by 
the BLS indicated that the dras- 
tic credit curbs on home financing 
may pull next year’s residential 
construction far below the 800,- 
000 units which the government 


| planners say is about right. BLS 
| says that four out of 10 home 


buyers have been getting them 
with nothing down and that the 
percentage among veterans was 
higher—about 50 pct. 

This supports a growing feel- 
ing that some operating divisions 











10 Reasons why 


ALUMALOY 
TURNBUCKLES 


are better 





1, ALUMALOY bodies with steel hooks and 
eyes do not corrode and freeze as iron 
bodies do; ALUMALOY remains a turn- 
buckie. 


2. All hardware type turnbuckles are only as 
strong as the hooks and eyes. ALUMALOY 
castings will not strip threads or .breok 
before hooks or eyes open on pull test. 





ALUMALOY. castings are tumbled and 
polished after machining for improved 
appearance. 


w 
e 







_A 


\ 


Yrw 


Wey fren) Th ray a’ 


» 


ALUMALOY is light in weight, saving 40% 
for both distributor and dealer in freight 
charges. 


5. Thread size is cast into ALUMALOY body 
for eosy identification. 





6. ALUMALOY turnbuckles are packed one 
strong, 


dozen in attractive, easy-fo- 


identify box. 





7. ALUMALOY turnbuckles are distributed 
only through recognized hardware dis- 
tributors on a strict jobber policy. 


8. ALUMALOY turnbuckles are unit packed 
in one, two and three gross shipping con- 
tainers for easier handling and checking. 





9. Attractive ALUMALOY turnbuckle disploy 
ponels are available (over 50,000 now in 
use). 








10. ALUMALOY turnbuckles offer a better 
product at fair prices. 


TURNBUCKLES, INC. 


MICHIGAN CITY, INDIANA 
GRAND BEACH, MICHIGAN 






BOX 333 
FACTORY 
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within NPA are moving too 
quickly in the zeal to slap on con- 
trols. In some instances, like con- 
struction, it is protested that ac- 
tion is taken before it is known 
just how much of what is needed 
for defense and before reliable 
estimates are available as to how 
much can be saved and its effect 
on the economy gauged. 


OUTLOOK—NPA is now con- 
sidering recommendations urged 
by industry and the U. S. Cham- 
ber of Commerce that an ad- 
visory committee be formed to 
help formulate construction con- 
trol policies. It would be com- 
posed of members representing 
trade, labor and professional or- 
ganizations. 


FIC Now Up to Full 
New Deal Strength 


The membership of the Fed- 
eral Trade Commission is back at 
full strength this month for the 
first time in nearly two years, 
following the appointment of 
Stephen J. Spingarn, New York 
Democrat, to that body. 

President Truman nominated 
Mr. Spingarn to the FTC on 
September 22, but Congress ad- 
journed without acting on the 
appointment. The President then 
gave Mr. Spingarn a recess ap- 
pointment extending to Septem- 


ber 1953. This appointment, how- . 


ever, must be confirmed by the 
Senate before the end of this year 
if it is to be valid. 


OUTLOOK—Mr. Spingarn, a 
former White House advisor and 
speech-writer, is expected to fol- 
low the left-wing line of political 
and economic thinking that per- 
vades the FTC. Commissioner 
Ayres, Mead, and Carson already 
are well known for the Fair Deal 
leanings. Mr. Springarn, for ez- 
ample, believes that all industrial 
pricing should be on an f.o.b. 
basis. 


New Price Yardsticks 
To Prop Union Demands 


The Bureau of Labor Statistics 
has ordered a speeding up of the 
work of overhauling its cost-of- 
living and price index systems. 
The object of making the changes 
ls to obtain a clearer and more 
current picture of price trends. 

Three studies looking to this 
g0al have been under way since 
last summer. Originally, it had 
been intended to let the studies 
tun their course and finish the 














SHEFFIELD 


BOLT and NUT 
PRODUCTS 





Packaged For Trim 
Stock Display and 
Quick, Easy Order Filling 





SHEFFIELD 


STEEL PRODUCTS 
Carbon and Alloy Steel, 
ingots, Blooms, Billets, Plates, 
Sheets, Hot Rolled Bars, 
Steel Joists, Structural Shapes, 
Reinforcing Bars, 
Welded Wire Mesh, 
Wire Products, Wire Rods, 
Fence, Spring Wire, 
Nails, Rivets, 
Grinding Media, Forgings, 
Track Spikes, 

Bolt and Nut Products 
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QUALITY! 


Statistically Controlled 
At The Highest Level! 


You can hand your customers their best 
guarantee of high quality with every 
order of Sheffield Bolt and Nut Products 
you sell. This quality is written into the 
data and statistics of Sheffield’s Statisti- 
cal Control—where inspection results are 
analyzed at every step of manufacture. 


Through this Quality Control, you are 
assured uniform quality at the high- 
est level—full-bodied, true shaped heads, 
tough accurately gauged shanks, strong, 
clean-cut, precision formed threads and 
close tolerance nut-to-bolt fit. 


Sheffield Bolt and Nut Products are 


* packaged to attract more buyer atten- 


tion at point of purchase and to simplify 
serving your customers. No prying off 
covers and easing them back on again 
—just lift the hinged lid. The label end 
of each package is plainly marked and 
illustrated to quickly identify the contents. 


SHEFFIELD STEEL 


CORPORATION 
HOUSTON KANSAS CITY TULSA 





DISTRICT SALES OFFICES: Chicago, IIL; Se. 
Louis, Mo.; Des Moines, Ia.; Omaha, Nebr.; Wich- 
ita, Kans.; Denver, Colo.; Oklahoma City, Okla.; 
Dallas, Tex.; San Antonio, Tex.; Lubbock, Tex.; 
El Paso, Tex.; New Orleans, La.; Shreveport, La. 
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Bassick’s New 


HAND-L-HOLD 


It’s rare that you get a new product like 
this, that every person’s a prospect for. 
Every home, garage, toolshop, hotel, hos- 
pital, etc., needs HAND-L-HOLD. Feature it 
prominently. You'll find it’s the fastest- 
selling household item in ages. Order 
from your jobber. 


Just insert a handle, with an easy, up- 
ward swing ...the force of its own 
weight firmly grips it. . 
Gently lift it out... f | 
it’s ready for use! 
HAND-L-HOLD’s mov- f 
able, rubber- wy 
grooved gripper | || 
lets go with a ’ 
touch. No push oA 
or pull! i} [ 


n 


‘ 
Pa Wars. 1] 
PD eee | 
A an a |} 

lf paecer 
WALL DEMONSTRATOR 
++. compact, appeal- 
ing... yours at no ex- 


tra cost with initial 
order of 30 pieces. 





ATTRACTIVE CARD .. . ideal = 
for self-selling on coun- = 
ters. HAND-L-HOLD is in- 
dividually mounted, com- 
plete with screws. 


THE BASSICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corp. In Canada: 
Bassick Division, Stewart-Warner-Alemite 
Corp., Ltd., Belleville, Ont. 


SEAR (6,4 


AKING 


MORE KINDS OF ¢ 


ASTERS 


STEerRS< en @) MORE 














job sometime in 1952. Now the 
word has gone out to complete 
the job of modernization as 
quickly as possible. 

A major reason for the speed- 
up is to give officials in the Eco- 
nomic Stabilization Agency, now 
making plans for price controls, 
a more accurate picture of con- 
sumer price trends which have 
changed sharply since Korea. An- 
other reason is that moves are 
well under way for another round 
of wage increases and many labor 
contracts written in the last year 
or so have been tied in with the 
indexes. The latest information 
is expected to provide more am- 
munition for requesting wage 
boosts. 


OUTLOOK — Revision of the 
wholesale and the daily price in- 
dexes will be completed next 
month but the consumer price 
index will take longer. All will be 
retroactive. That is to say that 
price indexes issued now and 
since Korea will be revised as 
soon as the new BLS yardsticks 
are available. 


Rubber Order May Cut 
Use in Toys, Mats 


Use of new rubber, both 
natural and synthetic, for the 
manufacture of non-military 


items has been reduced by 15 
pet for the remainder of 1950 by 
issuance of NPA Order M2 
This specifically limits to use of 
new rubber during the two 
months to the average monthly 
consumption during the fiscal 
year ending June 30. 


The order goes further and 
automatically brings about ip. 
creased use of synthetic rubbers 
by putting a ceiling on the 
amount of new natural which 
may be used. Consumption of 
natural rubber is restricted to 
75 pet of the base monthly con- 
sumption during November and 
63 pct during December. 

The new order is expected to 
save about 50,000 tons of new 
natural rubber for stockpiling 
by reducing consumption to 
52,000 tons in November and 
45,000 tons in December. In- 
ports have been running at 
about 75,000 tons a month. 


OUTLOOK—No serious short- 
ages for essential purposes are 
foreseen in the near future. 
Production of synthetic rubber 
is rising with government plants 
going back into operation. Some 
temporary shortages may turn 
up in the production of belts, 
mats, toys, and other items. 





Cartoons Pace Omaha Dealers’ Advertising 


An unusual approach to hard- 
ware store advertising that has 
met with considerable success is 
a cartoon series used by Omaha 
retail hardware dealers. This 
series, several examples of which 
are illustrated here, features a 
monkey wrench spokesman who 
delivers 4 sales message. The 
effectiveness of this monkey 
wrench spokesman is attested to 


BETTER SEE YOUR R. H. D.* 


by John Kresl of OK Hardware, 
Omaha, who reports that many 
of his customers comment on 
this phase of the cartoons. This 
advertising effort has been de- 
veloped by Allen & Reynolds, 
Woodman of the World Build- 
ing, Omaha, and is available to 
other dealers. The program con- 
sists of 52 advertisements, 2 
columns wide by 5 in. 


REITER SEE YOUR RB. H. D.* 





FIRST YOU RAKE THE GROUND WITH THAT-- 
AND BURN STUFF IN THERE--AND SPADE THE 
EARTH WITH THAT-- SMOOTH IT OUT WITH THAT-- 
PLANT THESE -- WATER ‘EM WITH TH/S--GATHER 


UP YOUR CROPS IN TA/AT-- AND 


















" - aN 
--IN OTHER WORDS, NO MAT “ oy 
FOR SPRING GARDE NIN N' ®, You \ 
RETAIL HARDWARE 

FOR BEST SERVICE 


ve wuP, YO! 
WAS \T! SEE Him FIRST, 
TY AND PLEAGING PRICE! 











OUR RETAIL HARDWARE 
DEALER HAS SOME METAL 
WEATHERSTRIPPING THAT 
S 
PER FooT/ 





WHY PUT UP WITH DRAFTY DOORS OR windows L—— 
ANY LONGER? STOP IN AND LET YouR RETAIL a 
HARDWARE DEALER SHOW YOU HOW EASY IT 
16 TO WEATHERSTRIP WINDOWS YOURSELF / 





(eam) TRADE WHERE YOU SEE THIS SIGN 
You'll get competent service and 


MELO merchandise of dependable quality 


stows 
cmt, * RETAIL HARDWARE DEALERS 











eaeipme MILLER HARDWARE 


is 210 Seuth 50th 
(EERE Phone 2-3500 
. srore 


Bentley's Leading Hardware Store" 














Examples of cartoon advertisements used by some Omaha dealers. 
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restricted to Yet your customer with damp masonry wants 
monthly con- 
— and it dried up right away ... Water seepage can | 
ember te 

; : | 
8 expected t be controlled with KAY-TITE. asi | 
tons of new 
r_ stockpiling Farmers, contractors and home owners all over the country are using Kay-Tite | 





sumption to ‘ . 2 myn 
suamber asl to control water seepage in masonry and to paint outside of masonry buildings 
scember. Im- to give them lasting surfaces. 
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That is your big market for Kay-Tite . . . It’s es | 
serious short- - . 
purposes are 
near future. 
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ration. Some 
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profitable too... 

Here’s the deal: YOUR CHOICE OF 12 KAY- 
TITE WHITE OR 6 WHITE AND 6 GRAY (ALL 10 
LB. CANS) FOR $20.88. RETAIL VALUE IS $34.80! 


(Kay-Tite is also available in 50 lb. drums, list 








v thems. price $11.00.) | 
_— Figure your profit on this deal and act today. 

K hi onli The coupon order form will get quick action. | 
s that many 
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irtoons. This 


























s Real ORDER COUPON | 
Vorld Build- 

; KAY-TITE COMPANY 

lable t ni . 
dein os e West Orange, N. J. | 
isements, 2 (CIND K) Send us the Kay-Tite Deal on 10 Ib. cans. 
. | ER BLOCK); | 12 White @ $20.88 








6 White and6é Gray @ $20.88 
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Reading Guide for This Page 
C) Priorities Outlook 

C) Answers on Regulation W 
L) M-4 Ban on Construction 
CL) M-5 Aluminum for Defense 





Stockpiling to Clamp 
Down on Output, Price 
ControlSeemsCertain 


Production of certain civilian 
hard goods faces a serious cut- 
back, probably about 30 pct, at 
the year’s end, with the intensi- 
fication of Federal stockpiling 
programs for defense produc- 
tion. Such is the opinion of com- 
petent Washington observers. 
Scarce metals to be affected by 
cut-back orders, soon to be 
issued, are aluminum, copper, 
nickel, and cobalt. Restriction 
on the use of new rubber in ci- 
vilian goods is already in effect. 

The outlook is for limitation 
of the use of those scarce metals 
rather than direct clamps on 
production. Thus manufactur- 
ers will retain the right to set 
their own production quotas for 
products and to determine which 
of their products, if any, will be 
taken out of production. 

Washington opinion also has 
it that direct inflationary con- 
trols can be expected to replace 
those indirect control measures 
now in effect—Regulation W and 
the recent tax rise. Higher 
taxes are certain to come and 
the next logical step is presumed 
to be price controls though there 
is yet no clue as to how or when 
they will be put into effect; nor 
is there expected to be any gen- 
eral roll back to May 24-June 24 
price levels according to present 
sentiments. 

With these cuts in production 
of civilian goods and with no as- 
surance that there won’t be an 
upsurge of consumer demand 
following the customary sea- 


150 





Priority and Price Digest 





News and Interpretations of Government Orders 


sonal slump now being experi- 
enced particularly in appliances, 
and the buying slow down due 
to credit curbs, it is felt govern- 
ment will look to price control as 
well as higher taxes to hold the 
price line, if business doesn’t. 





Commerce Offices to 
Advise on Priorities 


Effective Oct. 23, the 42 field 
offices of the Department of 
Commerce are now prepared to 
provide additional local guidance 
to businessmen on the NPA pro- 
grams as well as other Depart- 
ment programs. In most cases, 
the field offices will be able to 
answer specific questions re- 
garding programs as they are 
put into effect. If any problems 
arise which are beyond the 
scope of the field offices, the di- 
rectors of these offices can get 
answers quickly from Wash- 
ington. 


Recent Orders 
Issued by NPA 


Amendment to M-1: Enables 
NPA to approve and put into 
effect new priority programs 
calling for the production and 
delivery of steel products. 

Supplement 1 to M-1: Con- 
cerns issuance of individual 
NPA directives to steel pro- 
ducers to accept certified orders 
for production and delivery of 
steel for construction and repair 
of freight cars. 

M-4: Bans the construction 
of new buildings for amuse- 
ments, recreation, or entertain- 
ment purposes and lists 44 spe- 
cific types of prohibited con- 
struction. Stores are not in- 
cluded in the list. 

M-5: Sets a ceiling on the 
number of defense orders which 
aluminum producers need accept 
in any one month, based both on 
product and total tonnage. 





Questions and Answers on instalment Sales 


In response to reader inquiries, HARDWARE AGE obtained the following 

answers to questions about Regulation W and Regulation X. It is advisable, 

however, to check with the nearest Federal Reserve Branch on all specific 
problems. 


QUESTION » Does Regulation X 
apply to hardware dealers who 
sell builders, either over the 
counter or on a contract basis, 
or does that Regulation apply 
only to certified lending insti- 
tions extending credit to per- 
sons or real estate firms for 
new construction or improve- 
ments? 


ANSWER: See Sec. 5 (h) of 
Regulation X. (Editor’s Note: 
This section states that “No 
person shall be required to 
register pursuant to... this 
regulation because of the fact 
that he performs labor or fur- 
nishes material for new con- 
struction on an open account 
unless he shall be otherwise 
engaged in the business of ex- 
tending real estate credit.’ ) 





QUESTION: Do Regulations X 
and W cross each other? Reg- 
ulation X applies to major ad- 
ditions or major improvements 
to a residence. Regulation W 
applies to residential repairs, 
alterations, or improvements. 
If these two sections cross 
each other, where is the divid- 
ing line? 


ANSWER: Regulation W ap- 
plies to credits of $2,500 or 
less for home improvements, 
but exempts credits subject to 
Regulation X which applies at 
$2,500 or up. 


QUESTION: Under Regulation 
X, what are considered major 
additions or major improve- 
ments? 


ANSWER: A major addition 
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or improvement is defined in 
Section 2 (g). In other words, 
the items listed would be cov- 
ered by Regulation X if they 
cost $2,500 or more. (Editor’s 
Note: Sec. 2 (g) defines 
MAJOR ADDITION or MA- 
JOR IMPROVEMENT as “an 
enlargement, reconstruction or 
other alteration to an existing 
structure, or any other addi- 
tion or improvement which be- 
comes or is to become physi- 
cally attached to a part of the 
structure if the cost or esti- 
mated cost of such addition or 
improvement exceeds $2,500. 


QUESTION: Under Regulation 
W, what items come under 
“home improvement, altera- 
tions, and repair in Group D 
of the Supplement to Regula- 
tion W? (See HA, Sept. 21 
issue for text of Regulation 
W.) Would tools or builders’ 
hardware be included? 


ANSWER: Materials, articles, 
and services, are covered un- 
der Regulation W. However, 
tools would not be covered. 


QUESTION: Under Regulation 
W, is a hardware dealer pre- 
vented from selling (such as 
a complete modern kitchen 
unit) under an open-end mort- 


gage without a down pay- 


ment? 


ANSWER: The exact nature 
of the transaction might be 
important in each specific 
case. Generally, however, a 
down payment would be re- 
quired if the price were over 
$2,500. 


New NPA Appointments 


Included among recent ap- 
pointments announced by NPA 
are: 


Joseph Summer Bates, presi- 
dent, Bates Chemical Co., as di- 
rector of the Chemical Division, 
NPA. 


Charles E. Kolhepp, presi- 
dent, Wisconsin Public Service 
Corp., as a consultant to assist 
with the organization of the 
NPA Program Bureau. 


Edward H. Lane, The Lane 
Co., Altavista, Va., as special as- 
sistant to the Administrator for 
Small Business. He will report 
directly to William H. Harrison 
on problems relating to small 
business and will supervise the 
Office of Small Business. 



































MARQUETTE 
a big Freezer Value! 


@ Four models, 16, 111, 8, 4 
cu. ft. 

@ Heavily insulated with Rock- 
wool 

@ Welded steel construction 

@ Vapor sealed cabinet 

@ Counterbalanced doors 














MARQUETTE 


REFRIGERATORS 
A line that’s easy to sell! 


@ Big 42 Ib. frozen food com- 
partment 

@ Refrigerated top-to-bottom 

@ Full width Vege - Crisp 
drawer holds 18 quarts 

@ 172 sq. ft. of shelf area 

° Quiet, efficient Tecumseh 
compressor 











307 EAST HENNEPIN AVENUE 
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MARQUETTE APPLIANCES, INC. 


MINNEAPOLIS 14, MINNESOTA 























WHAT'S NEW 


Latest Information on New Hardware Merchandise 








(Continued from page 13) 


tool roll, handle and blades to fit 
4, 6, 8, 10, 12, 14, and 4, 5/16 
and % in. screws. Retail: $3.87. 
Vaco Products Co., 317 E. On- 
tario St., Chicago 11, IIl. 





Hex Socket Wrenches 


Proto 20 single hexagon thin- 
wall socket wrenches. Design 
guaranteed for power or hand 
use in service work. Wrenches 
will safely fit and turn under- 
size nuts or rusted nuts. Made 





of alloy steel with chrome finish. 
Seven are % in. drive regular 
sockets with openings of 5/16 
to 11/16 in. Six are %% in. with 
3g to 11/16 in. openings and 
seven are \% in. drive regular 
sockets with 3% to %4 in. open- 
ings. No. 9900J merchandise 
available to display entire 
twenty. Plomb Tool Co., Los 
Angeles, Cal. 


Power Auger Bit 


Power auger bit can be oper- 
ated at high speeds, will bore 
hard and soft woods, including 
plywoods, regardless of knots 
and grain. It can be used in all 
electric drills having 4 in. or 
larger chuck capacity. Hexagon 
shanks prevent bit from slipping 
in chuck. Available in %, %, 
52, 34, % and 1 in. Circular 
available illustrating and de- 
scribing bit. Whitman & Barnes, 
division of United Drill & Tool 
Corp., Plymouth, Mich. 
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Carbide Scraper 


Carbide scraper with double 
Perma-Edge carbide blade, 21% 
in. wide. Reversible it provides 





5 in. of scraping carbide. For 
use on wood, metal, glass, plas- 
tic, slate, marble, and masonry. 
Handle made of hard wood, 
shaped and balanced. Replace- 
ment blades available. Retails 
for $2.95. New England Carbide 
Tool Co., Cambridge, Mass. 





Register Filters 


Health Flo register filter fea- 
tures all-metal construction, pro- 
vides even heat floor, clean air 
circulation. Filters out 90 pct 
of furnace dirt. Made for wall 
or floor registers in 11 sizes. 
Packed in bundles of 12 and 
boxes of 12. For coal, oil or gas 
furnace. Retail: $1.02, $1.28. 
The Modern Metal Products Co., 
Inc., 169-179 Clinton St., War- 
ren, Ohio. 





Cabinet Hardware 


Two solid brass cabinet door 
and drawer pulls that may be 
applied either vertically or hori- 
zontally. Pulls available in two 
sizes: 45% in. and 34 in. for 
cabinet doors or drawers %4 and 
¥% in. thick. Furnished in all 
standard hardware finishes. Dis- 
play showing both sizes in 
chrome and brass finishes is 
available at the cost of the hard- 
ware. The Stanley Works, New 
Britain, Conn. 


Ignition Wiring Kit 

Ignition wiring repair kit for 
replacing worn out or broken 
distributor and spark plug ter- 
minals. Includes: distributor cap, 
straight spark plug and angle 
spark plug terminals, all of 
copper alloy spring tempered. 
Also distributor cap hoods made 





of vinyl plastic, impervious to 
gas and oil, and a crimping cut- 
ting and wire stripping tool. 
Terminal triple spring grip as- 
sures perfect connection with 
spark plug studs. Kit assort- 
ment packed in a clear plastic 
container 834x6x1% in. with 11 
separate bins. Retail: $8.50. 
Vaco Products Co., 317 E. On- 
tario St., Chicago 11, IIl. 


Glass Rod Line 


Wright & McGill glass fiber 
rods consist of casting, spinning 
and ocean models. Quadrate 
shape and perfect taper provide 
quick action, balance and ac- 
curacy. Casting rods made in 
Toughy, Master Glass, Tru-Cast 
and Nyla Glass grades, retail 
from $8.50 to $24.50. Feature 
Sure-Lock handle. Better grade 
rods equipped with square fer- 
rules to fit square chuck handle. 
Spinning rods made in Tru-Cast, 
$14.95 and Deluxe $24.40. Ocean 
rods carried in four models from 
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PITTSBURGH'S 
“LIGHTNING 
LINE" 
of maintenance brushes— 
sweeps, dusters and scrubs 
— is profitable too .. . 
with the same money-sav- 
ing warehousing plan. 





| Pittsburghs unique merchandising system - 


_ KEEPS YOUR INVESTMENT 5 
AND YOUR PROFITS HIGH! 








ed 
ing te 


























Insreap of spending heavily for inventory, you 
carry minimum supplies. Then depend on our near- 
by. warehouse for swift delivery of reorders when 
needed. Dealers agree this modern merchandis- 
ing system is swift, dependable, economical. 


FAST TURNOVER—HIGH PROFITS 


There’s nothing like a quality brush for quality 
work—and nothing like Gold Stripe for a quality 
brush. Master painters, handy men, homeowners 
know Gold Stripe does the job right. . . is cheaper 
in the long run. 

Repeat sales will be proof that Gold Stripe means 
satisfied customers who get smoother, neater paint 
jobs in less time with less effort. From bristle to 
handle, they’re designed as a unit under job-tested 
conditions by master craftsmen . . . and exclusive 
LIFE SAVER jacket keeps them lively, straight 
and clean longer. 


Where cost is a factor, Pittsburgh brushes are also avail- 
able in the exclusive Bristle-Neoceta family, and the 100°; 
Neoceta family saving you from one-third to one-half the 
price of pure bristle brushes. 

Call the Pittsburgh Branch near you or write: PitTs- 


BURGH PiaTE Giass Co., Brush Div., Dept. D-2, 
3221 Frederick Ave., Baltimore 29, Maryland. 


nrrssuncn Cold SLvipe anvenes 

















PITTSBURGH PLATE 
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MATCHED TUBULAR 
CYLINDER 
LOCK SETS 

for 
extertor of 


intertor doors 






















Extremely Popular 
because they are 


e Precision built 

e Modestly priced 
e Beautifully styled 
e Easy to install 


These new type precision built tubular 
cylinder lock sets combine the famous 
Harloc easy-to-install tubular double 
spring latch with a fine quality cylinder 
lock that can be furnished keyed alike in 
pairs or master keyed as matched sets. 
The Lynwood (large illustration) with its 
forged solid brass handle is truely distinc- 
tive for entrance doors. The Hampton, 
with matching escutcheon, can be used for 
front, rear, basement and garage doors. 
Also ideal for apartments, cottages, offices 
and public buildings. 


For a lifetime of satisfaction 


HARLOC 





HARLOC PRODUCTS CORPORATION 
New Haven ¢ Connecticut 
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$12.95 to $35. Wright & McGill, 
Box 7, Capital Hill Station, Den- 
ver, Col. 


Steel Access Doors 


Improved Milcor steel access 
doors feature no-sag spring 
hinges permitting door to be 
opened to 175 deg. They position 
the door positively. Rust inhib- 
itive gray paint used as primer. 
Doors packaged individually and 
contents identified. Doors come 





ready to install. Thirty-three dif- 
ferent styles and sizes produced. 
Inland Steel Products Co., P.O. 
Box 393, Milwaukee 1, Wis. 





Alarm Clock 


Showboat alarm clock with 
full color dial illustrating a 
paddle wheel powered showboat. 





Alarm No. 271 is made so boat’s 
paddle wheel on its stern turns 
when clock is running. Powered 
by Lux 30 hr. movement. Re- 
tail: $2.95, plus tax. Lua Clock 
Mfg. Co., Waterbury, Conn. 





Four Blade Screwdriver 


Shelton four tool steel blade 
screwdriver. No _ projecting 
blades when closed. Select blade, 





remaining blades fold back into 
handle. Two color display holds 
12; sells from both sides. In- 
dividual screwdriver on _ two 
color-sell card. Retail: $1.50. 
Shelton Plane & Tool Mfg. Co., 
Shelton, Conn. 





Electric Roaster 


Nesco electric roaster with in- 
sulated cover features tempera- 
ture control, push-button cover 
release, and automatic timer. 








Unit turns itself on and off at 
the exact times specified. Roaster 
is available alone or with the 
cabinet shown. Drawer space in 
cabinet. Finished in white, gray 
and gold. Available in 20, 18 
and 6 qt. sizes in table height 
floor units and portable models. 
Model 20 shown, retail: $79.95. 
Nesco kitchen ware features 4 
new design called Nosegay with 
white, gray, yellow and black 
color combinations, decorating 
19 kitchen accessories. Nesco, 
Inc., 270 N. 12th St., Chicago, 
Ill. 
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Folding Table, Chair 


Folding chair No. 810 and a 
companion table, No. 825, both 
of which may be folded so as to 


ft in the car trunk. Chair is 
form fitting, features aerated 
slat construction, and has wide 
level arm rests. Chair is rein- 
forced with wood and steel in 
the front section. Table, about 
card table size, is made for out- 
door use with wood slat top of 
clear fir. Woodenware Products 
Corp., 122 N. Seventh St., St. 
Louis 1, Mo. 





Outdoor Candle 


Noma fibre glass candle with 
moulded plastic flame tip. Metal 
base with translucent plastic 
panels spell Seasons Greet- 
ings. Waterproof, weatherproof. 


outdoor lamp. Lead cord and 









iif? Peery 


i 
y Bae ne ANON nd 











plug. Candle is 53 in. high, base 
138x13x9 in. Individually pack- 
aged. Retail: $19.95. Noma Elec- 
tric Corp., 55 West 13th St., New 
York City 11. 





Improved Gasoline Torch 


Bernz gasoline torch features 
aluminum construction and flared 
tank design. Results in greater 
fuel capacity and weight balance 
at any fuel level. Bakelite pistol- 





Equipped with 150 watt par 38 © 








a Report frome os 
KatchenAid 





From a careful study of field reports from KitchenAid Home Dish- 
washer Distributors and Dealers, we have compiled the following facts: 


1. That the front opening door and 
two racks that slide out independ- 
ently assure the easiest, most con- 
venient loading of tableware. 

2. That the Hobart revolving wash 
principle provides the most complete, 
most powerful coverage. 

3. That the two power rinses effec- 
tively rinse all tableware. 

4. That the uncompromised quality 
built into KitchenAid is paying off in 
complete user satisfaction. « 


5. That the separately powered, cir- 


culated, electric hot air drying is the 
most efficient drying action . . . so 
thorough that no “tear drops” are 
left even on glassware. 

6. That the KitchenAid self-clean- 
ing, sanitary features eliminate wash- 
ing or rinsing of food particles back 
onto tableware. Wash and rinse 
water is constantly strained. 

7. That the KitchenAid service rec- 
ord has been remarkably troublefree. 


8. That installation is the simplest 
of any home dishwasher. 


ee because of this remarkable record, the demand 


ee for the KitchenAid Home Dishwasher has been so great, we are 


temporarily unable to keep up with the needs of our present 
distributors. We have been forced to revise our plans for extending 
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our distributor coverage for the present. As soon as our expanded produc- 
tion permits us to catch up with demand, we will proceed with our program 
for increased distribution. In the meantime, we suggest that dealers write 
Dept. KD, Troy, Ohio, for name of nearest distributor. 


KatchenAid 


The Finest Made He 
KitchenAid Division « THE HOBART MFG. CO. 


World’s Largest Manufacturer of Food and Kitchen Machines 


BED nor, OHIO 
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© Vented Radiant Cir- 
wy «(culator 30, 45 & 
m «665,000 Btu 





Vented Circulator 12 
& 20,000 Btu 









Cool Safety Cabinet 
Unvented Radiant 
Circulator 12, 20, 
25 & 35.000 Btu 


Radiant Fireplace 
Model 20, 25 & 
30,000 Btu 


WHAT'S NEW 








grip handle. Simplified pump 
construction reduces number of 
parts from 16 to 8. Safety fea- 
ture is lock ring on needle valve. 
Otto Bernz Co., Rochester, N. Y. 


Toy Broom, Dust Pan 


Perma-Broomette and Dust- 
Ette, toy broom and toy dust 
pan. Available in bright color 





combinations. Retail respective- 
ly: 98 cents, 25 cents. The 
Modglin Co., Inc., 3225 San Fer- 
nando Rd., Los Angeles, Cal. 


Handi-Can 


Handi Can, all metal, carries, 
stores and pours a five gallon ca- 
pacity of kerosene, gasoline, oil, 
etc. Unit incorporates a welded 
body, rolled metal seams and a 
domed top for resistance to 
wear. Features oversized fill- 


















Because MORE People Ask 
for Dearborn 


STOVE COMPANY 


CHICAGO ° oe Se 


$830 N. Pulosk: Rd 1700 W. Commerce St 














ing spout, drop handle, extra 
wide wooden grip and is finished 
in red, blue and silver. Pouring 
spouts available in *4 in. and 
13%, in. Continental Can Co., 
Inc., 100 E. 42nd St., New York 
City 17. 
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Radial Arm Saw 


DeWalt model GR radial arm 
saw features a low-dead rise di- 
rect drive motor. A _ reduction 
of distance from the bottom of 
motor casing to saw arbor allows 
feeding of thicker stock when 
using a 14 in. saw blade. Motor 
is totally enclosed and is equipped 
with grease sealed for life bear- 
ings plus wiring insulation that 
will stand double the amount of 
heat generated by the motor. 
Available in standard and me- 





dium arms sizes. Cutting depth 
41% in. DeWalt, Inc., Lancas- 
ter, Pa. 


Utility Boxes 


Liberty steel utility boxes fin- 
ished in baked enamel and fea- 
turing no leak construction, for 
both seams and tops of boxes. 
Handles and handle plates rivet- 
ed on to cover; hinges built into 
cover and case. Made with single 
cantilever trays and double can- 
tilever trays. Trays themselves 
pivot on solid flat links riveted 
to the case. Retail: $2.25 to 
$3.95. Liberty Steel Chest Corp., 
16 Dowling Place, Rochester, 
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Automatic Toaster 
Toastswell two slice electric 


pop-up toaster has removable 
crumb tray. Model 350 features 


coe 





bread release utilizing a shock 
absorber to eliminate jarring 
and noise when toast is released. 
Wide range color selector, silent 
clock with thermostatic timing, 
extra high lifts and thin tem- 
pered guard wires. Revolving 
floating disc contacts insure per- 
fect connections on AC or DC. 
Toastswell Co., 620 Tower Grove 
Ave., St. Louis, Mo. 





Lighter Fluid Dispenser 


Red Tip Lighter fluid metal 
dispenser holding 8 oz. Each 
unit is equipped with a pump, 
effective to the last drop. Auto- 
matic spout control so locks the 
pump that the fluid will not spill 
or leak. Fluid has Tholite added 
and is pleasantly scented. Re- 
























tail: 39 cents. Fil-O-Matic Corp., 
Socony Vacuum Bldg., Chicago 
5, Il. 


Sealed Beam Lantern 


Westinghouse sealed beam 
type lantern throws block long 
spotlight. All glass lamp pow- 
ered by 6 volt battery in alumi- 
num case. Lamp burns even if 
dunked in water. Lamp has 5500 
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AMERICAN 


RENTAL 
SANDERS 





i 
ati 


inf 


NS 
Easy to display .. . 
adjust handle to vertical 


position, takes less space 
on floor. 









Easy to sand... 
handle adjusts to proper 
angie for tall or short 
Operators. 





Easy fo transport... 
with handle detached, 
machine fits in trunk of 
car. 




















You can build a substantial EXTRA PROFIT 
BUSINESS for your store—by renting American Floor 
/ Machines to your customers! Hundreds of dealers are doing 
Ahis and making steady monthly income—you can do it too! 
Start right with American Quality Machines! For example 
—show a few of your customers how easy it is to use the 
American Rental Sander to make old floors like new— 
and rental dollars start rolling in! Also, you get 
plus sales of seals, paints, abrasives, etc. This Sander 
—like all American Machines—is built to “take it”’ 
.-.it will give you the utmost profit-hours with 







extremely low maintenance expense. It’s a year 
*round money-maker for you! Send for profit-plan details. 


Little American 8” Floor 
Sander... lever-type 
-+ + produces profes- 
sional results in rental 











American Spinner Floor Zz 

Edgers ... Giec-sype 
sander finishes right 
up to edges of floors, 
stairs, closets. 5!” & 
7” discs. 


The American Floor Surfacing Machine Co. 
522 So. St. Clair St., Toledo 3, Ohio 

D0 Send 12-page illustrated free booklet showing 
how to make money in the floor sander rental 
business. 

D Send latest catalog on the following, without 
obligation: 
(0 Floor Sanders [J Floor Edgers ([ Main- 
tenance Machine 


Maintenance Machines. 
Labor saving for pol- 
ishing, disc sanding 
steel wooling and 
scrubbing floors. Brush 








spread 14, 16 or 19 Name 
inches. 8 
Street 
SEND CCUPON TODAY City. State A 








“ MERICAN 


FLOOR MACHINES...PORTABLE TOOLS 
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MODEL 161 
Magnifying Lens 


Select 4 
these: | 
th ree ts Ree Fr... 187 


Magnifying Lens 





MODEL 134 
Airplane Dial 











Health-o-eter 


athe Sealed 


Alert buyers know that con- 

sumer acceptance means easier, 

more profitable selling. They 
know, too, that Health-o-Meter 
Scales have been the favorites for 
more than 30 years. That is why 
leading stores everywhere feature 
Health-o-Meter Bath Scales. 

Yes, since the first bath scale—in- 
troduced by Health-o-Meter ’way 
back in 1919—we have built only 
precision weighing instruments that 
perform accurately for the longest pos- 
sible time. The outstanding popular- 
ity of Health-o-Meter Scales with the 
medical professionand the American 
public has been the result. Get your 
share of the profits of established 
leadership by making Health-o- 
Meter your bath scale line. 





CONTINENTAL SCALE CORPORATION 
Chicago 36, Illinois | 


5701 S. Claremont Avenue 
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| beam candlepower. 





Features 
clear lens for spotlighting. Lamp 
retail: $2.50 plus tax, entire 
unit, $7.25. Westinghouse Elec- 
tric Corp., Lamp Division, 


| Bloomfield, N. J. 


} 
| 
| 
| 
| 
} 
} 
| 











| Mirbrite Bit Set 


Mirbrite auger bit set with 


| 13 bits from 4/16 to 11/16 in. 


Packed in blue, plastic-surfaced 





leatherette roll. Each bit com- 
partment labeled for size. Re- 
finement of Mirbrite finish pro- 
vides positive rust protection. 
The Midway Tool Co., Inc., P. O. 
Box 28, Cleveland, Ohio. 


Feed Oilers 


Trico multiple feed oilers, 
manual or fully automatic sole- 
noid control Pyrex glass or lucite 
plastic oil reservoirs. Oilers 
available in’ 1 pt., 1 qt., and 2% 
qt. capacities, 1 to 20 feed out- 
lets. One central point control. 
Trico Fuse Mfg. Co., Milwaukee 
12, Wis. 





to interior plaster. 
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Toy Cap Pistol 


Bronco six shooter toy cap 
pistol model 209 replaces 208. 
Pistol has a longer barrel, new 










engraving and larger plastic 
grips, embossed with a bucking 
bronco. Features Kilgore’s 
Swing-Out cylinder loading ac- 
tion. Die-cast of zinc alloy plated 
with silver finish. Individually 
boxed. Retail $1.69. The Kilgore 
Mfg. Co., Westerville, Ohio. 


Copper Cookware Cleaner 


Noo cleaner for copper cook- , 
ware in white powder form. 
Will not scratch, is harmless to 


MINATED 


Rags 
« COPPER 
'AINLESS S 

CLEANSES 







hands. Grease-cutting foaming 
agent employed. Can, retail: 50 
cents. Caller Co., Inc., 385 Har- 
rison Ave., Boston 18, Mass. 









Plaster Bond 


VaBar plaster bond prevents 
moisture entering through wall 
Will not run 
or damage workmen’s clothes, 
hands or tools, and causes no 
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me uL-cOLOR "WINYLIT eo, 


».. LED BY 
PLASTIC NOVELTIES 
Se ee 
“RUDOLPH 
THE RED-NOSED 








Rovelites 


FOR 
e 


Novelty . . . variety . . . saleability! The 
“something different’ customers look for. 
They'll excite interest by National Adver- 
tising, and carry right thru to the cash 
register. gt 


Show them... sell them! FLAMEPRO 


C) 
iS 


oF VISCA 


BI O8 REFUND 
<c oF 
+" Guaranteed by > re IES 
Good Housekeeping oT 
a " "5 ad F. *. 

40745 soveaist WOES ad af ae Ore —< 


p PLASTIC PLAQUES 


Order from your wholesaler- TODAY 
ELECTRIC COMPANY, Inc PAWTUCKET-R-I- 








DIAMOND G 
SPRING 


LOCK WASHERS | 


Controlled Tension built into 
every spring lock washer for 
longer lasting service and 
better quality ... means bigger 
repeat sales for you. Precision 
quality control by Garretts in 
manufacturing . . . torture- 
testing and proved peak-per- 
formance in assemblies assure 
you of ao product you can sell 
with confidence .. . build a 
reputation and satisfied repeat 
soles. 


WASHERS FOR EVERY NEED 


Whatever your needs in spring 
lock washers, there's a Diamond 
G to answer it—high carbon 
steel, bronze, aluminum, stain- 
less steel and monel metal 
spring lock washers finished or 
plated with cadmium, nickel, 
brass, copper or other finishes 
...+ plus the new Diamond G 
Aluminum Spring Lock Washer 
that combines the light of 
aluminum with the strength and 
durability of steel. 

Prove the profit possibilities 
of these Diamond G Spring 
Lock Washers ... add them to 
your line and build repeat 
sales. Write for complete book- 
let on “How, Why and Where 
of Lock Washers.” 


DIAMOND G PRODUCTS 


Manufactured by 


GEORGE K. GARRETT CO., Inc. 
D & Tioga Sts., Phila. 34, Pa. 











WHAT’S NEW 


mess and no unpleasant odors. 
Minimum requjrement is three 
pounds VaBar per square yard. 
Standard Dry Wall Products, 
New Eagle, Pa. 





Rat, Mouse Killer 


Black Leaf warfarin rat and 
mouse killer is tasteless and 
odorless and slow acting. Poi- 


soned rats show no immediate 
effects but eventually become 
drowsy and die of internal hem- 
orrhage. No hazard to livestock 
or pets. Tobacco By-Products & 
Chemical Corp., 401 E. Main St., 
Richmond, Va. 


Basin Wrench 


Trimo basin wrench for tight- 
ening nuts in close places. Used 
on basin nuts, traps, flush 
valves, ball cocks. Drop forged 
steel jaws with hardened teeth. 
May be operated either right or 
left. Tool is 11 in. overall. 
finished in blue and red with 
cadmium plated handle. Packed 
singly in paper bags stapled at 
end and identified. Retail: $2.40. 
Trimont Mfg. Co., 55-71 Amory 
St., Roxbury, Boston 19, Mass. 





Foster Faucet: 


NEVER LEAK 


Because of 
New Design Featur< 
relate Mm (ch Ma alehaciatel Gc 





Brand new and exclusive in this low-price 
Self-Closing faucet is a bronze bushing whid 
prevents sticking of the handle wha 
degreasing solutions are in use. Alw 
valuable is the replaceable disc seat ¢ 
oil-resistant HYCAR material. Newly designe 
bottom plug simplifies cleaning and bom 
a non-leaking sealing ring. Available in }' 
size in aluminum, brass or cast iron, 
Other FOSTER products include Cee Clamp, 
Oil and Molasses Gate, and Garden Beau; 
Lawn Sprinklers. 


Write or wire TODAY for full details 


FOSTER 


ALUMINUM ALLOY 
PRODUCTS CORP 


Forestville 3, New York 











( Here's the ome thet 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repaits in tit 
wood or plaster. Pas 
dealers a bigger profit 
SELLS BETTER because 
it WORKS BETTER 


WILL NOT SHRINK 
STICKS AND STAYS pyr 
i 
PP  ) 








Most dealers report: 

“Our sales of Dur- 

ham’s Rock - Hard 

Water Putty keep 

doubling, year after 

year.” What’s more, 

Durham’s Rock- 

Hard Water Putty 

gives you by far the 

best profit-margin on 

any product of this . 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Ha 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw oF 
chisel it, paint or polish it to a velvet sm 
finish. Easy to use. Keeps indefinitely. 50 
economical. Just mix with water @% 
needed. ¢ Packed twelve 1-lb. cans or si% 
4-1. cans to case. Keep some of each on dit 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Materia! 
in POWDER Form 
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‘ DADO 
af SAWING 
witH (Qe WASHERS 


THEY? §=you BET ! 
Deut . yey DO 


When woodworkers and hobbyists see - 
this amazing new invention in action 
.. they buy! The low price of $4.95, 
simplicity of operation, and accuracy 
of Micromatic adjustment—have sold 
Warren Washers everywhere, from 
Alaska to South Africa. Outstanding 
stopper display sells ’em right off your 
counter. National advertising and 
mobile demonstration units promote 
sales volume for you! Not a gadget— 
it's a woodworker’s dream! 





WRITE FOR INFORMATION 


REN DADO SAWING WASHERS CO. 
70 Medbury, Detroit 2, Michigan 











TAYLOR-GJEDE CO. 


WEBSTER, MASS 


INC. 


Exclusive Sales Representative 
JOHN H. GRAHAM & CO., INC. 
105 DUANE ST. «© NEW YORK 8, N. Y. 
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WHAT’S NEW 


Utility Truck Body 


Morrison Carry-All, made in 
models B-750, illustrated, and 
B-910, fit all standard 4%, 34 and 
1 ton new and used truck chassis. 





Features heavy gage steel con- 


struction, bridge type underbody, 
481% in. width floor. Both em- 
ploy a center control dual latch 
locking arm sealing double 
stamped door panels against a 
molded rubber gasket. Individual 
cylinder locks on each door, 
keyed alike. Carry-Alls have 
forged chrome-plated handles, 
recessed and compartment doors 
are made of an inner and outer 
steel stamping welded and as- 
sembled for alignment. Morrison 
Steel Products, Inc., Buffalo, 
mm. 3. 


Shelf Hangers 


Add-A-Pair shelf hangers per- 
mit addition of extra shelves to 
those already installed. Beth- 
anized 14 in. steel wire used. 
Multiple installations hold up to 
1,000 Ibs. of pipe, lumber, paints, 
boxes, wrapped paper, old files. 
Shelves as wide as 12 in. may be 
created. Ellbee Mfg. Co., Vine- 
land, N. J. 


Bathroom Fixture 


Lustro-ware bathroom fixtures 
available in a variety of color 
that stay bright. Molded of 








FAMOUS SWEDISH 
HINGES 


SCREWS 


Finest Swedish Quality 
Reasonably Priced 
Complete Sizes, Styles, Finishes 


Prompt Delivery from our Ware- 
house Stock 


A complete 
range of butt 
hinges for all 
applications 
in all finishes. 
The finest 
quality produced anywhere. Standard 


U. S. specifications and packaging. 


A complete selec- 
tion of builders’ 


STRAP 
alin el >) 


shelf hardware in- 
cluding bolts, 
hasps, brackets, 
back flaps, light 
narrows, etc. Famous Swedish steel and 


finishes. 


\\\ 


A complete range of 
sizes, types and fin- 
ishes in superior qual- 
ity Swedish wood 
Prompt de- 


WwooD 
SCREWS 


screws. 

livery. 
FULLY GUARANTEED! 

See Your Jobber or Write for Prices 


(ei 4, hielem gele) ela sbjie). 


GENERAL TEEL NAREHOUSE CO INC 


18( North Kostner Avenue, Chicago 39, Illino 












GREENLEE CHISELS 


Now PlasticSealed 


... protects your stock, 
brings full value to the user 


Yes, that fine finish you 
always find on GREENLEE 
Chisels now has sure, 
constant protection from factory 
to user. Because GREENLEE 
Chisels are Plastic-Sealed 
with a heavy protective coating 
over the entire blade. 

That means they are shielded 
from shipping and handling damage, 
seashore and other humid 
conditions. Think of 

















the costly stock maintenance this 
eliminates for you... you 
know your chisel inventory is 
in perfect shape at all times. 
And you know that when 
your customers put 


ld VRP», Zz 
these fine GREENLEE oe Ys y ify Yh, ‘Kv a \y 
Chisels to work they'll do y Lig OL) Mi) 
the job right! LP” i yy” & 


Ne 


GREENLEE 


STOCKED BY LEADING WHOLESALERS 
FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auser Bits * Expansive Bits * Socket Butt Chisels * Socket Firmer Chisels * Car Bits * Razor Blade Draw 
Knives * Automatic Push Drills * Spiral Screw Drivers * Bit Extensions * Bell Hangers’ Drills « Turning 
Tools * For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1811 Herbert Avenue, Rockford, Winois, U.S. A, 





WHAT’S NEW 


eT; 





Styron plastic they are practi- 
cally non-breakable and will not 
chip, check, warp or become dis- 
colored from alkali, alcohol or 
acid. Installation of recess or 
surface attached fixtures solidly 
made on any wall surface. Co- 
lumbus Plastic Products, Ine., 
1625 W. Mound St., Columbus, 
Ohio. 


Packaged Wheel Barrow 


Buch Whiz barrow is packaged 
in a carton of parcel post dimen- 
sions. Three cu. ft. heaped ca- 





pacity. Features 10 in. cushion 
tired wheel, oilite bearings. 
Pressed steel, seamless _ tray. 
Rubber handle grips. Buch Mfg. 
Co., Elizabethtown, Pa. 


Tackle Boxes 


My. Buddy Royalite tackle 
boxes coated in an_ alligator 
finish. This box is almost in- 
destructible as this material will 





not rust, rot, warp, crack, peel, 
dent or break. Stratton & Ter- 
stegge Co., Louisville, Ky. 
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Electric Steam Radiator 


Electresteem portable radia- 
tors have no exposed wires, no 
burn to the touch elements or 
fames. Eight section model, re- 
tail $37.95, for average size 
rooms, 10 section Electresteem, 
$42.95, for more than average 





size rooms. Available in walnut 
or ivory finish. Feature three 
head adjustable control, low, 
medium, high and off. Shell 
made of cold roll steel. Safety 












fuse plug, standard air valve, 
nickel chrome wire electric ele- 
ment encased in lifetime copper 
tube. Electric Steam Radiator 
Corp., Paris, Ky. . 





Filtering Funnel 


Filtr-Funl VC 18-8 in. filter- 
ing funnel made of acid, alkali 
and solvent resistant plastic with 
asealed-in stainless steel screen. 
Works with photographic solu- 
tions, outboard motors, power 
lawn mowers, alcohol and gaso- 
line stoves, lamps and lanterns. 





Made of light amber-colored sa- 
tan plastic. Retails: $1.25. 
Bowen Mfg. Co., Villa Park, Il. 


Laundry Hamper Finish 


Pearl-Wick hampers now fea- 
ture a hard baked enamel finish 
that will not scratch or chip. 
Other features of line include: 
Duroweve fibres, permit air to 
Circulate through non-clog air 











PLUS 


more customers . 


business benefits. 


PLUS repeat business ... for 
the buyer of one Heller tool 
comes back to you for others, 


again and again. 


PLUS reputation for quality... 
the instant you put a Heller 
tool to work, you detect genu- 
ine quality. What better way to 
contribute to your reputation? 
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ee 
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BRICKLAYERS’ HAMMER NO. 40 
Drop forged, tempered, 
correctly balanced. Black 
enamel finish. Weight, 
1% lbs. Face and cut- 
ting edge ground and 
polished, Hickory handle. 


“MAJESTIC” BRICKLAYERS’ 
TROWEL NO. 45-B 
London Narrow Pattern. 
Blade, post and tang 
forged in one piece. Tem- 
pered, taper ground and 
polished, Hardwood han* 
dle. Perfect balance. 
Size: 4%” x 11”. 


~ «tor 
one user tells another of supe- 
rior Heller performance. Your 









TILESETTERS’ HAMMER NO. 11 
Drop forged, tempered, 
correctly balanced. Fully 
polished, Weight, 3 oz. 
Edge and face accurately 
ground for neat, sharp 
work. Hickory handle. 







Newark 4, N. J. 


pants See * 


“MAJESTIC” PLASTERERS’ 
FINISHING TROWEL 

Light weight. Hi-grade 
spring steel blade. Alu- 
minum alloy mounting. 
Smooth basswood han- 
dle. Sizes: No, 315-A, 
4%” x 11”. No. 315-F, 
4%” x 11%”. 


Heller Tools are packed 
in sturdy boxes with 
attractive end labels 
for easy identification. 


BROTHERS COMPANY 


Newcomerstown, Ohio 


CONTACT YOUR JOBBER for our FULL LINE of Carpenters’, Machinists’, Tinners’, Upholsterers’, 
Bricklayers’, Tilesetters’, Blacksmiths’ and Farriers’ Hammers. Also Craftmaster Scrapers, 
Chisels, Punches, Masterenches. Files, Rasps and other quality tools. 
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cut yourself in 


4 on 
: EXTRA PROFITS 


stock 


r 


W 


% Profits jump when you stock 
C and sell Star Molyflex Hack 
Saw Blades... you make four times as 
much money as you do with standard 
steel blades. Customers go for Molyflex 
—like the way these top-quality high 
speed steel blades cut 23.8% longer than 
other brands of high speed flexibles— 
come back again and again with re- 
orders. Feature Star Molyflex Blades— 
get your share of extra Molyflex profits. 
Rush an order to your jobber today. 


GET THESE STAR SALES AIDS 
FROM YOUR JOBBER 


No. 166—Counter Display Card holding 
10 Molyflex Blades. No. 45—Display 
Card that sells 3 Unbreakable Special 
Flexible blades at a time. Also, free Star 
Wall Chart—free 32-page booklet, Met- 
al Cutting. 5 eV 
FEATURE STAR 
STEELRITE 


METAL MARKING 
CRAYONS 





Attractive counter 
box guarantees 
ready, steady 
sales. 





COMING SOON! 
Sound Slide Film: “Hitch 
Your Wagon To A Star”. 
Available for distribu- 
tors’ sales meetings. 


CLEMSON 


BROS., INC. 


Middletown, N. Y., U.S.A. 
Makers of hand and power hack saw blades, 
frames, metal cutting band saw blades and 

Clemson Lawn Machines 





WHAT’S NEW 





vents when hamper is full; and 
unobstructed opening at top. 
Pearl-Wick Corp., 27-50 First 
St., Astoria, Long Island, N. Y. 


Clamp Down Frame 


Ardee clamp down type frame 
makes watertight sink frame in- 
stallation. Covering material, 


plywood counter top and frame 
are permanently held together 
by a series of small clamps at- 
tached beneath the sink bowl 
rim. Available with notched cor- 
ners for square cornered sinks 
and special lugs for use on vitre- 
ous china and porcelain bowls. 
R. D. Warner Co., Inc., 295 
Fifth Ave., New York City 16. 


Power Saw 


Portable power saw combina- 
tion, consists of model 71—7 in. 
blade saw and a portable saw 
table. It will do both bench and 
outside work. Lightweight unit 
will frame 2 in. material at a 45 
deg. angle and cut from 2% in. 
to % in. at 90 deg. Saw table 
has full angle and bevel adjust- 
ments. Mall Tool Co., 7702 South 
Chicago Ave., Chicago 19, IIl. 


One-Way Vision Grille 


Ajax one-way vision door 
grille with set-in mirror. Mirror 
makes unit weatherproof. Solid 
brass styled die cast Zamak 
grille available with or without 
mirror. No mortising required. 
Features: telescoping collar; 
concealed strike, hinges and ma- 
chine screws; all standard 
finishes available; finishes guar- 
anteed for life of installation. 
Ajax Hardware Mfg. Corp., 4351 
Valley Blvd., Los Angeles 32, 
Cal. . 


Food Chopper 


Enterprise No-Clamp chopper 
stands on its own base. Chops 
meat, vegetables and fruits. 


Body is heavily tinned; cutting 
parts of tempered steel. Six 
parts, body, feed screw, knife, 
two interchangeable plates, ring 
and handle. Capacity two pounds 
of meat per minute. A 16-page 
recipe book included in carton. 
One display stand per case sup- 
plied. Retail: $6.95. The Enter- 
prise Mfg. Co. of Pa., Philadel- 
phia 33, Pa. 
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Fi n e st Clincher 


Couplings and Menders 
For EITHER 
PLASTIC or RUBBER 
HOSE 





No. 85CL 


Sherman “long-grip” Couplings and 
Menders are the best known and 
most widely sold in the trade. 


Special features make them the 
best for repairing or connecting 
either plastic or rubber hose. 
Dealers everywhere report that the 
“Staggered Fingers” are the great- 
est improvement in clincher types 
ever offered, and outsell any other. 
Every other finger is longer and 
gtips farther back from the end of 
the hose. These staggered fingers 
Press tightly against the multiple 
corrugated tail piece—another 
Sherman feature. Diameter of tail 
pieces are engineered to easily in- 
Sert in either plastic or rubber hose. 


H. B. SHERMAN MFG. CO. 
Battie Creek, Mich. 


Sheuman 


“long-grip" Couplings 
and Menders 

















WHAT'S NEW 


Mixablend 


Universal Mixablend blends, 
mixes, whips, purees and grinds. 
Equipped with stainless steel 





blades, 82 oz. glass container 
with fluted interior—fits on rub- 
ber projections atop the base. 
Motor assembly is anchored to 
wide base. Fitted with two- 
speed, air-cooled, self-lubricating 
motor, sealed-in housing. Lan- 
ders, Frary & Clark, New Bri- 
tain, Conn. 


Rotary Power Mower 


Savage rotary power motor 
powered by a 1.6 hp 4 cycle 
Briggs & Stratton engine with 
belt drive. Cutting width 19 in. 
Single one-piece blade is Sta- 
Temp hardened and tempered. 


Mower features deep skirt reach- 
ing to the ground all around, en- 
closing whirling blade. Mower is 
4 wheeled model with turret- 
type shaft and belt guard. Three 
cutting heights. Savage Arms 
Corp., Chicopee Falls, Mass. 


(Resume reading on page 13) 
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CHAPIN 


Compressed Air 


SPRAYERS 


DIE 
CAST 
HANDLE 


STRONGER 
ELECTRIC 
SEAM 
WELD 


BRILLIANT 
CHINESE RED 
TRIM 


A wide range of Chapin sprayers for every 
prospect ... every purpose. Featuring smart, 
new désigns in funnel top and open head 
models. Full operating tank capacities, 24% 
to 4 gals. Sturdily built of Armco zinc-grip 
galvanize or copper. 
Also a complete line of hand sprayers, 
dusters, knapsack and wheelbarrow 
sprayers. 


WRITE FOR CATALOG No. 51 


R. E. CHAPIN 


MANUFACTURING WORKS, INC 


200 Chapin St. Batavia, N. Y. 
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(COACO\ 


Another (co 
PROFIT-MAKER “U/ 


For You 


The Sensational, New 


CONCO 


PORTABLE 


ELECTRIC-RADIATOR 














TO HELP YOU SELL 


New Displays and Other Dealer Sales Helps 








(Continued from page 13) 


pation into the roaster to see 
what’s cooking. Nesco, Inc., Mil- 
waukee, Wis. 





Vise-Grip Merchandiser 


Petersen 
plays one of each 
Vise-Grip wrenches. 


merchandiser  dis- 
of the six 
Built of 





Cutting Tool Catalog 


Condensed hardware catalog 
covering the important items in 
the Chicago Latrobe line of cut- 
ting tools. In loose-leaf form, it 
has the universal Kalamazoo 
punch in the 8% by 11 in. size. 
Sets are available also in the 11 
by 11 in. size. Chicago-Latrobe, 
411 West Ontario St., Chicago 
10, Ill. 





Guide Me 
Guide Mz 
tion of tools 





Brass Fitting Cabinet floor spac 
ae cabinet fo: 
Imperial glass front brass fit- fication an 
ting stock steel display cabinet, duded. Di: 
No. 453FH, finished in three the purché 
colors. Unit includes connecting of tools, 
RETAILS tubing in sizes from %4 to 5% in. cost, $255. 
Regelarly ot outside diameter; pipe thread §, Chicago 
ends from 4% to % in. There are 
$22.95 622 fittings of the 82 most need- Safety Ti 
pom Provides quick, ed types and _ sizes including : ; 
abundant heat where flared, improved compression and Six trair 
! ; ; > ¢ i 
and when wanted! plywood, finished in four color — pide ae and several te = 
OUTSTANDING FEATURES [name unt has east for stand. f"eoy cdoecd compartment wits | Gauge 
Underwriters’ Approved. Uses ing, holes for hanging. Avail- ‘ oie a ean 
SAFE ne aati, Wadi Wily. ondleend able free with purchase of six glass front and individual rais - ts 
heating element. Even at full heat unit | wrenches. Dealer cost, $8.70. * ‘ by 
will not cause a serious burn if touched. | Petersen Mfg. Co., Inc., DeWitt, akes Tez 
FAST Begins heating as soon as plug- Neb. Human T: 
ged in. Consumes 1320 watts, in 90 cents, n 
A. C. or D. C., emitting 4500 TU's per tional Sa 
hour, th ivalent of | . Ht. ° oop 
a See alent of 18% sq. ft. of steam | Sunset Line Packages Michigan 
LIGHT meee —, 28'/2 pa Sunset fishing lines packages 
asi ortadie, A - . 
eras Conga bss 23" ud io". feature labels brand name. Top Talking L 
Smartly styled. grade fishing lines have gold foil Laundr 
ECONOMICAL Costs. epprosi- label in black and white. Second me woice 
mately 2 cents grade lines have basic design with When pr 
per hour to operate (average rates). Saves silver foil. Five different sizes the h 
“oa regular fuel in spring, fall, through win- of transparent, heavy duty, glide- five Fake 
ise top plastic utility boxes are em- given ev 
101 HOME USES ployed. Each item now bears a chine’s 
family resemblance to the rest. ing lid; each compartment eolor pict 
@ IDEAL in nursery, Sunset Fishing Lines, Petaluma, labeled with picture of fittings, which se: 


bath, on porch, in base- 
ment, bedrooms, laun- 
dry, playroom, cottages, 
workshop. RIGHT: 
Convenient carrying 
handle folds over to 
double as handy drying 
rack. 


WRITE tor complete information on 
this outstanding new product. 





Division of H. D. Conkey & Company 
Mendota 





Illinois 





AFFILIATES: 
CONCO MATERIALS HANDLING DIVISION 


ranes — 
CONCO BUILDING PRODUCTS, INC. 
Brick—Tile—Stone 
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CONCO ENGINEERING WORKS 








Cal. 





catalog number, size and retail 
price. Tke Imperial Brass Mfg. 
Co., 1200 W. Harrison St., Chi- 
cago 7, Il. 


Soldering Gun Catalog 


Soldering gun catalog covers 
the complete line of Weller guns 
for all soldering requirements 
and features new light-duty 
model with dual spotlights. Twin 
prefocused spotlights eliminate 
shadows in working area. Weller 
Electric Corp., Easton, Pa. 
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: . The new display racks designed for 
Z lh Guide Master Disp lay Worthington QD Junior V-Pulleys and 
maps wraeter these ecler dis- This is Worthington-Goodyear FHP V-belts . 
‘ with a representative selec- are scoring high in the profit column. 
Ips tion of tools, occupies 6 sq. ft. of what you call More sales from less inventory spon 
es more profit from less space . . . that’s the 
secret. The Pulley display takes up just 
alog RACK M4 1% sq. ft. of counter space—in back are 
“Ing storage shelves. And the belt display. 
are catalog occupying only 11% sq. ft., carries a suff- 
nt items in cient assortment to handle over 70% of 
ey va bee p FHP requirements—no dead stock. 
yr Resin. . From only 3 sq. ft. of counter space, 
11 in alae e dealers are averaging $324.00 gross profit 
o in the 1 Profits based on four turnovers. 
go-Latrobe, Contact your local Worthington jobber*® 
t., Chicago and send the coupon for more informa 
$324.00 gross profit tion on the bigger profits with Worthing- 
from 3 sq. #+. ton FHP Profit-Maker assortments. 
; *]f you are a jobber, you’re welcome, too, 
et floor space. Contains storage to investigate the profits in Worthington- 
tb cabinet for extra tools. Identi- Goodyear. 
, aa fit- fication and pricing stickers in- 
’ y Pa rr cluded. Display is available with , i 
Pen the purchase of an assortment A Complete V-Pulley and V-Belt Business in 
4 te % fx of tools, retail $348.60, dealer L s Th V-Belts Al Usually Need! 
fe 8 cost, $255. Mall Tool Co., 7740 ess opace an elts one Usually Nee 
pe thread §, Chicago Ave., Chicago 19, Ill. 

There are 

gree Safety Training Booklets 
‘ession and Six training booklets for super- Bi 
nd several visors called “Psychology of Saf- P WORTHINGTON 

fitting has ety in Supervision.” You Can‘t 

ment with Change Human Nature, What Is € \y- pt LLEYS 

idual rais- Your UQ, Teaching Safety on the Gia ioe vot: ote 


Job, People Act Alike, Safety 
Takes Teamwork, and, You Are ° 
Human Too. Sets cost members 
90 cents, non-members $1.80. Na- 
tional Safety Council, 425 N. 
Michigan Ave., Chicago 11, IIl. 








Worthington - Goodyear SerVomatic — “help- 
yourself” display. “Space Miser" packaging 





Talking Laundromat 





Laundromat shell with film Caen free assent sec reduces belts as 2 = ae oom 
‘ ‘i ca gga A y teat tad cka length of 15 in. Sizes clearly marked. 
Thee <~atowamg poet pay cuts Inventory cost 75% due to inter cueanell cope strips. 
the machine starts te ] In SR OSS ey oe 
starts to play. odie. 


five minutes the prospect is 


given every phase of the ma- wo RT ot 3 oe G TO a 





chine’s operation. Thirty two 

















grees color pictures appear in the door = 95... 
nd retail which serves as a screen and a I RS 
. 
‘ass Mfg. MERCHANDISING DIVISION | 
St., Chi- 
The Good Right Hand | 
og pg eee et n—=—Ga 7 
| Worthington Pump and Machinery Corporation | 
g covers = | MVD Sales Division, Dept. N853, Buffalo, N. Y. j 
ler gum New, Convenient, Please tell me how | can make higher profits 
irements Correct Way to l — V-Pulleys and Worthington- ! 
# oodyear V-Belts. 
ar aute Measure V-Belts . 
ts. Twin TS eave epee wee | 
liminate Beltmeter measures outside diameters | | 
. Weller —you can tch Sacoment bells CII ooo 0c deneendove ctcesccscesossooses 
Pa. exactly. % L ADDRESS... 00ccoccrcccvcceccccesconscvccocosess } | 
—_—snwes er ee | 
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TRAFFIC 
SALES 


Qully- Insulated 
All-Steel 


UNIVERSAL BUILDINGS 


BRING in the customers with a 
prosperous looking store, comfort- 
ably cool because each panel is fully 
insulated at the factory (saves fuel 
in winter, too!). Use any type of 
front you want—arrange the interior 
to suit your needs. 

All-steel panel type construction 
assures strength and durability. You 
cut building costs, eliminate con- 
struction delays because Universal 
Buildings are simple to erect, easy 
to maintain. 


ADAPTABLE TO 


FUTURE REQUIREMENTS 


Pre-assembled panels are inter- 
changeable, can be combined to fit 
practically any requirement. To 
meet future needs, single span build- 
ings can be expanded to multiple 
spans or lengthened by adding wall 
panels and roof sections. Fully insu- 
lated Universal Buildings are ideal 
for stores, any kind of storage, 
display rooms, workshops, loading 
docks, many other uses. 


BLAW-KNOX DIVISION 
of BLAW-KNOX COMPANY 


2139 Farmers Bank Bldg., Pittsburgh 22, Pa 








TO HELP YOU SELL 





500 word selling story is pre- 
sented. Westinghouse Electric 
Corp., Mansfield, Ohio. 


Columbia Dealer Helps 


Columbia 24-page catalog 
shows all fully equipped bicycle 
models in color in large size with 
the unequipped models in 
smaller size in black and white. 
Other pages detail the new style 
features and some of the main 
construction points. For whole- 
salers the 12 pages of the bicycle 
illustration section is provided 
in loose leaf form with an added 
3 in. margin at the left. For 
consumer give away a large 
broadside folder is set up as a 
self mailer with imprint offered 
at nominal cost. Free on an 
allotment basis figured on re- 


tailer’s volume of orders. Illus- 
trated is a window post and 
streamer in color, varnished and 
provided with gummed strips. 
Mat catalog service in file folder 
style with proof sheets stapled 
inside. One ad offers free dem- 
onstration. Also available is a 
Christmas poster made so the 
holiday part can be removed 
leaving a permanent poster with 
a section done in luminescent 
paint. The Westfield Mfg. Co., 
Westfield, Mass. 


Dog Equipment Assortment 


Champion dog collar, harness 
and leash display unit is a re- 
volving floor model type. Deal 
consists of either an assortment 
of all russet collars, leashes and 
harnesses or of the same items 
in red, black, green and russet. 
Rack is free packed with the 
merchandise in one carton. Rus- 
set assortment dealer cost: $44, 


colored group, $46.50. Ambas- 
sador Leather Products, Inc., 54 
Lispenard St., New York City 13. 


Solder Slide Film 


To help inform distributor's 
salesmen about a new machine 
cast bar solder, a 15 minute slide 
film is available for any group 
meeting requesting it. A repre- 
sentative will attend to explain 
the sales advantages of the prod- 
uct. Federated Metal Division, 
American Smelting & Refining 
Co., 120 Broadway, New York 
City. 


Big Beam Dealer Helps 


Day-Glo counter card in which 
a Big Beam model No. 111 hand 
lamp is displayed. Also series 
of eight local newspaper ads in 


mats and electros. U-C Lite Mfg. 
Co., 1050 West Hubbard St. 
Chicago 22, Ill. 


Plumbing Specialties 

Hoco packaged rubber plumb- 
ing specialties including tank 
balls; sink suction basin, and 
bath stoppers; closet seat bump- 
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P&C’s NEW 


Sell more tools FASTER when 
Thrifty-50 reminds your 
customers of tools they need 


Thrifty-50 is the closest thing to magic for 
sparking tool sales you have seen yet. 


Spot Thrifty-50 in your highest-traffic, highest- 
profit counter location. Watch its flashing 
beacon attract attention. See customers 
instinctively reach for the P&C tools they 
need. The tools on Thrifty-50 are the tools 
that se/]— FAST. 


Here’s the ideal combination hardware 
dealers want... FAST TURNOVER on a 
mighty LOW INVENTORY. Ask your 
P&C distributor salesman to show you 
Thrifty-50. Or write today for information 
on Thrifty-50 to make more money ona 
smaller tool stock. 










; cs 
puts Magic in Your 
Tool Sales! 





Tool locations shadow marked. Prices, tool numbers 
save time and work for sales clerks. 


Make more profit per sq. ft. T-50 takes only 18-in. 
diameter space. 


Px Hand Forged 
Tool Company 
Portland 22, Oregon 


Gable Address: PANDCTOOL 
HARDWARE AGE, NOVEMBER 16, 1950 


tage on this beautiful new revolving salesmaker. it 
sells for only $7.25, complete with flashing, illu- 


‘ Three attractive colors set off the tools to best advan- 
minated beacon. 


Total tool cost to dealers with two each of the 50 
most popular P&C tools, is only $75.72. 








169 





ae a 

ae > Se > | 
er assortments, household faucet 
washer assortments and hose 
washers. Each item packed in 
a self contained display contain- 
er. The H. O. Canfield Co., 
Bridgeport, Conn. 
Porcelain Enamel Book 

Hand book outlines the main 
selling points of porcelain 


Basis for selling points is ex- 
plained in non-technical terms 
so the salesman can back up his 
statements with an explanation 
of physical principles involved. 
Porcelain enameling processes 
described and illustrated. Por- 
celain Enamel Institute, Inc., 
1010 Vermont Ave., N.W. Wash- 
ington 5, D. C. 


Youngstown Booklets 


Kitchen Planning on a Small 
Budget, 20 pages, has been re- 
vised to include photos and ref- 
erence to the Jet Tower dish 
washer and other new equip- 
ment. Before and after pictures 
included. Another 24 page book- 
let, The World’s Newest Kitchen 
Ideas makes up consumer cata- 
log. Well illustrated with four 
color photos and artwork, book 
shows entire Youngstown line. 
Mullins Mfg. Corp., Warren, 
Ohio. 


Collar, Leash Display 


Flex dog leash and collar line 
introductory display and assort- 
ment. Molded from a pliable 
Vinylite base material, Flexene, 
the collars and leashes will not 
absorb dirt, moisture or dog 
odors. Made in six colors and 
13 different sizes. Illustrated in 
assortment No. 3A. Cost to 
dealer for wall rack with selec- 
tion chart for 100 breeds of 
dogs is $38. Assortment includes 
26 collars and 12 leashes. Cost 
to dealer, $34.04, retail value: 
$62.05. Hungerford Plastics 
Corp., Murray Hill, N. J. 


enamel, for’ retail salesmen. 


(Resume reading o7 on page 14) J 








wl, LAZY IKE 


and the Kautzky Tackle Line 


A proven money-maker for job 
terrifi 
Without 
coh Anite 
place among the most pop 


bers and dealers a 
fish getter 
a doubt, 

their 


ular fishing 


everywhere! 
Lazy lIkes are 


lures in America 


f [ JOBBERS: Write today. Get complete sales 
material on Lazy Ikes and the 1951 Kautzky 

\ Line. 
THERE’S A NEW LAZY IKE 
New for ‘51... the No. 0 Lazy Ike 


for fly rods. It’s dynamite in a small 
package. 


KAUTZKY MANUFACTURING CO., Fort Dodge, lows 





REDUCED FREIGHT ON 
“APPETITE” CATFISH BAIT 
New, lightweight tin contain- 
ers to cut freight costs. Gloss 
containers still available. 
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Weslock) 


CYLINDRI L LOCKS 









b 

b, NEW design 
‘en large escutcheon shown with 
cad 


, WESLOCK No. 230 five-pin 


{ | 


4 


tumbler eniry lock set. 





WESLOCKS provide you with lock sets and decorative trim of the most 
meed design and highest quality for every door in the house. For example the NEW Lyric escutcheon 
vn gives any home an outstanding touch of luxury...yet the cost is so low that it can be included in the 


st modest budgets. Quality construction beautiful designs, low cost and wide selection are all reasons why 


ESLOCKS are accepted by Architects Builders and Lending Institutions. Send for the latest catalog, today. 





tal 7% 1 MANUFACTURING CO. 
%, 3 he 4 ia 1420 So. Evergreen Avenue WESLOCKS 
i e. | ¢ oe ay) Side Los Angeles 23, California 
Another WESLOCK Installation: 
5,000 Norwalk Manor Homes, 
Los Angeles County, Calif. 
FHA and VA insured 
fe Builder: 
Milton Kauffman, Inc., Los Angeles 
Hardware Contractor: 
Sterling Wholesale, Gardena, Calif. 
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To Honor Hardware Dealers 
In 1950 Brand Name Contest 


The hardware store which 
presents the most outstanding 
promotion emphasizing the 
benefits of America’s brand 
competitive system and the 
reliability of branded prod- 
ucts to the public during 1950 
will be honored as the Brand 
Name Retailer of the Year, it 
was announced recently by 
the Brand Names Founda- 
tion, 37 W. 57th St., New 
York City 19. 

This is the first time that 
a hardware dealer category 
has been included in this 
brand name competition. 

This award is one of 17 
which will be made to mer- 
chants in various categories 
of retailing. Certificates of 
Distinction will also be pre- 
sented to the five hardware 
stores which are runners up 
for the Retailer of the Year 
awards. Similar citations will 
be given to the five runners up 
in the 16 other retail store 
classifications. 

The winners will be se- 
lected by the Foundation’s 
Retail Advisory Committee 
comprised of 22 retail execu- 
tives representing various 
fields of merchandising. The 
hardware field will be repre- 
sented on the committee by 
Leon C. Warner, president, 
Warner Hardware Co., Min- 
neapolis, Minn. 

Preliminary entry forms 
are now being distributed by 
the Foundation. Hardware 
stores may obtain’ entry 
forms by writing to the 
Foundation at the address 
given above. 


Competing stores should 
submit one of three types of 
brand promotions: A single 
institutional promotion of all 
manufacturers’ advertised 
brands; promotion of a spe- 
cific manufacturer’s adver- 
tised brand; or presentation 
of the store’s year ‘round 
brand promotion program. 

The four major standards 
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to be employed by the judges 
in selecting the winners are: 
Extent that the benefits of 
the brand competitive system 
are explained to customers 
and employees by the store; 
use of media and degree of 
coordination throughout the 
year or in a single promo- 
tion; originality; and sales 
results, 

A store may file an entry 
for the award on the pre- 
liminary form. 

A qualified store executive, 
a representative of a news- 
paper, trade magazine, radio 
or television station, transit 
or outdoor advertising com- 
pany, advertising club, retail 
division of a chamber of com- 
merce or any other individual 
qualified by observation who 
can submit the necessary data 
about the nominee,;;may make 
the nomination for the award. 
The closing date for the pre- 
liminary entry forms is Jan. 


10, 1951. The judging com- 
mittee will then examine all 
entry forms and select the 
outstanding nominees in each 
category for final judging. 
Those selected will be asked 
to submit detailed presenta- 
tions showing examples of 
the promotions they have de- 
scribed on their preliminary 
entry forms. The closing date 
for finalists’ presentations is 
Feb. 10, 1951. 





SCHICK INC. APPOINTS 
CHESTER G. GIFFORD 


Chester G. Gifford has been 
appointed executive  vice- 
president of Schick, Inc., 
Stamford, Conn. 

Mr. Gifford has resigned 
from Swank, Inc., Attleboro, 
Mass., where he is vice-presi- 
dent and general sales man- 
ager and a member of the 
board of directors. 

Mr. Gifford had joined 
Swank in 1948 as general 
sales manager. He was made 
a member of the board of di- 
rectors within the first year 
and then appointed vice- 
president. 








Bergen County Dealers’ Home Show 


This booth of the Bergen County Hardware Merchants As- 
sociation, Inc., was manned during the Bergen County (N. J.) 
Home Show, Oct. 7-14, in the Teaneck Armory, by members 
of the group and representatives of hardware and allied line 
manufacturers and distributors, who demonstrated some of 
the many lines displayed. Questions as to a variety of lines 
offered by the members were answered by dealers and tech- 
nicians, who were present during the hours of the show, 
which attracted more than 80,000 visitors. The exhibit, which 
was voted the best at the show, was arranged by a committee 
of five men and Miss Hilda Champion, secretary of the group. 
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CHESTER G. GIFFORD 


Previous to joining Swank, 


Mr. Gifford had been with 
Schick, whom he joined orig- 
inally in 1940 as middle west- 
ern regional sales manager 
and was moved up to take re- 
sponsibility for all Schick 
service station operations in 
the middle west and west in 
1942. In 1943 he joined the 
armed services, serving with 
the Signal Corps in the Euro- 
pean theater. On his return, 
in 1945, he was made eastern 
regional manager, a post he 
held until he joined Swank. 





PENNSALT ASSISTANT 
TO VICE-PRESIDENT 


Albert H. Clem has been 
named to the newly created 
position of assistant to the 
vice-president in charge of 
sales of the Pennsylvania Salt 
Mfg. Co., 1000 Widener Bldg., 
Philadelphia 7, Pa. Mr. Clem 
was formerly assistant man- 
ager of sales in the special 
chemicals department. 

He joined Pennsalt in 1938 
in the research and develop- 
ment division. Horace F. Me- 
Intyre, formerly Philadelphia 
district sales manager of the 
special chemicals department 
has been promoted to prod- 
uct supervisor in that depart- 
ment. John M. Davidson, 
formerly a sales service rep- 
resentative in the Pittsburgh 
area, became Philadelphia 
district sales manager. 
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UTICA DROP FORGE 
ADVANCES HUGHES 


The appointment of Thomas 
R. Hughes as vice-president 
and sales manager has recent- 
ly been announced by Utica 
Drop Forge & Tool Corp., 
215 Whiteboro St., Utica. 
Mr. Hughes joined Utica 
Drop Forge in 1940 as a pro- 
duction control man and pro- 
gressed through the manufac- 
turing side of the business to 
head the shop. He then moved 
into sales. During the past 
year as sales manager he has 
traveled from coast to coast 
visiting and working with 
Utica representatives, whole- 
salers and other customers. 
He is a member of the Texas 
Hardware Boosters, the Cen- 
tral States Hardware Asso- 





THOMAS R. HUGHES 


ciation, the N. Y. State Re- 
tail Hardware Association 
and the Ohio Hardware As- 
sociation. 








Alfred Lee Shapleigh, II, 
has been elected an assistant 
treasurer and Warren Mc- 
Kinney Shapleigh an as- 
sistant secretary of the Shap- 
leigh Hardware Co., whole- 
salers, 900 Spruce St., St. 
Louis 2, Mo. 

Mr. Lee Shapleigh joined the 
company upon his discharge 
from the Navy as a lieutenant 
late in 1945. He was elected 
adirector of the company in 
1949 and is at present en- 





A. L. SHAPLEIGH, II 





A.L. Shapleigh and W. McK. Shapleigh 
Made Officers of Hardware Company 


gaged in handling and pro- 
duction work and labor rela- 
tions. 

Mr. Warren Shapleigh 
joined Shapleigh in 1946 upon 
his discharge from the Navy 
as a lieutenant. He was elect- 
ed a director of the company 
in 1949 and has been engaged 
in the buying department 
where he will continue as 
buyer for guns, ammunition, 
and major appliances. 





W. McK. SHAPLEIGH 
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90 Chicago Dealers Earn 


Training Course Diplomas 


Edwin A. Fritsch, super- 
visor of distributive educa- 
tion in Chicago, recently pre- 
sented 90 Chicago retail hard- 
ware dealers with diplomas 
at the Como Inn for having 
completed an 18 hour retail 
sales training course. The oc- 
casion, which was attended 
by 125 dealers, was the last 
in a series of six retail hard- 
ware clinic meetings which 
have been held during the 
past year by the Chicago Re- 
tail Hardware Association. 
The average attendance for 
the six clinic meetings was 
between 125 and 150 persons. 

Due to the success of the 
hardware clinic meetings, the 
educational committee is now 
planning a second series to be 
held in 1951. This will pre- 
vide the hardware industry 
with a further opportunity to 
improve sales techniques and 
train sales personnel to ex- 
plain the services for which 
goods are made, according to 
J. C. Amis, secretary of the 
association. 

Donn Mason, senior coun- 
selor of the Donn Mason Sales 
Co., represented the Chicago 
Board of Education and pre- 
sented this year the discus- 
sions on technical sales skills 
covering the topics of De- 
veloping Your Sales Person- 
ality; How to Meet People; 
Suggestion Selling; Acquir- 
ing New Responsibilities; Use 
of Good Speech in Conversa- 
tion; and How to Solve Cus- 
tomers’ Problems. 

Product knowledge infor- 
mation was furnished by the 
leaders in their industries 
telling how a product is made, 
what it is used for and the 
easiest way to sell it. Jack 
Bigelow, president of the Gen- 
eral Paint & Varnish Co., 
lectured on Paints and Colors 
at the first meeting. Indus- 
try leaders appearing at the 
following meetings were Ivan 
Ostberg, president, Ostberg 


Seed Co., Lawn Care; Her- 
bert Warner, head of the de- 
tective service department, 
Carson Pirie Scott & Co., shop 
lifting; Rollie Plumb, Russell, 
Burdsall & Ward Bolt & Nut 
Co. (formerly with Eagle 
Lock Co.), padlocks and night 
latches; Ben Leve, Carborun- 
dum Co., abrasives and their 
uses; and W. A. Pennington, 
Dole Valve Corp., heating 
supplies. 

Although retail hardware 
training is not an innovation 
in the activities of this as- 
sociation, Mr. Fritsch told 
those present, this clinic was 
the largest and most success- 
ful of any with which the 
Board of Education has ever 
been connected. Mr. Fritsch 
and the board of education 
has been credited with much 
of the success of the clinic, 
for securing the conference 
leader on technical sales 
skills. The educational com- 
mittee of the association has 
also been credited for its work 
in planning the sessions and 
obtaining leaders of industry 
who presented the products 
knowledge in various fields of 
the industry. 





MORTON DIRECTS SALES 
FOR AUTOMATIC WASHER 


Hodge C. Morton has been 
appointed director of sales by 
the Automatic Washer Co., 
Newton, Iowa. Mr. Morton 
has spent almost 20 years in 
the household appliance and 
home laundry equipment 
fields, most recently as head 
of the contract sales division 


* of the Murray Corp. of Amer- 


ica, Scranton, Pa. 

Prior to that he served as 
regional manager of the May- 
tag Co., leaving that post to 
served the WPB. After active 
navy service he became as- 
sistant sales manager of the 
home laundry appliance de- 
partment of the Frigidaire 
Division of General Motors. 
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LAWRENCE L. WITHERILL 


B. F. GLADDING UNDER 
NEW MANAGEMENT 


The announcement’ was 
made recently that a group 
of central New York busi- 
nessmen, headed by Law- 
rence LL. Witherill and John 
K. Dougherty, both of Caze- 
novia, N. Y., have acquired 
control of the 134-year-old 
B. F. Gladding Co., South 
Otselic, N. Y. 





JOHN K. DOUGHERTY 


Mr. Witherill was elected 
president of the sporting 
goods company, and Mr. 
Dougherty vice-president and 
director at a special meeting 
of the board of directors. 
The new management has 
plans, soon to be announced, 
for product development and 
sales promotion designed to 
nerease production and ex- 
pand the field of the com- 
pany’s operations in the fish- 
ing tackle industry. 





FRED ERNST HONORF™, BY 
INSURANCE COMPANY 
Fred A. Ernst, president of 

Ernst Hardware Co., Seat- 

tle, Wash., has recently been 

honored for his long years of 
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service by the Northwestern 
Mutual Fire Association 
board of directors. He has 
been with the group as a di- 
rector for 43 years. He was 
presented with a five-piece 
silver tea service in a special 
ceremony at the company’s 
home office in Seattle. 


ELECT ANDRE PRESIDENT 
CONGOLEUM-NAIRN 


F. J. Andre, formerly presi- 
dent of Sheffield Farms, was 
elected president and a mem- 
ber of the board of directors 
of Congoleum-Nairn, Inc., at 
a recent meeting of the board. 

In the presidency, Mr. 
Andre succeeds B. G. Steinetz, 
who will retire under the 
company pension plan, and 
on the board of directors, he 
succeeds Charles P. Mont- 
gomery, formerly vice-presi- 
dent of National Biscuit Co., 
who has removed his resi- 
dence to Sarasota, Fla. Mr. 
Steinetz continues as a mem- 
ber of the board. 

Sir Michael Nairn, Bart., 
of Kircaldy, Scotland, vice- 
chairman of the board and a 
board member since acquisi- 
tion of the Nairn Linoleum 
Co. in 1924, resigned his post 
as vice-chairman and as a 
board member. His son, 
Michael George Nairn, was 
elected a director in his place, 
and Sir Robert Spencer 
Nairn, Bart., a member of the 
board of directors since 1924, 
was elected vice-chairman of 
the board succeeding Sir 
Michael Nairn. 


E. C. ATKINS RE-ELECTS 
OFFICERS, DIRECTORS 
At the recent annual stock- 

holders meeting of E. C. At- 
kins & Co., Indianapolis 9, Ind., 
held in Sept., all directors 





0. F. HESLAR 


were reelected. Following this 
the directors reelected all 
present officers and named 
two new ones. O. F. Heslar is 
executive vice president and 
J. G. Martin, assistant secre- 
tary-treasurer. Mr. Heslar 
recently associated with the 
company, is a retired Captain 
of the Navy and was form- 
erly director of public works 
and supply for the state of 
Indiana. Mr. Martin, who has 
been with Atkins 40 years, 
will also continue as credit 
manager. 

A. L. Martinson has been 
promoted to merchandise 
manager and general sales 
manager of the hardware di- 
vision according to K. W. 
Atkins, vice president, in 
charge of sales. 





HOLD CLINICS AT H-l 
SALES MEETING 


. The Horrocks-Ibbotson Co., 
Utica, N. Y., recently held a 
three day national sales 
meeting in Utica at which 
time H-I men from coast to 
coast were present to preview 
the new line, discuss policies 
of the sales season and be 
told of the promotion and ad- 
vertising plans. 

The following clinics were 
conducted: Glass rods, Rich- 
ard H. Balch, president of the 
company; split bamboo, E. S. 
Cookinham, assistant secre- 
tary; steel rod, J. M. Bren- 
nan, assistant treasurer; 
samples, J. C. Miller; reels, 
S. C. Delmont, chief engi- 
neer; and credits, G. K. Bur- 
nap, controller. 

Mr. Balch stressed _ the 
completeness of the line 
with 40 members. He empha- 
sized the H-I Power Glass 
rods in both tubular and 
solid glass. 


FENNELLY DIRECTOR 
OF STEWART-WARNER 


John F. Fennelly, partner, 
Glore, Forgan & Co., was re- 
cently elected to the board 
of directors of Stewart-War- 
ner Corp., it has been an- 
nounced. 

Mr. Fennelly has been with 
Glore, Forgan & Co. and the 
predecessor company, Field, 
Glore & Co., since 1931. He 
became a partner in 1935. He 
was executive director of the 
Committee for Economic De- 
velopment in 1943-44, and 
was vice-chairman of the Re- 
quirements Committee and 
Director of the Program Bu- 
reau of the War Production 
Board in 1942-43. 
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WILLIAM D. HIGGINS 


SAVAGE ARMS ADVANCES 
HIGGINS, FALCON 


William D. Higgins, for- 
merly sales manager of the 
sporting arms division, Sav- 
age Arms Corp., Chicopee 
Falls, Mass., has. recently 
been advanced to the position 
of assistant to the vice-presi- 
dent. Mr. Higgins joined the 
company’s sales force in 1919, 
having been previously with 





JOSEPH V. FALCON 


the United States Cartridge 
Co. 

Joseph V. Falcon has suc- 
ceeded Mr. Higgins. Mr. Fal- 
con resigned his position of 
vice-president in charge of 
sales and advertising for The 
Drybak Corp. to accept the 
Savage post. For many years 
he had been with Montgom- 
ery, Ward & Co. as buyer of 
arms and hunting equipment. 


CANADIAN SALES AGENT 

J. C. Millar & Associates, 
Vancouver, Canada, has been 
appointed sales agent for 
H. B. Ives Co., New Haven, 
Conn., for the entire Cana- 
dian market. 
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SCREWS! 


New Campaign Goes 
Direct to Retail Buyers of 
Phillips-fastened products 


Manufacturers of all types of 

roducts know the production-sav- 
ings and sales-promotion power of 
American Phillips Screws. And now 
14,000,000 prospective buyers Y 
those products are being introduced, 
through the Saturday Evening Post, 
to the dependable “buy sign” of the 
Phillips Crossed Recess (the re- 
cess with the wide center open- 
ing for easy driving). They are 
being told that: 


is a Known Quality...a mark 
of Top Quality throughout 
the product 


This campaign puts greater sales 
drive than ever behind American 
Phillips Screws ...another good 
reason why it’s good business 
to Phillips-fasten your products. 


THK SATURDAY EVENING 


ag OST 


priver CA 






PHILLIPS HEADquarters 1s 

this new and modern 5-acre 

plant at Willimantic, Conn., 

where American is in strong- 

er position than ever to sup- 

ply. the grewing demand for 
hillips fasteners. 
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GENERAL MILLS APPOINTS 
WOLVERINE AREA HEAD 

E. M. Schindeldecker has 
been named Wolverine dis- 
trict manager for home ap- 





E. M. SCHINDELDECKER 
pliances, it was announced 
by General Mills, Inc., 400 
Second Ave., South, Minneap- 
olis 1, Minn. His headquarters 
will be in Detroit. 


He replaces John H. Burke, 
General Mills representative 
in that territory for the past 
two years. 

Mr. Schindeldecker has 
been with the company for 
the past 11 years, and since 
1946 has been in the home ap- 
pliance headquarters sales 
organization in Minneapolis. 





EUREKA-WILLIAMS 
HOLDS ELECTION 


Five new members were 
elected to the board of direc- 
tors of the Eureka Williams 
Corp., Bloomington, IIl., and 
all company officers were re- 
elected, it was announced re- 
cently following a _ board 
meeting. 

L. A. Casler, Chicago; F. A. 
Daum, New York; M. L. 
Schafer, New York, were 
elected to the board to suc- 
ceed three retiring members. 

The’ retiring members 
were: E. O. Jones, Detroit; 
F. R. Muenzen, New Rochelle, 
N. Y.; and C. R. McElheny, 
Bloomington, III. 

Reelected to the board 
were: H. W. Burritt, Eureka 
Williams president; A. L. Mc- 
Carthy, executive vice presi- 
dent of the Eureka Division 
of the corporation; J. I. Mc- 
Clintock, Detroit; W. A. 
Matheson, Chicago; O. A. 
Glazebrook, Jr. and W. A. 
Maron, New York. 


The board also reelected 
all company officers. In addi- 
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tion to Mr. Burritt and Mr. 
McCarthy, they were: T. H. 
Wagner, vice president and 
treasurer; O. E. Nesmith, 
manufacturing vice  presi- 
dent; R. C. Osborn, engineer- 
ing vice president; G. W. 
Phister, secretary; W. T. 
Creed, comptroller. 





BOOSTER CHRISTMAS 
PARTY ON DEC. 13 


The annual Christmas 
Party of the Hardware 
Boosters, Inc., will be held 
Wednesday, Dec. 13, at the 
Hotel Roosevelt, New York 
City, and will include the tra- 
ditional distribution of gifts 
and a floor show. Tickets, at 
$10.00 per cover, are being 
distributed by Ralph S. Allen, 
Diamond Expansion Bolt Co., 
48 W. Broadway, New York 
City. 





CARLISLE MOVES TO 
NEW QUARTERS 


The Carlisle Mfg. Co., a 
division of Newark Fire- 
proof S. & D. Co., have con- 
solidated the various plants 
and will move into spacious 
new quarters at 109-135 
Meeker Avenue, Newark 8, 
N. J., it was announced by 
Irving Schactman, sales man- 
ager. 

All divisions of the com- 
pany, including the picnic re- 
frigerator, humidifier and 
window ventilator plant form- 


erly located at 159 Badger 
Avenue and the top-o’-stove, 
the Bake-All and flower box 
division formerly at 138 Avon 
Avenue will occupy the new 
plant quarters.. 





WEST BEND MAILS 
CHRISTMAS KIT 


The West Bend Aluminum 
Co., West Bend, Wis., re- 
cently made up and distrib- 
uted thousands of Christmas 
sales promotion packets built 
about the theme, A Galaxy of 
Giftware. With well over 12 
tons of material sent to hard- 
ware dealers throughout the 
country this represented the 
largest mailing ever under- 
taken by the company. Stack- 
ed one on top of the other, the 
packets would have reached 
700 ft. into the air. 





WORTHINGTON ELECTS 
VICE-PRESIDENT 


Austin C. Ross, manager of 
the Buffalo works of Worth- 
ington Pump & Machinery 
Corp., has been elected a vice- 
president of that company at 
a recent meeting of the board 
of directors. Mr. Ross will 
continue to serve as Buffalo 
works manager. 

Mr. Ross joined Worthing- 
ton in 1932 as assistant gen- 
eral purchasing agent, be- 
came assistant works man- 
ager of the Buffalo works in 
1935 and works manager in 
1940. 











Tint-A-Matic Marketers 





Convene in New York 


x 


The top executives of the respective Tint-A-Matic Mar- 
keters recently met in New York to form a technical advisory 
committee. The members are: L. Francis Case, president, 
Central Paint & Varnish Co.; Robert Matlack, president, Geo. 


D. Wetherill & Co.; 


and Ray L. Kerin, 


vice-president, 


Passanno-Hutcheon Co. This group was formed so the con- 
sumer public might be recipients of the paint making know- 
how of the paint factories involved. A merchandising pro- 
gram, including point of purchase displays, signs, color cards, 
public relations and advertising was outlined by A : 
Mohrhusen, merchandising director, Rahr Color Clinic, 9 E. 
56th St., New York City 22. Left to right above: L. Francis 
Case, James W. Jenkins, George Mayer, Walter A. Gorrell, 


Robert 


Matlack, George Matlack, Lynn Barnett, H. H. 


Chambers, Irvin Ebaugh, M. Don Lyons, M. Rea Paul, Norman 
Murtha, John L. McCabe, Jr., Arthur H. Mohrhusen, Stewart 
McCabe. Leo Sophir, Frederic H. Rahr, president of the Rahr 
Color Clinic, and Robert C. Rhines. 
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NAME CREDIT MANAGER 
FOR NICHOLS WIRE 


W. F. Boore has been ap- 
pointed credit manager by 
Nichols Wire & Aluminum 





W. F. BOORE 


Co., 1725 Rockingham Rd., 
Davenport, Iowa. 

Mr. Boore had been with 
the Pittsburgh Steel Co. for 
many years prior to his re- 
tirement in June, 1950. He 
held many positions there, 
including the district mana- 
gerships of their New York 
and Chicago offices. 





HOME WORKSHOP TOOLS 
CHRISTMAS PACKED 


The hardware departments 
of a retail chain has indi- 
vidually holiday packaged in 
red and green set-up boxes 
26 popular items. By employ- 
ing a transparent lid of 
Lumarith on the boxes, the 
tools receive full-view dis- 
play. Season’s greetings and 
a typical Christmas scene are 
printed in white on the lid. 

This merchandising idea 
stemmed from the belief that 
many Christmas _ shoppers 
overlook the gift-appeal of 
home workshop tools. The or- 
ganization decided the solu- 
tion was a holiday package 
to catch the consumers’ eyes, 
female particularly. 

Among the tools gift-pack- 
aged are: Auger bits, screw 
drivers, sanding and polish- 
ing kit, combination square 
and level, several types and 
sizes of pliers and wrench sets 
and a metal tool box housing 
a complete socket wrench set. 





SOLA ELECTRIC AGENT 


The Sola.Hlectric Co., Chi- 
cago, has announced that 
Eugene L. Park, Sr., will 
handle Philadelphia and the 
surrounding area. 
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NATIONALLY ADVERTISED 


RETAIL PRICE 


$1295 
Complete with 
Jar 








M DANDY 
GEM | CHURN 





MODEL 4-QT. — A SENSATIONAL 
VALUE — A BIG PROFIT ITEM 


Churns up to 3 quarts of heavy cream or whole milk in a 
few minutes. High quality, heavy-duty, slow-speed motor 
with chrome steel housing. Aluminum shaft and dasher— 
detachable and adjustable. Mixes most anything. Here’s 
a fast moving big profit item that practically sells itself. 


RECOMMENDED DEALER'S COST ..............0000- $8.63 


DELUXE AND STANDARD MODELS 


with new, improved, cool-running motors are ad- 
justable to fit owner’s crock or jar up to 6-gals. 
Most customers prefer Gem Dandy Duraglas con- 
tainers in 3 or 5-gal. sizes, List price 3 and 5-gal. 
$2.75. Recommended Dealer’s cost $1.65. 


BUM BIE. 44.05 0's medcecc vis $19.95 
Recommended Dealer's Cost ..... $12.49 
STANDARD MODEL ............. $16.95 
Recommended Dealer's Cost ..... $11.02 


PRICES SUBJECT TO CHANGE 





Order today from your distributor. 


ALABAMA MANUFACTURING CO. 
Dept. A-171, Birmingham 3, Alabama 
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THE HOLT RENTAL TRIO 


Roll in that rental income! 
Rugged, precision-built HOLT 
Floor Maintenance Machines 
won't be floored by rough- 
house wear and tear. Keep 
these popular profit-builders 
working for you day after day. 











for consistent profits eal 







Whirlwind 
8 Sander 







These three Holt Machines 
strike overhead — out! Build 
rental leadership in your com- 
munity with the famous Holt 
line. Start sharing now in Holt 
Floor Machine Rental profits. 
Send jn the coupon TODAY 


for complete information. - 





Holt Streamliner 


* Holt Aristocrat 































Polisher 

<_< — _ 
HOLT MANUFACTURING CO. E 
651-681 20th St., Oakland 12, Calif. 
Yes! |! am interested in HOLT Floor Maintenance Equipment. 


Send complete details, also information about the Holt Rental Plan. 


Name 





Street 





City Zone. State 








Due to restrictions and material short- 
ages, all orders are subject to prior sale. 


J 


HOLT MANUFACTURING CO. secon noon 














FRANK E. JOHNS 


MURRAY MOVES JOHNS 
AND CAMPBELL TO NEW 
SALES POSITIONS 


Frank E. Johns has been 
appointed sales manager of 
national distribution, and 
Charles M. Campbell has 
been named contract sales 
manager of the home appli- 
ance division of The Murray 
Corp. of America, Scranton, 
Pa. 

Mr. Johns and Mr. Camp- 
bell both joined Murray early 
this year, the former as West 
Coast regional sales manager, 
and the latter as assistant 
contract sales manager. Both 
men will make their head- 
quarters at Scranton. 





CHARLES M. CAMPBELL 


In previous years Mr. 
Johns served as_ regional 
manager for Youngstown 
Kitchens and earlier in a 


similar capacity with Briggs 
Mfg. Corp. Before coming to 
Murray, Mr. Campbell was a 
regional sales manager for 
Perfex Corp., Milwaukee. 





SWARTZBAUGH TO MOVE 


Charles E. Swartzbaugh, 
president of Swartzbaugh 
Mfg. Co., Toledo, Ohio, has 
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announced the company will 
continue its manufacturing 
operation, but will move to 
another location. 





KING HARDWARE Co. 
SENDS OUT OCTOBER 
SAVINGS CIRCULAR 


King Hardware Co., whole- 
salers of Atlanta, Ga., has 
completed distribution of its 
“October Savings” circular, 
and reports that it met with 
enthusiastic response from 
dealers. This 8-page, tabloid- 
size circular uses two colors 
on the first and last pages 
and is made available to deal- 
ers at cost. The design of the 
cover page permits printing 
the dealer’s name. 

The circular features a 
wide assortment of house- 
wares, tools, electrical appli- 
ances, lawn and garden tools, 
and other seasonal merchan- 
dise. In many instances, the 
merchandise in the circular 
is made available to co-oper- 
ating dealers at a special dis- 
count, except for Fair Traded 
items. 

This is the fifth year in 
which this circular has been 
made available. Fred W. 
Hosea, sales manager, re- 
ports that the company has 
found this circular to be very 
helpful to its dealers, and 
that the company’s travelling 
salesmen are especially en- 
thusiastic over the service. 
Mr. Hosea comments that the 
results the dealers are ex- 
periencing are so gratifying 
that the company is explor- 
ing every possibility that 
may have promise of increas- 
ing this service to the dealer. 





H. K. PORTER BUYS 
CONNORS STEEL - 


H. K. Porter Company, Inc., 
Pittsburgh, Pa., acquired Con- 
nors Steel Co., Inc., of Bir- 
mingham, Ala., producers of 
electric furnace steel and 
steel products, it was an- 
nounced recently. 

Connors Steel produces 
steel billets from scrap by the 
electric furnace method and 
operates a series of rolling 
mills to manufacture finished 
products. The plant’s total ca- 
pacity exceeds 94,000 tons 
yearly. 

The Porter Co. through its 
various divisions now manu- 
factures products ranging all 
the way from rubber to steel, 
with Quaker Rubber Corp., 
Philadelphia, manufacturing 
industrial rubber products; 
Hinderliter Tool Co., division, 
Tulsa, Okla., producing oil 


well equipment, valves and 
air brake parts; American- 
Fort Pitt Spring Division, 
Pittsburgh, manufacturing in- 
dustrial and railroad springs; 
and the newly acquired Con- 
nors Steel Co., producing steel 
and steel products. In addi- 
tion to these manufacturing 
plants Porter operates a 
group of oil field equipment 
supply stores through its 
Jarecki Mfg. Co. Division, 
Houston, Texas. 

T. M. Evans, president, 
stated that it is the policy of 
the company to continue to 
diversify its manufacturing 
operations so that Porter will 
not be completely dependent 
on any one industry. 


MODERNIZATION SHOW 
POSTPONED DUE TO 
MATERIAL SHORTAGE 


Increasing scarcities of 
building materials and pos- 
sible curtailment of all non- 
residential building have 
caused the postponement of 
the 4th International Store 
Modernization Show, it was 
announced by John W. H. 
Evans, managing director of 
the sponsoring Store Mod- 
ernization Institute, 20 E. 
55th St., New York City 22. 
The show was to have been 
held at the Hotel Stevens, 
Chicago, March, 1951. 


GERALD ABT RESIGNS 
FROM BARCALO MFG. 


Gerald N. Abt has recently 
resigned as sales manager of 
the tool division of Barcalo 
Mfg. Co., Buffalo 4, N. Y. 
Mr. Abt has not announced 
his future plans. His home 
address is 116 Irving Terrace, 
Kenmore, N. Y. 





EMERSON EXPANDS FIELD 
ENGINEERING UNIT 


Emerson Radio & Phono- 
graph Corp., 111 Eighth Ave., 
New York City, recently an- 
nounced the augmentation of 
its field engineering unit, with 
Floyd Makstein appointed as 
manager of the newly ex- 
panded department. 

Mr. Makstein is directly re- 
sponsible for the activities of 
a corps of field engineers who 
visit various distributor ter- 
ritories and operate in the 
field. These men will assist 
Emerson distributors in plan- 
ning and conducting dealer 
technical meetings and will 
also personally investigate 
reports of unusual field engi- 
neering conditions. 


HARDWARE 








DANIEL S. WHITELEY 


WHITELEY ASSISTANT 
THOR SALES HEAD 
IN EASTERN AREA 


The promotion of Daniel §. 
Whiteley to the newly created 
position of assistant sales 
manager of Thor Corps, east- 
ern division, was announced 
recently. 

The eastern division covers 
a total of 12 eastern and 
southeastern states. It is 
headquartered at 420 Lexing- 
ton Ave., New York City. 

Mr. Whiteley joined Thor 
on Jan. 1, 1950, and for the 
last 10 months has been on 
special assignment in the 
company’s Central division. 
Before joining Thor, he was 
national field sales supervisor 
for Cory Corp., Chicago, for 
three years. 





M. E. FONDA HEADS SOIL 
CONSERVATION GROUP 


Morris E. Fonda of De- 
troit, widely known conser- 
vationist and publicist, has 
been elected president of the 
Soil Conservation Society of 
America according to recent 
announcement. Mr. Fonda, in 
the Public Relations Depart- 
ment of Harry Ferguson, 
Inc., has been active in the 
study and development of 
good soil and water conserva- 
tion practices for many years 
The Society is holding its an- 
nual convention in Detroit. 





PACIFIC STEEL BOILER 
OPENS NEW OFFICE 


The appointment of E. F. 
Hackett as eastern district 
sales manager, Pacific Steel 
Boiler Division, United States 
Radiator Corp., Detroit Mich., 
was announced. The division 
has taken new and larger 
offices at 101 Park Avenue, 
New York City. 
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REGAL DOUBLE 
SPRING PLATE HANGER 


Simple in construction. Meets 
any requirement of a plate 
hanger. Sizes for plates as 
follows : 
#0 for 4” to 
*4 for 5” to 
#1 for 6” 
#2 for 74%” to 9” 
#3 for 9” 
#4 for 10%” to 11%” 
25 for 1144” to 
6 for 12144” to 
All sizes $1.50 doz. Individ. 
sally wrapped. 

ALL SOLID BRASS 


MAJESTIC BRASS 
PLATE HANGER 


Where a plate hanger is 
wanted with a lot of 
looks. Sizes for plates as 
follows: 


#321 for 4” to 5” 
#322 for 5” to 7” 
#324 for 7” to 9” 
#325 for 9” to 11” 
#326 for 11” to 1244” 


SOLID BRASS 


Lacquered. All sizes 
$2.00 doz. Individuaily 
wrapped. 





REGAL 
CUP & SAUCER STANDS, 
TWISTED WIRE 


Can be adjusted to show 


& SAUCER STAND 


UNIVERSAL SINGLE 
SPRING PLATE HANGER 


Individually wrapped. Gild- 
ed tips. Made where extreme 
competition must be met. A 
better hanger in this price 
range. Made in 2 sizes. 
Small size for plates 5” to 7” 
and large size from 7” to 
11”. $1.00 doz. 


PLASTIC CUP 


Mahogany Color 
for Demi-tasse and 
teacup 


$1.80 doz. 


UNIVERSAL cup and saucer to best 
CUP & advantage. 3 sizes. Tea- 
SAUCER cup, demi-tasse and mini- 
STANDS ature. All sizes $1.50 doz. 


ALL MADE FROM 


Well made, gilded 
SOLID BRASS 


wire. 4 sizes: tinv. 
miniature, demi- 
tase and teacup. 
All sizes $1.20 doz. 


DINNERWARE 
RACKS 
SPREAD OUT TYPE 


DISPLAYS SET TO MAKE IT LOOK AS 
LARGE AS POSSIBLE. Skeleton Rack. Made 








264 N. W. 26TH STREET 





to show one of each piece of any set. $1.25 
each. Solid Brass, $1.75 each. 20 pe rack, $2.00 
each; Solid Brass, $3.00 each; 32 pe set, $3.00 
tach; 52 pe set, $4.50 each. In ordering, please 
specify “spread out” if this is style desired. 


ERNEST TATCH 
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MIAMI, FLORIDA 





DISPLAY YOUR CHINA FOR BETTER BUY APPEAL 


OUR DEVICES DISPLAY IT BEST. SELL MANY OF THESE GADGETS TO YOUR CUSTOMERS. MOST 
OF OUR LINE IS MADE OF SOLID BRASS. THEY LOOK AS IF THEY WERE MADE OF SOLID GOLD. 





PLATE STANDS 


Small $1.00 

doz. 
Medium size $1.50 
doz., Lge. Platter 
$3.00 doz. 


Size 


SOLID BRASS 





RACKS 


7 Plate Collapsible 
Type Enamel Fin- 
ish $12 Doz. 


7 Plate Non-col- 
lapsible Type Solid 


Brass $12 Doz. 


6 
DINNERWARE RACKS 
NESTED TYPE 





SAVES 25% to 50% of display 
space. Skeleton rack, $1.00 each: 
20 pe rack, $1.25 each; 32 pe rack, 
$1.75 each; 52 pe rack, 2 pe set, 
$3.25. In ordering, please specify 
“nested” if this is style desired. 


FOR SALESMEN 
and JOBBERS 
WRITE 





lapsible 
Nickel Plated. 


TERRITORY OPEN 


Plate Non-col- 
Type 


$6 Doz. 





UNIVERSAL 
PLATE STAND 


Gilded, twisted 
wire. Small size 
— $1.20 doz. Me- 
dium size — $1.8 
doz. Large platter 
size — $2.40 dor 


S22) 


WALL PLATE 
RACKS 


All Solid Brass 


To hang as many 
plates as desired 
on a wall in series. 
Small for plates 
to 6”. Medium for 
plates to 10”. First 
hanger 35c. Addi- 
tional hangers $2 
doz, Large size for 
plates over 10”. 
First hanger 50r 
All additional! 
hangers $2.40 doz 
All solid brass. 


NEW LOW PRICES ON 
PRINCESS CERAMICS 





Miniature cups and saucers $1.25 ea 
#300 Demi-tasse cups & saucers $2 ea 
#350 Demi-tasse cups and 


saucers $2.50 each 


#400 slipper $2.00 each. 
#500 slipper $2.50 each. 
#800 wall demi-tasse set $2.50. 








PHILCO SALES MANAGER 
FOR AIR CONDITIONING 
AND FREEZERS 


Jack Cherry, who has been 
with Philco for 16 years and 
has been general manager of 
the accessory division for the 
past year, has been appointed 
to the post of sales manager 
of air conditioning and freez- 
ers, it was announced recent- 
ly by Philco Corp., Philadel- 
phia, Pa. 

Mr. Cherry started in the 
factory organization of Philco. 
He became a field service en- 
gineer in 1939, and during the 
war was a supervisor of the 
radar-radio field engineers of 
the company’s service divi- 
sion. 

In 1945 Mr. Cherry was ap- 
pointed a district sales repre- 
sentative handling sales of 
parts and accessories for the 
southern division. Two years 
later he was promoted to field 
service supervisor at company 
headquarters. In 1948, he was 
named sales manager of the 
accessory division and then 
promoted to general manager 
of this division in 1949. 





DICKENSON HEADS SALES 
FOR QUIJADA TOOL 
Roland V. Dickenson, form- 

erly sales manager of the 

San Gabriel Construction Co., 


San Gabriel, Cal., has re- 
cently been named sales man- 
ager of the Quijada Tool Co., 
Inc., Los Angeles, Cal. He 
succeeds Doran H. Beckwith 
who has returned to active 
duty with the Army, having 
been with Quijada for the 
past four years. 

Mr. Dickenson was previ- 
ously affiliated with Ralph M. 
Parsons Co., Los Angeles, 
and the West Coast office of 
Lummus Co., New York City, 
serving both as purchasing 
agent. 





EMPIRE STATE HANDLES 
ARVIN TV, RADIOS 


Arvin Industries, Inc., ra- 
dio and television division, 
Columbus, Ind., has appoint- 
ed Empire State Wholesalers, 
Cohoes, N. Y., to cover east- 
ern New York state. 





SALES PROMOTION HEAD 
FOR YALE & TOWNE MFG. 
STAMFORD DIVISION 


Carl M. Lynge, Jr., has re- 
cently been appointed sales 
promotion and advertising 
manager of the Stamford Di- 
vision for The Yale & Towne 
Mfg. Co., Chrysler Bldg., New 
York City 17. Under his di- 
rection, a number of previ- 
ously separate functions have 


been coordinated into one de- 
partment. Mr. Lynge resigned 
as metropolitan New York 
district sales manager of 
Waring Products Corp., which 
he joined in 1949, to accept 
the position. 





ULRICH HEADS BRAND 
NAMES DAY MEETING 
COMMITTEE 


E. Huber Ulrich, assistant 
to the president of The Cur- 
tis Publishing Co., has been 
named chairman of the 
Brand Names Day-1951 com- 
mittee. 

Next year’s meeting will 
take place in April at the 
Waldorf - Astoria in New 
York City. It will be held in 
connection with BNF’s an- 
nual meeting of members 
and the election of new offi- 
cers and directors. 





CALLENDER JOINS BRAND 
NAMES FOUNDATION 


William Callender has 
joined Brand Names Founda- 
tion, Inc., as assistant to the 
president, according to BNF 
president Henry E. Abt. 

For the past six years Mr. 
Callender was an account ex- 
ecutive with Lamport, Fox, 
Prell & Dolk, Inc., South 
Bend, Ind., advertising agency. 








British Brush Representatives Visit Kellogg Brush Plant 





A visiting British productivity team was recently entertained in Westfield, Mass., at the 
plant of the Kellogg Brush Mfg. Co. The group comprised representatives of the British 
brush manufacturing industry now in this country to observe American methods. Left to 
right: Lesley R. Sadler, Romford, Essex, England; William P. Aldrich, vice-president of 
Kellogg Brush Mfg. Co.; George F. Futter, president, ‘Kellogg Brush Mfg. Co.; Herbert G. 


Futter, assistant treasurer of 


Kellogg Brush; 


bottom row, left to right: Christopher T. 


Melville, London, England; David S. Dawson, Leeds, England; John C. M. Butler, London, 
England; Frederick Marshall, Southend-on-Sea, England; John S. Culmer, Woodbridge, 
England; George F. Mayes, London, England; William A. Gosling, Wymondham, Norfolk, 
England; Robert D. M. Burrows, Leeds, England; Frederic R. Wright, Wymondham, Nor- 


folk, England, group leader. 
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FOND DU LAC ROLLER 
NAMES NEW ENGLAND 
SALES ASSOCIATES 
Fond du Lac Roller Corp, 
has announced the appoint. 
ment of Fred Fowler & As. 












































RICHARD D. TACKETT 






sociates as exclusive sales 
representatives for the New 
England states. Fred Fowler 
will sell Bestt Rollrs to 
wholesalers in the six New 
England States. 















CHICAGO PAINT MEN 
HEAR SALES TALK 


The regular October meet- 
ing of the Paint Salesmen’s 
Club of Chicago was held 
Oct. 26 at the Furniture,Club. 
Forty-five members and 
guests enjoyed a turkey din- 
ner. The following new men- 
bers were inducted: Peter 
Simmons, Rustoleum Corp; 
K. E. Greiser, E. I. Du Pont 
de Nemours, Inc.; Howard E. 
Kruse, Hooker Glass & Paint 
















Mfg. Co.; Sidney Spellens, i 

Northern Paint & Varnish I figure 
Co.; Elmer R. Klimmer, Big | me away f 
Ben Petroleum Co., and Gene | tomers—tri 
Allard, Revere Paint & Var- | fastest, cl 


nish Corp. 

Richard W. Cox, Professor 
of Marketing at De Paul Uni- 
versity delivered an interest- 
ing talk on the subject, “Sell- 
ing is Influencing.” 





OHIO EQUIPMENT MOVES 


An announcement has fe 
cently been made by the Ohio 
Equipment Co. that the firm 
has completed its move into 
larger quarters at 1220 West 
9th St., Cleveland 13, Ohio. l 





The firm will continue t SPECIAL OF 
represent Economy Engineer- § plus twelve 
ing Co. for the full line of or Tap 
Economy portable elevators, _ 
tiering machines and storage BPs 
racks. 
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"My time is worth money... that’s why 
| use cellophane tape for wrapping!” 


“I figure package wrapping time is expensive, it takes 
me away from more productive work—waiting on cus- 
That’s the reason I use the 
fastest, cleanest way I know of sealing packages: 


tomers—ringing up sales. 


SPECIAL OFFER! Two Heavy Duty Dispensers 
plus twelve rolls of '/2” x 2592” “SCOTCH” Cello- 
Tape. Dispensers included in deal at 
.50—regular price $5.00. See your jobber to- 
day .. . tell him you want Deal “T”! 


General Export: DUREX ABRASIVES CORP., New Rochelle, N. Y. * 
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Says Ken Baver, A. G. Baver Hardware, 
1107 W. 7th St., Saint Paul, Minnesota 


4 


“SCOTCH” Cellophane Tape! Customers like the neat- 
looking packages it makes, and I like the way I get 
864 packages out of every roll of tape. Makes odd- 
shaped packages a cinch to wrap, too!”’ 


eat off 


scot 


BRANO 


Cellopha 
Tape 


HANDY ALL OVER THE STORE for sealing, holding, mending. Remember to insist 
on “SCOTCH” Brand Cellophane Tape in the bright red-and-green plaid container. 
Made in U. S. A. by MINNESOTA MINING & MFG. CO., St. Paul 6, Minn., also makers 


of other “‘Scotch” Brand Pressure-sensitive ae “Scotch” Sound Recording Tape, “Underseal”’ 
Rubberized Coating, “Scotchlite”’ Reflective Sheeting, “Safety-Walk” Non-Slip 
Surfacing, “3M” Abrasives, ““3M’"’ Adhesives. 


In Canada: CANADIAN DUREX ABRASIVES LTD., Brantford, Ontario 





ELECT FRANK FREIMANN 
MAGNAVOX PRESIDENT 
Frank Freimann has been 


elected president of The Mag- 
navox Co., Fort Wayne, Ind. 





FRANK FREIMANN 


Richard A. O’Connor, for- 
merly president, has been 
made chairman of the board. 

Mr. Freimann, who has 
served as executive vice-presi- 
dent of the company since 
1938, founded the Electro- 
Acoustic Products Co., in 
1930—which was later merged 
with Magnavox, becoming 
the consumer products divi- 
sion which manufactures ra- 
dio-phonographs and televi- 
sion receivers. Mr. Freimann 
started in an engineering ca- 
pacity in both the receiver de- 
velopment and broadcasting 
fields. 

Mr. O’Connor has been with 
Magnavox since 1922 and has 
been president for the past 
22 years. 

Thomas A. McKiernan, 
vice-president of the Fort 
Wayne National Bank of Fort 
Wayne, Ind., and E. S. Prid- 
ham, vice-president, were 
elected directors. All other 
directors were re-elected. 





RICHARD A. O'CONNOR 





John D. Grayson, comp- 
troller, was in addition made 
a vice-president. 





BOOSTERS SEE FILMS 
ON NEW YORK HARBOR 


A brief talk on New York 
Harbor, its administration 
and operation, and the show- 
ing of two films issued by 
the Port of New York Au- 
thority, were the features of 
the Oct. 27 meeting of the 
Hardware Boosters at Mil- 
ler’s Restaurant, 144 Fulton 
St., New York City. Neal 
Montanus, administrative as- 
sistant, Port of New York 
Authority, explained that the 
authority, comprised of rep- 
resentatives of New York and 
New Jersey, operates without 
cost to taxpayers, since all of 
its terminals, bridges and 
tunnels are started with the 
sale of bonds, which are re- 
tired from collections for the 
use of its facilities. 

One film showed Customs 
Agents, Quarantine Officers 
and other federal officers as 
well as city and state officials 
in their work incident to the 
use, control and protection 
of New York Harbor, part of 
which is in New York State 
and the balance in New Jer- 
sey. The other film, “Conquest 
of the Hudson” showed scenes 
taken during the construction 
of the Lincoln Tunnel, con- 
necting New York and New 
Jersey, underneath the Hud- 
son River. Diagrams ex- 
plained how the tunnel was 
constructed and how it re- 
ceives air. Scenes from its 
daily use by the public were 
included. 

More than 40 members and 
guests attended the meeting 
which was presided over by 
Robert Watson, Stanley 
Works, president. 


EXACT LEVEL AGENTS 


Exact Level & Tool Mfg. 
Co., High Bridge, N. J., has 
recently appointed Hardware 
Associates, 2205 Washington 
Ave., Silver Spring, Md., as 
sales agents in Virginia, 
North Carolina and Tennes- 
see. Elliott R. Selinger will 
cover Virginia, and James G. 
Moran, North Carolina and 
Tennessee. Lou Braden, 4045 
Grizella, St., Pittsburgh, will 
cover upper New York state, 
western Pennsylvania and 
West Virginia. 

A. A. Hume, 4938 Second 
Ave., S. Minneapolis, Minn., 
Minnesota, Wisconsin, North 
and South Dakota. Harold P. 
Sammann Co., 7602 North 





Eastlake St., Chicago, will 
cover the sales in Illinois, 
Indiana, Ohio and Michigan. 
Stanley Quisenberry, form- 
erly sales manager for Shap- 
leigh Hardware Co., located 
at 812 Olive St., St. Louis, 
Mo., will call on wholesalers 
in Missouri, Iowa, Kansas, 
Nebraska and Kentucky for 
Exact Level & Tool Mfg. Co. 





STANLEY ELEC. TOOLS 
NAMES SALESMAN 


Stanley Electric Tools, of 
New Britain, Conn., has an- 
nounced the appointment of 
Gaither E. Baker as sales 
representative working out of 
the Los Angeles office. 





GAITHER E, BAKER 


Mr. Baker entered the 
United States Army in 1941 
as a private and later at- 
tended Officers Training 
School, becoming a_ second 
lieutenant in 1943. By 1946, 
he had attained the rank of 
captain in the anti-aircraft 
division and served in the 
South Pacific. 

Since 1948, Mr. Baker has 
had experience in_ selling 
portable electric tools and in 
representing a manufacturer 
in southern California and the 
northwest. 


In June of this year, Mr. 
Baker joined the Stanley 
Electric Tools West Coast 
sales force, working out of 
the Los Angeles office. 





MOVE UNION MALLEABLE 
CHICAGO SALES OFFICE 


The Union Malleable Mfg. 
Co., Ashland, Ohio, recently 
announced a new location for 
its Chicago sales office. The 
Shamrock Plumbing Sales Co. 
is located now at the Railway 
Exchange Building, 224 S. 
Michigan Ave., Chicago. 


HARDWARE 


TWO BRANCH MANAGER; 
FOR INLAND STEEL 
Robert S. Schmieder, gep. 
eral sales manager for Inland 
Steel Products Co., Milwap. 





Cc. F. GRUENERT 


kee, Wis., has announced the 
appointment of two new 
branch managers, and the re- 
assignment of four members 
of its Baltimore sales staff. 
C. F. Gruenert, manager of 
the company’s Detroit branch, 
has been named to succeed 
A. E. Kirechgraber as manager 
of the Rochester-Buffalo 
branch, and R. E. Wollert has 
been appointed manager of 
the Detroit branch to succeed 
Mr. Gruenert. The Rochéster- 





R. E. WOLLERT 


Buffalo branch supplies Mil- 
cor products to western and 
upstate New York, and north- 
ern Pennsylvania, while De- 
troit serves lower Michigan. 





CLAY NAMES ALLEN 


Allen Sales Co., New York 
City was appointed factory 
representative for the clothes 
drying equipment line of 
Clay Equipment Corp., Cedar 
Falls, Iowa. 
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One typical product from Lowe 
Brothers Line Of Profit Leaders 









Universally Preferred 
For ALL Enameling! 






Puts profit into your paint-selling picture because: It hides 
perfectly —one coat renews furniture, walls, woodwork, 
countless other things! Super TOUGH — even withstands 
many strong stains, acids! Excellent for both interior and 
exterior use! These and other standout features make 
PLAX a preferred, popular and very profitable product for 
Lowe Brothers Dealers everywhere! 
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\ ~ Quality of Product and 
“7-=5/-Quantity of Backing— 


They’re building extra profits 


B ealers! 


“I’m a typical Lowe Brothers Dealer and like many others 

I’m making good money! Why ?—for three good reasons! 
“FIRST REASON—PRODUCT QUALITY! It’s a pleasure to sell Lowe 
Brothers quality because customers are pleased with re- 
sults—they always come back to me for paint. 


“SECOND REASON—NO CATS AND DOGS IN THE LINE! All colors 
are Style-Tested— proved by research to be in keeping 
with the very latest color trends. They move much faster 
because they are the colors customers want and will buy 
for fine home decoration today. 

“THIRD REASON—SuPPORT! No paint line—no matter how 
good —is going to hop off the shelf and sell itself. Lowe 
Brothers back their products with the kind of advertising, 
display and promotional helps that pull customers into 
the store. It’s the most complete and consistent dealer 
support in the business: powerful basic materials—signs, 
clocks, displays, color cards, literature, etc.—plus a steady 
flow of new ideas and materials for special, traffic-build- 
ing store promotions that really pay off! 

“All in all, it’s a winning combination of product-quality 
and support-in-quantity that builds extra profits. If you 
want quick details about handling this profit leading line of 
consumer preferred products, write Lowe Brothers today!” 


THE LOWE BROTHERS COMPANY © DAYTON 2, OHIO 


Lowe Brothers 


PAINTS * VARNISHES 
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OLIN APPOINTS TWO 
DIVISION MANAGERS 
The promotion of two dis- 
trict managers to division 
manager posts has been an- 





JOHN L. DAVIS 


nounced by the electrical di- 
vision of Olin Industries, 
Inc., East Alton, IIl. 


John L. Davis has been ap- 
pointed southern division 
manager, with headquarters 
at 1417 Richards Bldg., New 
Orleans, La. He was formerly 
district manager in St. Louis. 





LEON P. HOVIK 


Leon P. Hovik is the new 
western division manager, 
and his headquarters will be 
625 Folsom St., San Fran- 
cisco, Calif. He was formerly 
district manager in Chicago. 

Mr. Davis will have com- 
plete supervision over all 
Winchester and Bond electri- 
cal division operations in the 
states of Georgia, Florida, 
Alabama, Mississippi, central 
and western Tennessee, Lou- 
isiana, Arkansas, Oklahoma, 
New Mexico and Texas. Mr. 
Hovik will have complete su- 
pervision over all Winchester 
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and Bond electrical division 
operations in the states of 
Arizona, California, Colorado, 
Idaho, Montana, Nevada, 
Utah, Washington, Wyoming 
and Oregon. 





OPEN HOTPOINT ELECTRIC 
HOUSE OF FIFTIES 


“The Hotpoint House of the 
Fifties,” a new all-electric 
house incorporating a push- 
button kitchen and laundry 
and many other advanced au- 
tomatic products, was opened 
at Plandome Mills, N. Y., re- 
cently by James J. Nance, 
president, Hotpoint, Inc., Chi- 
cago. 

The House and its variety 
of equipment is a completely 
integrated unit dramatizing 
the advancements made in 
home building and related in- 


dustries over the last 25 
years, according to Mr. 
Nance. He emphasized that 


all products are standard, and 
are available for medium in- 
come families. 





BOUCHARD ASSOCIATES 
NAME SALES MANAGER 


Ronald LaChance has 
joined J. E. Bouchard Asso- 
ciates, 161 Devonshire St., 
Boston 10, Mass., manufac- 
turers agents, as sales man- 
ager. He was formerly 
district representative for 
McDougal-Butler Co., and 
recently, sales promotion 
manager for Decto Products, 
Salem, Mass. Mr. LaChance 
has departmentalized the 
sales force—paint, Jerry 
Crowley, manager; electrical 
and plumbing, Frank J. 
Meehan, and automotive divi- 
sion for which a manager 
will soon be appointed. } 





KANO LABORATORIES 
BUILDS NEW PLANT * 


Kano Laboratories has re- 
cently built a new plant at 
1000 S. Thompson Lane, 
Nashville 11, Tenn. The 
building is about four times 
as large as the former quar- 
ters in Chicago and consoli- 
dates all operations. 





MASURY APPOINTS 
MAINE SALESMAN 


Hollis E. Monaghan has re- 
cently been appointed sales 
representative in the state of 
Maine, according to John W. 
Masury & Son, Inc., Balti- 
more 30, Md. Mr. Monaghan 
has been active in the selling 
end of the paint industry 


since 1946 when he was dis- 
charged from the Army. 

His sales experience dates 
back to 1929 when he was 
eastern sales representative 
for a well known Bangor con- 
cern. In 1938 he managed 
company operated model ser- 
vice stations and taught Shell 
Oilmen merchandising, sales- 
manship and efficient business 
methods. He operated his 
own business until 1940 when 
he entered the Army. 





525 TO EXHIBIT AT 
CHICAGO SHOW 


The January, 1951, Na- 
tional Housewares & Home 
Appliance Exhibit to be held 
Jan. 18-25 at the Navy Pier, 
Chicago, is expected to play 
host to more than 10,000 buy- 
ers, according to A. W. Bud- 
denberg, executive secretary, 
National Housewares Manu- 
facturers Association. More 
than 525 manufacturers will 
display over 100 different 
classifications of merchandise. 
They will occupy 763 booths 
in the auditorium’s two halls. 
Exhibitors may set up their 
exhibits on Jan. 15 and they 
must remain intact until 5 
p.m., Jan. 25. The show hours 
will be from 9 a.m. to 5 p.m. 
daily with the exception of 
Sunday, Jan. 21, when the ex- 
hibit will not be open. 





BOYLE-MIDWAY APPOINTS 
DEBAGGIS SALES HEAD 


E. A. DeBaggis has been 
recently appointed national 
sales manager for Boyle-Mid- 
way, Inc., New York City. 





E, A. DEBAGGIS 


Mr. DeBaggis was form- 
erly assistant national sales 
manager, a position which 
had been created for him. 
Previously he had been with 
Lever Bros. 
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DANN JOINS BOLENS 
SALES FORCE 
Richard Dann has been ap. 
pointed the Bolens Products 
Division, Port Washington, 





RICHARD DANN 


Wis., factory sales represen- 
tative for Michigan and west- 
ern Ontario. 


Prior to coming to Bolens 
his experience included work 
in California as office mana- 
ger for a 75,000 acre agricul- 
tural ranch and also person- 
nel director for the California 
Vineyards Association. 

Since joining the Bolens 
organization in 1947, Mr. 
Dann has been active in 
many phases of service work, 
having been assistant service 
manager for the past two 
years. 





WARING HANDLING 
DURABILT LINE 


Waring Products Corp., 
wholly-owned subsidiary of 
Claude Neon, Inc., has added 
sales of the Durabilt lines of 
standard, travel and folding 
irons to its Waring Blendor 
and Waring steam iron lines, 
and will market and dis- 
tribute both through its na- 
tional sales organization, it 
was announced recently. 





G.E. RANGE, HEATER 
PACIFIC SALESMAN 


Dale E. MacKenzie has 
been appointed Pacific dis- 
trict sales representative for 
General Electric Co., Bridge- 
port 2, Conn., range and 
water heaters. He succeeds 
Howard Oliphant who was 
made local manager of appli- 
ance sales at Seattle, Wash. 
_Mr. MacKenzie joined Gen- 
eral Electric in 1939 at 
Bridgeport. Until his new 
appointment, he was head- 
quarters representative for 
the range and water heater 
division. 
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The Famous WYTEFACE Steel Tapes 


plus an eye-catching 


Counter Display Unit 


are creating hardware-profit NEWS! 





Drafting, 
Reproduction, 
Surveying Equipment 

and Materials, 
Slide Rules, 
Measuring Tapes. 





WYTEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 

You can sell WYTEFACE with one of the most 
merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes... 













saves you inventory space ... makes your counter work 
easier. For instance... 


1. Your customers see the actual easy-to-read, black-on-white tapes. 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 

4. Sales features printed on the back help clerks. 


Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dis- 
play. You'll sell more much faster. 

*Trade Mark. W yteface Steel Tapes are protected by U.S. Patent 2,089,209, 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK ©® HOBOKEN,N.J. ® CHICAGO °¢ ST. LOUIS 
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DETROIT °¢ 


SAN FRANCISCO ¢ LOS ANGELES, 








CLYDE CRIGER JOINS 
DEWITT SALES STAFF 
Clyde M. Criger has re- 


cently been appointed to the 
sales staff of Bill DeWitt 





CLYDE M. CRIGER 


Div., Auburn, N. Y. Mr. 
Criger has had more than 25 
years of experience in sales 
and sales promotion. 





OKONITE APPOINTS 
PURCHASE AGENT 


Kenneth T. Gordon has 
been appointed purchasing 
agent of The Okonite Co., 
Passaic, N. J. He will also 
direct purchases for the com- 
pany’s Hazard Insulated 
Wire Works Division at 
Wilkes-Barre, Pa., and for the 
Okonite-Callender Cable Co., 
of Paterson, N. J. 

John L. Fabiny, previously 
in charge of metals and chem- 
icals purchases, has _ been 
named assistant purchasing 
agent. Mr. Fabiny, who has 
been with the company for 
25 years, gained most of his 
experience in the Hazard Di- 
vision. 


MILLER COVERS SOUTH 
FOR R. E. DIETZ 


Alfred Miller has been ap- 
pointed to succeed Frank E. 
Smith in the southern terri- 
tory for R. E. Dietz Co., Syra- 
cuse, N. Y. Mr. Smith has 
retired after 55 years of ser- 
vice with the company, hav- 
ing been in charge of the 
southern area for over 40 
years. He is a member of the 
Old Guard of Southern Sales- 
men and a member of its ex- 
ecutive committee. Mr. Smith 
is also an elected honorary 
member of the Texas Hard- 
ware Boosters Club. 

Mr. Miller has been with 
Dietz for 25 years in the lan- 


186 


tern sales department. He 
will travel the 12 southern 
states from Virginia to, Texas. 





BRUNING TO HANDLE 
TINT-A-MATIC 


Bruning Brothers, Inc., Bal- 
timore, has been’ granted 
a license to merchandise Tint- 
A-Matic concentrated cube 
colorant and to manufacture 
Tint-A-Matic tinting bases, 
according to.an announcement 
by Irvin Ebaugh, vice-presi- 
dent. 

Mr. Ebaugh stated that his 
company will soon announce 
a full line of interior paints 
in Tint-A-Matic White bases. 
Unlimited colors will be avail- 
able to dealers through means 
of 22 color cubes in basic 
stock. 


O. A. SUTTON NAMES 
GORDON SECRETARY 


O. A. Sutton, president of 
the O. A. Sutton Corp., 
Wichita, Kan., has an- 
nounced the appointment of 
Dale W. Gordon as secretary 
and assistant controller. 

Mr. Gordon was formerly 
associated with the account- 
ing firm of Stanley Spurrier 
& Co. as a certified public 
accountant, and prior to that 
was a partner in the firm of 
Elmer E. Fox & Co. 


IMPROVED ECONOMY 
HEATING MEET TOPIC 


Taking note of rising costs 
of business operations and of 
living, exhibitors at the 10th 
International Heating & Ven- 
tilating Exposition will fea- 
ture improved economy in 
the operation of all manner 
of equipment covering their 
many activities. The Expo- 
sition will be held in the 
Commercial Museum, Phil- 
adelphia, Pa., Jan. 22-26, 
1951, under the auspices of 
the American Society of 
Heating & Ventilating Engi- 
neers during the 57th annual 
meeting of the Society. 


BOOKLET ON USE OF 
EXTRUDED ALUMINUM 


The basic engineering prin- 
ciples for the most effective 
use of extruded aluminum 
shapes are explained and il- 
lustrated in the 1950 edition 
of the 138-page book, Design- 
ing with Aluminum Extru- 
sions, issued by Reynolds 
Metals Co., 2500 South Third 
St., Louisville 1, Ky. The 





books are available without 
charge to those requesting 
them on company letterhead. 





MOVE JAMES MFG. CO. 
EASTERN BRANCH 


The James Mfg. Co., Fort 
Atkinson, Wis., will move its 
eastern branch factory and 
office from Elmira, N. Y., 
where they have been located 
since 1917 to Mount Joy, Pa. 





J. A. WRIGHT’S AGENTS 


J. A. Wright & Co., Keene, 
N. H., has appointed J. M. 
Bobb Co., Inc., 8 East Long 
St., Columbus 15, Ohio, to 
cover Columbus; Francis & 
Williams, 704 Anita _ St., 
Houston 6, Tex., for the 
Houston area, and T. M. Mc- 


Laughlin Co., 276 Rocke- 
feller Blidg., Cleveland foi 
that area. 





FEDERAL TOOL AGENTS 
MARK 25TH YEAR 


The Federal Tool Corp., 
Chicago, Ill., has announced 
the 25th anniversary cele- 
bration of the Ward Francis 
Co., its west coast repre- 
sentatives for the past 12 
years. Ward Francis or- 
ganized the company in 1926 
with headquarters in Seattle, 
where they still operate. He 
then represented manufac- 
turers’ housewares, station- 
ary and toys and was cover- 
ing Washington, Oregon, 
Idaho and Montana. In 1938 
he included California in his 
housewares lines. Mrs. 
Francis has been associated 
with the company for years. 
In 1945 William Francis 
joined his father, opening an 


office in Los Angeles. The 
company’s sales staff has 
also been expanded to in- 


clude Robert Hadden as its 
resident salesman covering 
Northern California. 


M.E.W.A. ANNOUNCES 
MEETING PROGRAM 


The principal subject for 
discussion at the Motor & 
Equipment Wholesalers As- 
sociation’s annual national 
business conference to be 
held Dec. 1-2, 1950, at the 
Stevens Hotel, Chicago, will 
be operating a wholesaling 
business under today’s con- 
ditions. 

Warm War-Time Manage- 
ment will be the subject of 


James C. Parker, associa- 
tion president. Its various 
phases will be further 


elaborated on by members in 
separate discussions. 
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PERFECTION STOVE Apps 


ST. PAUL SALESMAN 


Perfection Stove Co., 760% 
Platt Ave., Cleveland, Ohio. 


has recently added Angus ¥ 





ANGUS M. CAMPBELL, JR. 


Campbell, Jr., to its St. Paul 
district sales staff. He will 
handle the Duluth territory 
for the company. 

Mr. Campbell’s _ previous 
experience includes four 
years with Modern Appliance, 
a downtown Duluth store, 
and six years with Freemuth 
Department store. For two 
years prior to joining Per- 
fection he was Duluth terri- 
tory salesman for Westing- 
house. 


CABINET MAKERS STUDY 
AID POSSIBILITIES 


For some weeks the prob- 
lem of how the steel kitchen 
cabinet manufacturers can 
assist in any national emer- 
gency as well as safeguard 
and protect the interests of 
manufacturers has been re- 
ceiving careful attention, ac- 
cording to Arthur J. Tus- 
cany, executive secretary of 
the Steel Kitchen Cabinet In- 
stitute, Cleveland. 

The Institute also an- 
nounces that the date for the 
1951 Annual Meeting of the 
association is Feb. 14, 1951; 
the place to be announced 
later. 


WHITLAM SALES AGENTS 


J. C. Whitlam Mfg. Co. 
Wadsworth, Ohio, has re 
cently appointed James P 
Walker, 1867 SW 18th St. 
Miami, Fla., to cover the 
state of Florida. Calvin Carr, 
Kalamazoo, will handle the 
state of Michigan and Coch- 
ran & Co., Atlanta, covers the 
Georgia-South Carolina terT'- 
tory. 
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There’s top value for your customers, steady 
profits for you, in competitively priced “Flying 
Pig’’ paint brushes. Pure Chinese hog bristles for 
performance-appeal; bright, vari-colored 
handles for eye-appeal. Assortments in a wide 
range of popular sizes and styles, in colorful, 
two-tier metal dispensers or shipping-box 
dispensers. WHITING-ADAMS Company, Inc., 
Boston 18, Massachusetts. 


Whiting- Adams 
Paint Brushes 


No Shed... No Streak... 
No Spatter 
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HARDWARE BRIEFS 








ILLINOIS 


Mr. and Mrs. William H. 
Gissal, 808 West Delmar Ave., 
Alton, Ill., mark their 50th 
anniversary this year. Mr. 
Gissal is a member of the 
Hardware Age Fifty Year 
Club and has been manager 
of H. K. Johnston Hardware 
Co., 142-150 W. Broadway, 
Alton, over 58 years. 





KANSAS 


Harold Duffy has acquired 
the Smith Hardware, Vermil- 
lion. 





C. H. Chaney, Sr., an- 
nounces plans for a new hard- 
ware, paint and wall paper 
store at 1405 N. Washington 
St., Junction City. The store 
will be known as the South- 
west Paint & Glass Co. 





W. B. Bryant sold his hard- 
ware and implement stock 
and fixtures recently to the 
Hoover Hardware Co., King- 
man, and they will soon be 
moved there. Mr. Bryant had 
owned the oldest business 
establishment in Haviland. 





Phelps Hardware, Quinter, 
has been re-opened. 





J. M. Kilgore, hardware 
dealer in Ottawa for 16 years 
with 45 years in the hardware 
business, has closed his store 
at 117 E. Second. For 17 years 
he traveled for the Townely 
Metal & Hardware Co. He 
also was a buyer for the 
Bunting Hardware Co., Kan- 
sas City for nine years. 





LOUISIANA 


Carlos J. Barnes succeeded 
Peter Pellegrini as president 
of the Hardware Club of New 
Orleans. Installed also were: 
Vie Lala, first vice-president; 
Sal Balsamo, second vice- 
president; Louis White, corre- 
sponding secretary, John 
Lotz, recording secretary; 
William Guarino, Sr., trea- 
surer, and William Guarino, 
Jr., Paul Sussdorf and Robert 
Mason, members of the ad- 
visory committee. 





MASSACHUSETTS 


The enlargement of the 
southeast wing of the John E. 
Jordan Hardware Store, 
Plymouth, has been started. 
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MICHIGAN 


Charles Morey, Niles and 
William D. Barnes, Hastings, 
have announced the opening 
of a hardware store at 217 E. 
Main St., Niles. 





MISSOURI 


Kenneth Goodnight will be 
the proprietor of a store to 
be opened in Carrollton at 112 
S. Main St. 





Opening across the street 
from its present location is 
Mac Hardware, Webster 
Groves, operated by Walter 
E. Wood. The store has been 
in existence since 1928. 





Milton G. Cochran has 
opened the Cochran Hardware 
Co., 20 N. Gore, Webster 
Groves. 





Hendrix Hardware, 29 
Moody Ave., Webster Groves, 
has been opened by Charles 
E. Hendrix and Walter Smith, 
salesman for Shapleigh for 
30 years. Mr. Hendrix for- 
merly operated the Hendrix 
Cabinet and Woodworks. 





A. G. Miller has owned and 
operated the Gorelock Hard- 
ware Co., 114 West Lockwood, 
Webster Groves, for 25 years. 





NORTH CAROLINA 


Wallace Hardware & Ma- 
chinery Co., Wallace, has been 
formed to operate a general 
hardware business. 





The Builders Hardware, 
Rocky Mount, has started op- 
erations in its new quarters 
on Southeast Main St. The 
company which was located 
on Tarboro St. moved some 
time ago to the new location, 
however the process of reno- 
vation has just been finished. 
Hugh M. Daley is owner of 
the store, while P. V. Jones 
is manager. 





NORTH DAKOTA 


Joe Klassen, operator of 
the Klassen Hardware store, 
Bowbells, has started to en- 
large his store. A modern 
front will be added. 





Chenery Hardware, James- 
town, recently held an official 
opening in its new location. 
The building has been com- 
pletely remodeled. 


Reiten Hardware, Hastings, 
has recently held its grand 
opening. The store is now 
known as the Marshall-Wells 


store. 





OKLAHOMA 


Part interest in the S & S 
Hardware Store, Okemah, has 
been purchased by Clarence 
B. Cochran. James O. Smith, 
former manager, has gone in- 
to active duty with the 45th 
division. 





Charles and John Wheatley 
purchased the interest of C. 
D. Wheatley in Wheatleys 
Hardware, Yukon, in which 
John and C. D. Wheatley have 
been partners since 1946. 





Roy Knight has purchased 
the W. C. Smith hardware 
store, Snyder. J. C. Smith is 
retiring due to ill health. 





OHIO 


The Cooper Hardware Co., 
2512 West Third St., has 
taken a lease on the store- 
room at 3016 N. Main St., 
Dayton. The building will be 
remodeled and a new store 
will be opened in the future. 





Jack Pierce and Wayne 
Tood have purchased the 
Brening hardware store in 
Chillicothe. 





Abraham F. Muscari and 
Frank Waldhorst are the own- 
ers and managers of the new 
Marietta Hardware Co., 170 
Front St., Marietta. 


PENNSYLVANIA 


A. C. Hutchison and Ah 
Solomon have acquired th 
Marinelli Hardware property 
on Graham Ave., Windber 
Mr. Solomon will have charg 
of the store. 








Louis M. Waddell, Waynes. 
burg, has purchased the Blajr 
& Hampson Hardware Stor 
which a century ago wa; 
owned by his father. 





VALVE EXPORT AGENTS 


Superior Valve Mfg. (Co, 
3301 Mayflower Rd., Cleve. 
land 15, Ohio, has appointed 
Ward Export Co., Inc., 52 
Broadway, New York City 
12, as export representatives 
covering: West Indies, Do. 


minican Republic, Cuba, 
Haiti, Puerto Rico, South 
America, Ecuador, Venezu- 


ela, Central America, Guate- 
mala, El Salvador, Honduras, 
Prilippine Islands, _ Iran, 
Syria, Lebanon, Tangiers, 
Saudi Arabia and Liberia. 





ARVIN CLEVELAND AGENT 


Arvin Industries, Inc., Co- 
lumbus, Ind., has announced 
the appointment of Edgar A. 
Brown, Inc., as the distrib- 
utor for Arvin radio, tele- 
vision and electric house- 
wares in Cleveland, Ohio. 

Edgar A. Brown is»presi- 
dent and sales manager «i 
the firm, which has its head- 
quarters at Carnegie Ave. at 
East Fortieth Street, and 
Andrew E. Morgan is ger- 
eral manager. 








Spokane Pot & Kettle Officers 





The Spokane Chapter of the National Pot & Kettle Club 


Association recently held an election of officers. 


From le 


to right they are: Bob Skindlov, Graybar Electric, secretary: 
Bob Roller, Brodie’s, Inc., treasurer; Herb Becker, Interna 


tional Forwarding Co., 


president; Jack Berger, 


Mars 


Wells, vice-president; Gail Adams, Harper-McGee, retiring 
president; and Frank Martin, The Palace Store, corresponding 


secretary. 
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CHARLES T. PFLUEGER 


Charles T. Pflueger, Sr., 
66, president, The Enterprise 
Mfg. Co., Akron 9, Ohio, died 





CHARLES T. PFLUEGER 


reently in City Hospital, 
having been stricken at his 
farm near Greensburg a few 
hours earlier. He was 16 
when he joined the company 
incorporated by his father, 
the late E. F. Pflueger in 
1882. 


Mr. Pflueger had been ac- 
tive in the business until last 
January when he was stricken 
with cerebral thrombosis. He 
was a member of the Izaak 
Walton League and a 32nd 
Degree Mason. 





AMOS MARCKEL 


Amos Marckel, 87, one of 
the incorporators of the Our 
Own Hardware Co., Minne- 
; oa organization, died re- 

ily at Rochester, Minn. 
Mt. Marckel served continu- 
Msly as a director of Our 
es from its inception until 

Tesignation at the annual 
7 last Feb. He also 
etved continuously as a vice- 
President of the Hall Hard- 
Ware and Our Own Hardware 
&; and at the time of his 
» Was an honorary vice- 
Besident of the Our Own 


ware Co. 
He held membership No. 1, 
dated July 11, 1913, with 
Charles F. Ladner. Mr. 


Marckel brought Mr. Hall in- 
to the group by introducing 


ladner and the other board 
members, suggesting he be 
employed as manager. 

Mr. Marckel originated the 








and recommending him to Mr. ’ 


Hall Building Co., and acted 
as its president until his 
resignation last Feb. He was 
a founder of the Hardware 
Mutual Insurance Co. of 
Minnesota. 





E. JULIUS CAPPELMANN 


E. Julius Cappelmann, 64, 
president, C. D. Franke & Co., 


Inc., hardware wholesalers, 
Charleston, S. C., died re- 
cently. Mr. Cappelmann 


started with the company in 
1900 at the age of 14 as an 
office boy, working his way up 
to the position of president 
through the ranks. He was 
successively stock clerk, order 
and billing clerk, traveling 
salesman, buyer and then 
vice-president, from 1921 un- 
til 1947 when he was elected 
president. Mr. Cappelmann 
was a member of the Knights 
of Pythias and Elks, Cham- 
ber of Commerce, Hibernian 





E, JULIUS CAPPELMANN 


Society and a director of the 
American Mutual Insurance 
Co., all of Charleston. He 
was also made a member of 
the HARDWARE AGE Fifty 
Year Club this year. 





WILLIAM K. TAYLOR 


William K. Taylor, 58, 
salesman for Louisville Tin 
& Stove Co., Louisville, Ky., 


died recently at Nichols Hos- 


pital. 





J. H. TOUCHSTONE 
J. H. Touchstone, 55 field 
technician and sales repre- 
sentative for Sandvik Saw & 
Tool Corp., 47 Warren St., 
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New York City, died recently 
following a car accident. He 
had been with Sandvik for 
the past 12 years, and had 
been instrumental in introduc- 
ing the Sandvik Swedish bow 
saws in the south. Since the 
war, his activities were con- 
fined principally to the states 
of Alabama and Mississippi. 


FRED R. PECK 


Fred Russell Peck, 84, 
formerly associated with 
Patent Novelty Co., Fulton, 
Ill., as sales manager of the 
hardware division, died re- 
cently. 

Mr. Peck joined his father 
in the C. A. Peck hardware 
company, Berlin, Wis. He la- 
ter organized the Peck- 
Hamre Mfg. Co., Berlin and 
was president until he moved 
to Clinton in 1921 to join 
Patent Novelty. He retired 
from that company in 1943. 


FULTON SEELBINDER 


Fulton Seelbinder, vice- 
president in charge of pur- 
chases and a member of the 
board, Wimberly & Thomas 
Hardware Co., Inc., whole- 
salers, Birmingham 2, Ala., 
died recently. 

Mr. Seelbinder had spent 
practically his entire life with 
the company. He started as 
office boy and worked up to 


the positions of traveling 
representative, sales mana- 
ger, merchandise manager 


and finally vice-president in 
charge of purchases and a 
board member. He was a 
member of the Birmingham 





FULTON SEELBINDER 


Chamber of Commerce and 
the Alabama State Chamber 
of Commerce. 


LLEWELLYN G. GRIFFITHS 
Llewellyn G. Griffiths, 74, 


secretary, The Enterprise 
Mfg. Co., Akron, Ohio, died 
recently at City Hospital, 


having been in the hospital 
for 10 days prior to his 


death. Mr. Griffiths, who had 
company 


been with the for 





LLEWELLYN G. GRIFFITHS 


60 years, started in the ship- 
ping room. He was sales man- 
ager for many years before 
he was appointed secretary. 
For 40 years he traveled from 
coast to coast for Enterprise. 








MAJESTIC ADDS AGENTS 


Majestic Radio & Tele- 
vision, 70 Washington St., 
Brooklyn 1, N. Y., has an- 
nounced the addition of three 
new members to the factory 
sales organization who will 
represent the company for 
Majestic radio and television 
products. 

James R. Lacey, who main- 
tains his headquarters at 231 
Healey Bldg., Atlanta 3, Ga., 
is district sales manager for 


Georgia, Florida, and Ala- 
bama. 

John M. Maynard, who 
maintains offices at 4507 


Shenandoah, Dallas 5, Texas, 
will cover the states of Texas, 
Arkansas, and Louisiana. 
Milton Hessel will cover 
southern Illinois, and eastern 
Missouri from his _head- 
quarters at 4521 Parkview 
Place, St. Louis 10, Mo. 


JACOBUS’ AGENTS 


Charles Peltz and Fred 
Levering have been named 
representatives for A. G. 
Jacobus’ Sons, Inc., Verona, 
N. J., for the District of 
Columbia, Delaware, Mary- 
land and Virginia. 
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An overnight success, Tru-Test "BANTAM" Rolls 


have exceeded our wildest expectations . . . point to 
@ genuine need and demand for a consumer size 
unit of gummed tape for use in the home. It's new 


extra business, Why not get your share of it. 


Available in 1 to 3 inch widths — packed 12 © 
“BANTAM” rolls to the carton. Retails . 


for 25¢ per roll and being snapped up at 
the price. Write direct if 
your distributor can't supply you. 


‘He started as a clerk for 





| manufactured by 
TAPE, INC. / Green Bay, Wis. 
sold by better distributors everywhere 
for better results anywhere 
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H. D. @. NEFF, Hart- 
ford, Conn., New England 
representative for Utica 
Drop Forge & Tool Corp., 
has spent 56 years in the 
-hardware~ business. The 
third initial of his name, 
he says; stands for 
“Quality.” His calling 
cards read, “H. D. ‘Qual- 
ity’ Neff—I can’t sell them 
all but I. sell the best.” 


‘the Keene Bros. Hardware 
Co., in Chicago, in 1894. 
After two. years he went 
to Carson, Pirie, Scott & 
Co., as buyer for the up- 
holstery, hardware and 
sporting goods department. He served in the 
Spanish-American War and afterwards embarked 
on a long career on the road, at first working for 
one of Utica’s manufacturer’s representatives in 
the North Central states. When the line was with- 
drawn from representatives in the early 1900s, 
he was ‘appointed directly by the company. In 
1913 he accepted the New England territory from 


H. D. Q. NEFF 
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J. Wiss & Sons, and continued in that association 
for seven years. In 1920, with four associates, 
he assisted in organizing the Forged Steel Prod- 
ucts Co. He served as vice president, factory 
superintendent and also “covered several terri- 
tories.” He sold his interests in 1928 and did 
special sales work for Billings & Spencer and the 
William Schollhorn Co. His renewed association 
with Utica started in 1932. 


JAMES F. DONAHUE, 
executive vice president 
of The Lamson & Sessions 
Co., Cleveland, began his 
business career in 1895, 
with the Oliver Iron & 
Steel Co., with which he 
remained in various cler- 
ical and operating capaci- 
ties until 1903 when he 
went to the New Castle 
Forge & Bolt Co., where 
he stayed until 1908, hav- 
ing served as_ secretary 
and general sales man- 
ager. From 1908 until 
1920 he was with Russell, 
Burdsall & Ward Bolt & 
Nut Co., as western sales 
manager in Chicago. From 1920 to 1928 he was 
vice president and general manager of Foster 
Bolt & Nut Manufacturing Co., and for the next 
two years was president. He has been vice presi- 
dent of Lamson & Sessions for the past 20 years. 
Mr. Donahue is a member of the Transportation 
Committee of the Cleveland Chamber of Commerce. 





JAMES F. DONAHUE 


F. B. KELLOGG, secre- 
tary-treasurer of F. E. 
Myers & Bro. Co., makers 
of water systems, pumps 
and farm operating equip- 
ment, on Oct. 28 began his 
62nd year with the com- 
pany. When he joined the 
firm it had less than 60 
employees, of whom eight 
were in the office. He 
started as a bookkeeper. 
When he went to work the 
Ashland, O., company had 
only 300 to 400 accounts, 
whereas at one time the 
company had between 10,- 
000 and 15,000 active ac- 
counts. When the com- 
pany was incorporated in 1921 he was elected a 
director and to his present post of secretary- 
treasurer. A son, W. B. Kellogg, is also with the 
firm in an executive sales capacity. 


F. B. KELLOGG 








No. 23HK2450 

Distinctively modern square dust- pro- 
tected case with 10K yellow rolled gold 
top and a non-corrosive metal back. 
Matching chain bracelet. Raised figure 
dial, high domed crystal. 17 Jewel Hall- 
mark shock-protected movement assures 
accuracy. 

Suggested Retail ......... $50.00 


No. 17HK3100 

Strikingly simple 14K yellow gold dust- 
protected case with matching gold-filled 
expansion bracelet gives this watch an 
ultra-modern look. Easy-to-read raised 
figure dial and domed crystal. 17 Jewel 
Hallmark shock-protected movement. 
Suggested Retail ......... $60.00 


No. 9HK3800 

Simple, smart and square . . . this dust- 
protected case is 14K white gold, with 
matching gold-filled link bracelet. Ic 
also features a raised figure dial, clear 
domed crystal and dependable 17 Jewel 
Hallmark shock-protected movement. 
Suggested Retail ......... $71.50 




















Timepieces 
with an Extra Measure of Value 


HALLMAR 


REG. U.S. PAT. OFF. ——— 
FINE WATCHES 

% SHOCK PROTECTED ye DUST PROTECTED — %& ANTI-MAGNETIC 

% REAL RUBY JEWELS 4 METAL BRACELETS — & FULLY GUARANTEED 





Wy berever fine watches are discussed, everybody 
talks about Hallmark. There’s no secret about 
its popularity with those who insist on the best 
quality, smart, modern styling and reliable accu- 
racy. Hallmark watches are made with standard- 
ized, interchangeable parts. Packed in handsome 
presentation boxes. 


NATIONALLY ADVERTISED 





























No. 31HK2675 

This man’s watch features dust -pro- 
tected 10K yellow rolled gold plate case 
with non-corrosive back, matching gold- 
filled expansion type basketweave brace- 
let. Raised figure dial, domed crystal. 
Sweep second hand. 17 Jewel Hallmark 
shock-protected movement. 

Suggested Retail ......... $55.00 


No. 38HK3150 

WATER - REPELLENT. Distinctively 
modern watch with yellow top, steel 
back case. Dust-protected for trouble- 
free service. Matching gold-filled com- 
bination expansion bracelet. Radium 
figure dial and hands. Sweep second 
hand. 17 Jewel Hallmark shock-pro- 
tected movement. 

Suggested Retail. ........ $60.00 


No. 36HK3750 

AUTOMATIC, SELF-WINDING. Su- 
perb, ultra-practical watch for men. All 
stainless steel water-repellent, dust-pro- 
tected case with matching steel expan- 
sion type basket-weave bracelet. Has 
radium figure dial and hands; sweep 
second hand. 17 Jewel Hallmark shock- 
protected movement. 

Suggested Retail. ........ $71.50 


SOLD ONLY THROUGH WHOLESALERS 
For full details, write or phone 


HALLMARK Watch Corporation 
5 WORTH WABASH AVENUE, CHICAGO 2, ILLINOIS 
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THE 98¢ ECONOMY BOX 


Dealers like this colorful display carton of 
MORTITE Weatherstripping because it 
acts as a silent salesman on any counter or 
in window. 

Off the market last season, but back this 
year because of popular demand. 

The Economy box contains four 29¢ boxes, 
each with enough MORTITE to weather- 
strip an average size window. (12 Economy 
boxes to carton—Stock No. M-1.) 
Customers like it because it saves them 
money. 

Your profit on a carton $3.92. 

Your profit on Jr. boxes sold separately at 
29¢ is $6.08 per carton. 


And—DON'T FORGET THE OTHER 





Bargain Box contains one large coil, enough 


for five to six windows. Retails for $1.25. 
(Packed 12 to carton—Stock No. B-2). 
Your profit on a carton $5.00. 


NATIONALLY ADVERTISED 


for the past seven years in publications 
with a total circulation of 24,000,000— 
and an average home ownership of 63 


1/3%. 
ORDER THROUGH YOUR JOBBER TODAY 


J. W. MORTELL CO. 
Technical Coatings Since 1895 
508 Burch St., Kankakee, Ill. 
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The Business Outlook—Markets and Price News 
(Continued from page 14) 


National Raises Price 
On Galvanized Pipe 


National Supply Co. has in- 
creased prices of galvanized steel 
pipe in 4-in. sizes and larger 
in a range from $3 to $5 per 
ton, effective Oct. 23. Prices of 
%% and %4-in. pipe were boosted 
$5 per ton; l-in. and 1%-in. 
pipe $4 per ton; 144-in. and over 
$3 per ton. Similar price in- 
creases had previously been an- 
nounced by other pipe makers. 


the usual galvanized coating. 
Curtailment of its galvanizing 
operations has been mainly in 
pipe. 

Republic Steel has kept up 
normal galvanizing operations 
on steel wire and pipe but has 
reduced galvanizing production 
on sheet steel 25 pct. 


Paper Bags Advanced 
About 10%, Nov. | 


A number of mills announced 
price increases in paper bags, 
effective Nov. 1. The increase 
in standard grocery and spe- 
cialty bags averages 10 pct. The 
boost averages 74% pct in multi- 
well shipping sacks. Including 
the current increase, three types 
of standard bags made from 
popular weight kraft have ad- 
vanced in price per thousand 
since the start of the Korean 
war as follows: 20-pound bags 
from $4 to $4.50; eight-pound 
bags from $2.20 to $2.90, and 
three-pound bags from $1.15 to 


Price Advances Made 
On Revere, Ekco Lines 


Revere Copper & Brass, Inc., 
has announced price increases 
of approximately 10 pet on 24 
items in its line of copper-clad 
stainless steel Revere ware 
cooking utensils. The new price 
range is from $3.75 to $13.95, 
compared with $3.40 to $12.50. 

An increase of almost 15 pct 
was announced by Ekco Prod- 
ucts Co. on its line of stainless 











$1.65. steel copper-bottom ware. 
1 
Wholesale Hardware Sales 
By Geographic Divisions, for September 1950 
| SALES REPORTED CUMULATIVE SALES? 
| Percent Change 
e | Sept. 1950 vs. Amount (Add 000) January- Jaouary 
Number Sept. Sept. 
Geographic | 0! Sept. August Sept. Sept. August 1950 1949 Percent 
Division | Firms* 1949 1950 1950 1949 1950 (Add 000) (Add 000) Change 
U. 8. TOTAL... | 335 +30 —13 $93,974 $72,563 $107,641 | $713,162 $604,359 +18 
New England. . - 19 +33 —12 1,837 1,377 2,097 14,914 12,289 21 
Middle Atlantic. . | 74 +34 -—7 12,953 9,659 13,884 y 80,464 +16 
East North Central. . ‘| 44 +16 —15 14,194 12,190 16,686 119,673 97,647 +23 
West North Central... 35 +18 —10 16,096 13,633 17,985 120,427 * 808 +11 
South Ailantic.... ‘| 56 +31 —16 13,857 10,599 16,579 100,408 83,216 +21 
East South Central 23 | +32 —16 6,826 5,160 8,173 51,718 42,741 +21 
West South Central 43 | +33 — 8 10,796 8,117 11,676 81,553 72,255 +13 
Mountain 1 | +42 —12 2,864 2,108 3,268 21,210 18,304 +16 
Pacific. . 31 | +48 —16 14,551 9,810 17,293 109,836 88,635 +24 








‘Includes 14 reports received too late to be incorporated in Census Bureau pub- 
lished releases. 

2 Includes reports received too late for inclusion in previous moarthly totals. 

® Number does not apply in all cases to the cumulative figures. 





States Comprising Regions: New England—(Conn., Maine, Mass., N. H., R. L., Vt.) ; 
Middle Atlantic—(N. J., N. Y., Pa.) ; East North Central—(IIlL, Ind., Mich., Ohio, 
Wis.) ; West North Central—(lIowa, Kan., Minn., Mo., Neb., N. D., S ); South 


Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) ; East South Central 

—(Ala., Ky, Miss, Tenn.) ; West South Central—(Ark., La., Okla., Texas) ; Moun- 

— oh See Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) ; Pacific—(Calif., Ore., 
ash.). 
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ATIVE SALES? 


January 

Sept. 

1949 Percent 
‘Add 000) Change 
$604,359 +18 

12,289 +21 

80,464 +16 

97,647 +23 

108,808 +11 

83,216 +21 

42,741 +21 

72,255 +13 

18,304 +16 

88,635 +24 


Bureau pub- 


ly totals. 


.. Bm 3. Vi? 3 
» Mich., Ohio, 
3. D.) ; South 
South Central 
exas) ; Moun- 
-~(Calif., Ore., 
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Christmas Clubbers 
To Get $920 Millions 


Christmas Club distribu- 
tion in the week beginning 
Nov. 27 will be 2.7 pct 
higher than last year, and 
it will be the highest in 
the 40 years of Christmas 
Club operations. This year 
$920 million will be shared 
by about 10,878,000 Christ- 
mas Clubbers. 

The average per member, 
this year, will be $84.57, as 
compared with $84.40 in 
1949. There are 200,000 
more depositors this year. 











Oilcloth Prices Boosted 
An Average of 6 to 7°%/, 


Oilcloth manufacturers have 
increased prices averaging 6 to 
7 pet, with retail prices show- 
ing gains of approximately 5 to 
10 cents a yard. It is expected 
that chain stores will raise 
prices that much with 46-inch 
oilcloth being boosted from 59 
to 65 cents a yard. Prices in 
department stores for this size 
will be advanced from 59 to 69 
cents. For 54-inch materials, 
the price will be boosted from 
69 to 75 or 79 cents a yard. 


Westinghouse Increases 
Prices on TV, Radio Sets 


Price increases ranging from 
$10 to $35 on seven television 
receivers and increases of $1 to 
$2 on three table radio models 
were announced by the television 
and radio division of Westing- 
house Corp. Prices formerly 
ranged from $249.95 to $439.95 
on the seven television receivers. 
Under the new schedule the 
range is from $259.95 to $449.95. 

The three radio _ receivers 
which formerly sold at $23.95, 
$24.95 and $26.95 are now priced 
at $24.95, $26.95 and $28.95. 


Auto Tires Up 7!/, Pct: 
Fifth Boost of The Year 


A new round in tire price in- 
creases was instituted by Good- 
year Tire & Rubber Co., which 
was followed by similar action 
by General Tire & Rubber Co. 
Seiberling Rubber Co. and B. F. 
Goodrich. All automobile tire 
prices were boosted 7.5 pct for 






Door chime business can be good 
business... depending a great deal 
on the quality of the product you 
sell. Sweet sounding door chimes 
can be sweet business for you. Poor 
sounding chimes are as irritating 
as an out-of-tune piano and strike 
a “sour note” with your customers. 
All Edwards Door Chimes are 
precision-tested for tone purity. It 


pays to sell the best in door chimes, 


It pays to sell Edwards! 


Epwarps 


Sell on sight and sound 


Edwards Display Merchandisers 
come to you all wired and ready 
to operate .., complete with 
chime, transformer and two push 
buttons. Compact and efficient— 
your best chime salesman. 





The Nee WEDEWOOD > 


Your customers will go for the Wedgwood, 
with its crystal-like ivory and rich gold trim. 
Inlaid ornament gives three dimensional effect. 
Sounds a soft, clear two-note melody for front 
entrance...single note for rear door. 
A smart big seller at $8.95 list. 

Ask your distributor or write for catalog. 











Edwards Company, Inc., Norwalk, Conn. 
In Canada: Edwards of Canada, Ltd. 
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Wholesale Hardware Inventories! 


By Geographic Divisions, for September, 1950 























End-of-Month Inventories (Cost) Stock-Sales Ratios? 
oe 7 rg end Weeks’ Supply 
Percent Change of Inventory 
enti September 1950 vs. Amount (Add 000) on Hand* 
Number 
Geographic of Sept. August | Septemb Septemb August September September August Septemb Septemb 
Division Firms 1949 1950 1950 1949 1950 1950 1949 1950 1950 1949 

UNITED STATES TOTAL.. 258 +3 -1 $121,477 $118,129 $122,577 156 195 137 8.9 11.1 
New England................ 13 —9 +3 2,967 3,270 2,889 219 327 184 12.5 18.7 
Middle Atlantic.............. 51 +14 —2 13,586 11,930 13,909 131 159 125 7.5 9.1 
East North Central........... 40 +11 +5 22,663 20,457 21,502 174 180 139 9.9 10.3 
West North Central.......... 29 +1 0 21,314 1,058 21,328 160 184 141 9.1 10.5 
South Atlantic... ... Seis 52 +5 -—4 19,110 18,139 19,916 142 178 124 8.1 10.2 
East South Central........ ‘ 18 +12 + 8 8,442 7,509 7,789 140 168 109 8.0 9.6 
West South Central. . pre 27 -1 -1 12,798 12,950 12,901 177 230 164 10.1 13.1 
Mountain......... ‘ 7 -—4 -—2 2,372 2,477 2,421 182 244 171 10.4 13.9 
a eee 21 —10 -9 18,225 20,339 19,922 156 260 143 8.9 14.9 











1Includes 13 reports received too late to be incorporated in Census Bureau published releases. 

2 Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 

* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient 
by the number of weeks in the month. Sales include direct shipments and consignment business. Week’s supply is lower 
if based on cost of sales from owned stocks. 


States Comprising Regions: New England—(Conn., Maine 
East North Central—(Ill., Ind., Mich., Ohio, Wis.) ; West North Central— (Iowa, Kan., Minn., 
N. ¢ East South Central—(Ala., 


Atlantic—(Del., D. C., Fla., Ga., 


Mass., N. H., 
C., Va., W. Va.); 


R. L, Vt.) ; Middle Atlantic—(N. J., N. Y., Pa.) ; 


Mo., Neb. 
Ky, 


N. D., S. D.) ; South 
Miss., Tenn.) ; West 


South Central—-(Ark., La., Okla., Texas) ; Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) ; Pacific—(Calif., 


Ore., Wash.). 





the replacement market, with 
the exception of white sidewall 
tires where the advance was 
10 pet. 

The Goodyear announcement, 
made on Oct. 25, was the fifth 
this year on passenger car tires 
and the sixth for truck and bus 
tires. 


The increase in the retail list 
price for the popular size 6.00 
by 16 brings this Goodyear pas- 
senger car tire up to $20.10 
from $18.70. This is the high- 
est figure since this size was 
introduced 16 vears ago. The 
price of an 8.25 by 20 first line 
truck tire was raised from 
$93.40 to $100.40. 


Finance Firms Bought 
Less Paper on Appliances 


There was a 13 pct decline in 
August from July in purchases 
by sales finance companies of in- 
stalment paper arising from 
sales of refrigerators and other 
household appliances, the Fed- 
eral Reserve Board reported. 
This category constitutes the 
largest part of sales finance 
company operations in consumer 
goods other than automobiles. 

There was an 82 pct rise in 
financing of furniture, radios 
and musical instruments. There 
was a 9-pct decline in purchas- 
es of paper representing retail 
sales of motor vehicles. This was 


the first time in four months 
that there had been a month-to- 
month decline in such purchases. 


September Retail Store 
Sales 14% Above Last Year 


Retail store sales in Septem- 
ber totaled $12,485,000,000, a 
rise of 14 pct over the same 
1949 month, reported the Com- 
merce Dept. After adjustment 
for seasonal factors and differ- 
ences in the number of trading 
days, September sales were 4 
pet under the August total. They 
were almost 4 pct above the pre- 
Korean high, however. 

Declines were shown in Sep- 
tember by all the durable goods 





Estimated Sales of Wholesale Hardware Distributors 


($000,000 omitted) 


By Months 1939 to September 1950 











1989 1940 1941 1942 1948 1944 1945 1946 1947 1948 1949 1960 
oO EE ee eee 39 44 55 89 59 72 87 120 185 204 184 160 
ER: » Eee iy 37 41 52 83 64 82 85 126 191 207 178 173 
SE! See rare 48 49 61 93 73 89 103 141 219 246 222 219 
SEARS =. Sra Rs aaa 47 55 74 93 74 85 97 154 227 256 204 207 
BS Kaos Sach Sreustle de rsa ee ae 52 57 77 78 71 86 93 159 216 233 206 231 
ASE 2 eee eee 51 56 77 80 76 89 92 157 202 237 198 243 
EEE eee te «pane 45 55 79 73 73 82 89 162 200 227 171 272 
iid s get acirthen. tO d's « 50 59 82 74 75 91 96 174 204 248 192 324 
ge a ae 60 63 87 73 73 90 97 176 222 253 213 284 
Nine Month Totals........ 429 479 644 643 638 681 839 1869 1866 $111 1768 2118 
ARE Se oe ce 60 71 91 74 76 94 113 214 254 262 212 
0 SE ane Pan So een 54 65 80 58 77 89 108 195 212 241 197 
ee eae ne 49 67 82 58 75 82 103 185 211 212 175 
Total for Year....... 592 682 897 926 866 1081 1168 1968 2548 2886 2352 








Source: Bureau of Census. 
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ONE-PIECE 
~Ze CUP HOOKS 


Smartly Styled! Well-Shaped! 
Keep a good stock on hand—customers buy ’em 
in dozens for kitchens, closets, curtains, bath- 
rooms! Durable zinc alloy in nickel and brass 
finish. Packed one gross to a box. 

Also attractively carded. in gay kitchen col- 
ors—red, blue, green, white; nickel and brass. 
6 on a card. 

Have you an ample stock of GRO Wing 
Nuts? Fast-sellers because GRO’s special facili- 
ties turn them out at a lower price! 


Jobbers: Write today for samples and 
catalog sheets. GRC informative catalog 
sheets show clear prices—cl/ear discounts! 


GRIES REPRODUCER CORP. 





789 East 132nd Street, New York 54, N. Y. 





STOCK 


Oe a, 
the TOP NOTCH tine of 


CHICAGO 


"Safety plus" Hexagon 
Head Cap Screws 
(Bright or Heat Treated) 
for These TOP NOTCH reasons: 
© Constant Demand—The constant de- 
easier to sell—it’s the line for Uy 7 


ment used in ag rr. 
fields of manufacture. Wh 


© They're. Stronger— More eniadidaciiees 
aes fit for every replacement need, 

























© They Cost Less—They fasten f. 
and tighter—resulting in lower ultimate 
costs to your customer, which makes 
them ‘‘easier to sell." 
© Better Service—Increased “Chicago” 
plant facilities and womeeeen means 
Ps my the clock” service, higher quality, 
better packaging, and a more comp! 
line. Yes, here is a greater profit line for 
you to feature—all Jour ways. 
Remember to ask for these “Chicago” 
products from you hardware distributor: 


2p Screws ‘aper 
Socket Head Cap Screws © Socket Set Screws © 
Socket Pipe Plugs * Stripper Bolts or Shoulder 
Screws Square — A. Point Set Screws 
© Keys, Assortments and 


The CHICAGO SCREW COMPANY 
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groups after seasonal adjust- 
ment. Unadjusted sales of the 
building. materials and hard- 
ware group in September totaled 
$880,000,000, compared with 
$1,245,000,000 in August and 
$1,115,000,000 in September, 
1949. After seasonal adjustment 
the total for September was 
$796,000,000, compared with 
$1,142,000,000 in August and 
$1,010,000,000 in September, 
1949. 


Wire Shortage Hurts 
Tree Light Sets Output 


Manufacturers of Christmas 
tree light sets in the New York 
region have been unable to fill 
the large number of orders 
placed by retailers since the 
start of the Korean war. The 
situation is due to shortages of 
No. 18 and No. 20 copper wire. 
A large part of the wire of one 
company was reported going 
into government contract work. 

Plants are being operated on 
a 24-hours-a-day schedule 
where possible. Shipments of 
wire are being received on a 
week-to-week basis. One manu- 
facturer reported a 50 pct cut- 
back in production because of 
greatly reduced wire shipments. 
This company reported ship- 
ment delays of: 30 days and 
stated that orders are better 
than 30 pct above a year ago. 

A Chicago manufacturer re- 
ported prices on Christmas tree 
electrical items were about 10 
to 12 pct above a year ago. This 
company reports it was able to 
keep up its deliveries because 
of the early placing of orders. 
Volume, he stated, is 25 to 30 
pet over a year ago. 


Slow Deliveries Tilt 
Inventory Balance 


Difficulty in maintaining bal- 
anced inventories because of 
slow and extended deliveries of 
critical materials was reported 
by the business survey com- 
mittee of the National Asso- 
ciation of Purchasing Agents. 


The group also reported that 


inventories of industrial mate- 
rials dropped sharply last 
month and in some cases they 
were below safe operating 
levels. 

The slowdown in booking, of 
new orders which was first ap- 
parent in September, continued 
























































SANDEE 


Complete plastic hose line 


SANDEE HELPS YOU SELL! 
Now! Sandee sales aids, plus demand for 
Sandee quality plastic hose speeds your 
turnover 
@ Sure selling promotional material 


@ Generous discounts for high unit profit 


@ Competitive prices meet every buyers need 


FREE SAMPLE! 


Judge Sandee quality for yourself. Write 
today for a free 15 inch sample section of 
Sandee Featherlite hose. Examine the smooth 
inner wall, the tough ribbed surface. Lift it, 
twist it, crush it...see how it snaps back. 
Write for your free sample. Investigate the 
high unit profit in the complete Sandee line. 


SANDEE MANUFACTURING COMPANY 


5050 Foster Ave., Dept. 31 Chicago 30, Iilinois 





195 











mee @ FAST-SELLING 







ROYAL 
STEPS TO JOINT FASTENERS 
SMOOTHER @ SELF-SELLING 
PROFITS! ROYAL 
DISPLAYS 





TT | 








Divergent corrugations, saw style, drive across) 

or with grain. Available in tempered cold — 

steel, galvanized and solid brass. 

DEPTH: %”, %”, Y,”, %”, y,”, %”, ” 

CORRUGATIONS: 2, 3, 4, 5, 6, 7, etc. 
~—SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car-| 
tons of 500 or 1000. 











Most Popular Wood Joiner— 










—For Everyone! 
OW NATIONALLY ADVERTISED! 








si 


«* *REG. U. S: PAT. OFF. 








Independent Metal Strap Co., Inc. 


HF 


232 Third St., Brooklyn 15, N.Y. 
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during October. Only 33 pct 
of those reporting showed a 
further gain in new bookings, 
as compared to the top of 80 
pet in August. A continued 
high level of bookings was 
maintained by 52 pct. A re- 
duction in their backlog of or- 
ders was reported by 15 pct. 
Increased production was re- 
ported by 45 pct, as against 72 
pet in August while lower out- 
put was indicated by 10 pct. 





7 


Consumer Price Index 
Up For 7th Month in Row 


Consumers’ prices were up 
0.6 pet from Aug. 15 to Sept. 15, 
with rises in the homefurnish- 
ings component again pacing 
the advance, reported the Na- 
tional Industrial Conference 
Board. September was the sev- 
enth consecutive monthly rise. 

The index for all items for 
September was 0.4 pct below 
the all-time high in consumers’ 
prices recorded in August-Sep- 
tember, 1948. 

In the 12 months through 
September the index has risen 
2.3 pet. Base date of the series 
is January, 1939, as 100. An in- 
crease of 1.9 pct was noted in 
the housefurnishings compon- 
ent from August to September. 
Housefurnishings prices were 
up 6 pet in the 12-month period, 
this component showing the 
largest rise. 


\ 


“\ 


Yi 





Home, Farm Pump Market 
To Be Biggest Next Year 


“The 1951 market for electric 
farm pumps and water systems 
is the largest that we have ever 
had,” members of the National 
Association of Domestic and 
Farm Pump Manufacturers 
were told by their executive sec- 
retary and director, Herbert C. 
Angster, at the annual meeting, 
in Chicago, Oct. 17. 


“In 1939, there were 1,750,000 
farms in the United States hav- 
ing electricity,’ Mr. Angster 
said. “Between 1939 and 1949, 
3,200,000 more farms obtained 
electric power. Since 1949, the 
total number of electrified farms 
has increased to 5 million or 
more.” 

















THE LAST WORD IN 














WIRE PRODUCTS 


BRASS, COPPER, DARK, TINNED, : 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 















STOVEPIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 











STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 










BRAIDED 
PICTURE 
WIRE 





There’s more 
when you SI 







Wilshire is of 
most complete 
ll place equipm 
Il petitively pri 
Modern, Peri 
Bevery type a 
Genuine Wil: 
retail as low 
many extra 
Wilshire line. 
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SOLD THROUGH 
JOBBERS ONLY 


DA NCHOR 
_ WIRE CORPORATION 








: Quickly ond ss 


/ : wheels, pul 3 
4 off of shaft 
» or breckage 


Improved designsmakethem 
easy to set up and safe in use 
—the harder the pull the 
tighter the grip. 


12 types, 40 sizes—2-arm, 
3-arm, dard and special 
STEELGRIP Pullers with drop 
forged arms and heat treated 
screws as well as CHAINGRIP 
Universal Pullers that reach to 
considerable distances from 
end of shoft. 





Write for Catalog 


ARMSTRONG-BRAY 
& COMPANY 
5348 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 
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ORD INI ) 
Ue a NS " MR. DEALER! 


There’s more profit in fireside furnishings 
when you SELL THE WILSHIRE LINE 














RK, TINNED, ; 


AND SPOOLS 
PACKAGES Wilshire is one of America’s fastest-selling, 
ee Ost complete, most competitive lines of fire- 
i place equipment ... a full range of com- 
)VEPIPE WIRE petitively priced pieces and ensembles— 
. AND SPOOL | Modern, Period and Traditional—to cover 
SSORTMENT every type and need. 
i Genuine Wilshire Curtain Screen ensembles 
ANDED AND retail as low as $34.95—only one of the | 
LID CLOTHES many extra values to be found in the 
INE WIRE Wilshire line. 
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MINIMUM INVESTMENT — MAXIMUM PROFIT 
Write for the Wilshire Plan of merchandis- 
ing fireside furnishings. It proves you can 
make big profits with little investment. Send 
for your free copy and catalog TODAY! 


WILSHIRE 


MANUFACTURING COMPANY 


Dept. A, 4550 Cutter St., 
Los Angeles 39, Calif. 


see tcn 2c: 


JOINERS 
A Steady 


Profit Puller 
Every 


BBERS ONLY 
R SREULARS 












RPORATION 





or on cards for hin disploy 


Here's a wood joiner that really 
HOLDS . . . and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps .. 








Sampie wood joints that show uses 
of SKOTCH Wood Joiners pius o new 
jcounter folder are yours FREE Ask 
your Jobber or write ad for gen 
#rous supply Dept. HA 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE.. CHICAGO 18, ILL. 


GRIPS LIKE A VIS 
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Gerholz, 
| tional Association of Real Estate 


Predicts Home Equipment 


| For the Home of 1960 


The average family in 1960 
will want refrigerators, clothes 
washers, dishwashers and tele- 
vision sets as standard home 
equipment, predicted Robert P. 
president of the Na- 


Boards. 
He said a survey conducted by 


| the national realty organization 


items 
items 


showed that these four 
will be desired. Other 


suggested in the survey as pos- | 


sibilities for standard equip- 
ment did not appear to be so 
strong in demand. These in- 
cluded home freezers, clothes 
dryers, air conditioning, radiant 
heat and radar cookers. 





i 
Co-ops Sold $5 Million 
In Electrical Devices 


‘\ 


Eighteen major regional farm 
supply purchasing cooperatives 
distributed a total of $5,144,000 
of electrical equipment and ap- 
pliances at wholesale during 
the 1949 fiscal year, reported 
the Agriculture Dept. This com- 
pared with $6,436,000 in the 
1948 fiscal year, 


*\ i 





Delivery Picture Better 
For Electric Goods Now 





a 20 pct drop. | 


Electrical manufacturers and | 


distributors will, as a result of 
improvement in the Korean sit- 
uation, be able to make firm 
commitments for 
ery on goods for civilian needs 


future deliv- | 


which heretofore it would have | 


been impossible to do, G. F. 
Hessler, vice president, Graybar 
Electric Co., said in addressing 
the convention of the Pacific 
Division National Association 
of Electrical Distributors, in 
Coronado, Cal. 


“No longer is there the great | 


rush and urgency to get civilian 
projects completed as there ex- 
isted in the early stages of the 
current emergency,” he said. “I 
believe we are entering a period 
of deferred delivery on mate- 
rials for use in civilian proj- 
ects. We will not be in the posi- 


tion in which we might have | 


found ourselves—that of turn- 
ing away orders because it 
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TIME 
MEANS MONEY! 


Don't waste it hunting 
all over your shelves to 
make a 10 cent sale. 








SHARON 


ASST. EB-100 EYE Bol Is 


© 8 SIZES—ELECTRO GALVANIZED 


¢ 100 EYE BOLTS—OPEN EYES 
e NUTS ATTACHED 














Ask 
your jobber 


or write direct 


Shawne bal and Sehtat Co 


BOSTON 16, MASS. 


REFILLABLE 
REFILLABLE 











REFILLS 
REFILLABLE 


Sharon Bilt and, Sorta! ut Co 


BOSTON 16, wie 
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Economical 





ROTABINS... 


FOR BOLTS AND PIPE FITTINGS 


? 











¢+—— 4 —_» 
Series RB-3400 


Each section has 5 compartments 21” wide. 
Additional Bin Dividers are extra. 


8 Sections... 65%4''. .. $84.00 
7 Sections...65%4"'"... 75.00 
4 Sections...37"' .... 47.00 


REVOLVO ior nais 


25 B—S5 sections, 25 
compartments, each 
holding a keg of nails 
$113.00. 


500 A—5 sections, 50 
fF compartments, each 
holding a keg of nails 
$181.00. 





lhe ie aid —-— Or rrr re rr 





Other sizes to fit your particular needs. 


Immediate delivery. f.o.b. Wellston, O. 
Prices subject to change without notice. 


THE FRICK-GALLAGHER MFG. CO. 
417 Shubert Bidg., Phila. 2, Pa. 


i ,  FRICK- 
; BP causation 


WELLSTON, OHIO 
SHELVING +» PARTS BINS + ROTABINS 





COUNTERS + RACKS + TABLES 
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would have been impossible to 
fill them immediately or at any 
future date.” 

The convention was told by 
S. M. Ford, vice president and 
general sales manager of the 
Chicago Electric Manufactur- 
ing Co., that the electrié¢ house- 
ware industry expects this 
year’s business will be about 20 
pet over 1949 volume. However, 


he added that “there may be 
some question whether all of 
these products being shipped 
will end up in the hands of con- 
sumers by Christmas time.” 
Discussing the industry’s out- 
look for next year, he said that 
volume will be down about 15 
pet for the first six months and 
for the entire year will be off 
about 25 pct from 1950 volume. 


Tin Skyrockets to $1.32 Per Lb. as Result 
Of International Scramble; Forces Brass Up 


The price of tin, which has 
been moving from one new high 
to another in the New York 
market, established another rec- 
ord Nov. 2 when it touched 
$1.32 a pound for Grade A 
metal. It advanced 4% cents in 
two days. The price during 
World War II was 53 cents a 
pound. Most of the increase in 
price has occurred since last 
April. On Nov. 2 the price was 
56 cents higher than on June 
26, when war broke out. 


One of the principal reasons 
for the strong demand which 
has accounted for the sénsa- 
tional price rise is the threat of 
invasion by Communists of:those 
areas which are the sourees of 
tin supply in the Far East. 


Because of the upsurge in 
the tin price there has been an 
increase of from 1%4 cents a 
pound to 6% cents a pound in 
the price of brass and bronze 
ingots. 


Home Building May Drop Off One-Third 
Next Year; Remodeling Will Increase 


Residential construction in 
1951 will probably drop off more 
than one-third from the peak 
$10 billion which will be spent 
in this field, this year, Standard 
& Poor Corp. estimates in an 
industrial study of the building 
industry. 

This decline in_ residential 
building which will reflect the 
tightened Government curbs on 
mortgage credit, will probably 
result in a 10 to 15 pet reduction 
in the outlays for all new con- 
struction, next year, the analysis 
shows. 

Even though credit curbs may 
reduce housing starts by one- 
third next year, 1951 may still 
prove to be a fairly good year 
when measured by ° ordinary 
standards. The 1950 peak will be 
about 1,300,000 dwelling ‘units, 
well above the number started 
in any previous year. Next year, 
new starts may fall to 850,000 
or even 750,000, Standard & 
Poor estimates in its report. 

The slowdown in residential 
building will probably result in 
increased tempo of rebuilding of 
older dwellings. This, of course, 
will result in greater sales of 
building materials for this pur- 
pose, so that the buildings ma- 


terial field will suffer less than 
it otherwise would from the se- 
vere decline in new homes. 

The building industry analy- 
sis shows that the paint group 
should be in a promising posi- 
tion, next year, since a relatively 
small proportion of total paint 
sales goes into new building, and 
the expected decline in sales for 
that purpose should be offset by 
increased defense requirements. 


Aluminum to be Piled 
Despite Strong Demand 


The program of aluminum 
stock-piling by the Munitions 
Board was defended by Jess 
Larson, administrator of the 
General Services Administra- 
tion in a speech before the au- 
tumn meeting of the Aluminum 
Association in New York. He 
said the program should be con- 
tinued, although current. civil- 
ian and military demands are at 
a peak. 

The program, he said, could 
be justified even though there 
is not enough primary alumi- 
num capacity to meet current 
needs and secondary metal has 
been selling at higher prices 

Fthan the virgin ingot. 
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high. containing 60 dime packages of wash- F 
reasons All major lines of trade re- ers of every type and description 
1 which corded declines from August to ehcahs m vas to alae din 
} sgnsa- September on a seasonally ad- ne aanumian without having to 
hreat of justed basis. In the durable store them in valuable bin or 
of: those goods group there were sales drawer space... without having 
urees of declines of 5 to 10 pct at hard- . papell root _ te 
st. ware, automobile accessory and new washer sales board, they're 
urge in building material stores. Fur- handsomely Frome mage an = 
been an niture store sales were little ae ne ae ¥/! a ) 
signed for either standing or hang 40 packages Standard Washers 
cents a changed from August. ing in a minimum of space. It’s 20 Special Assortment Packages 
ound in J J | Serminder tet sll om bes ORDER TODAY 
bronze small item, but a tidy maga THROUGH YOUR JOBBER 
Yale & Towne Sales wena Rey Fee on Blt ella a ateloe aad entice 
Up 8% For Nine Months THY lll ban 7 14 
In a comparison of operating MA sb FACTURING CO. 
results for the first nine months The Werld’s. kesmesk Producer ot Weshen 
of 1950 as against the same * , wis 
ns, than period in 1949, Gilbert W. 2218 S. BAY ST., MILWAUKEE 7 
5e- Chapman, president, informed 
8. stockholders of the Yale & NEW CONVE 
- analy- Towne Mfg. Co. that net sales 
tL group increased from $41,657,122 in 
1S , POsl- 1949, to $45,070,424 in 1950, a 
latively gain of 8 pct. 
1 paint “As the country’s rearmament 
ng, and program is accelerated from the 
ules for planning stage into defense pro- 
fset by duction,” Mr. Chapman stated, 
ements. “there should be a continuing 
high level demand for the com- 
pany’s materials handling equip- 
d , ment. 
“On the other hand,” he con- 
minum — tinued, “federal limitations on . ati + eS 
nitions © ; credit and the use of strategic rst radical change low tore 
y Jess + materials needed for defense design “2 eee ~4 ‘mas at 
of the production may reduce the pres- 

- e iv - ‘ ‘ ie . 
sae cattle x Haig — SALES FOR you! yess a Torch F sates So 
minum gPbecause it's easier to handle. Light-weight compggition bes : 
k. He L S Santen 6 with finger arip indentations revolutionizes present di - 1" z 
ye con- — a td ble for immediate delivery in all ee age Pe Pes Ms 

oath. Shows Marked Gains EXTRA COST! Why sell obsolete models? Be the figst to show the 

are at The Lamson & Sessions Co new P, Wall PistoGripl 

Cleveland, makers of nuts, bolts, FSD SHOWN: Model 330 $ Seperior with the new &® 

could cap screws, cotter pins and screw a Alt WRITE TODAY FOR THE NEW P. WA 

there machine products, had increases iS |, (2 
alumi- in orders, shipments and back- Supeuor 
irrent log in the first nine months of cons P. WA L L M F G . C '@) » 
al pas a es S. Case, Jr., presi- eel al 215 Erie Street Grove City, Pa 
prices ent, reports. 

Sales for the first nine months 

. 1950 HARDWARE AGE, NOVEMBER 16, 1950 199 














others 











If you wanted to, you could tell 
your customer exactly why Master 
Blue End outperforms and outlasts 
ordinary folding rules ... as proved 
by recent tests in the laboratory and 
in the field. You could point out how 
this superb rule, due to adherence to 
rigid specifications, withstands heat, 
cold, moisture and rough handling 

. remains absolutely accurate un- 
der all normal, and most abnormal 
conditions! 

Let your customer handle this 
rule... see for himself its selected 
Straight grain maple sticks, its 
baked white enamel finish protected 
with waterproof lacquer, its smooth, 
easy action! 

Let your cash register be proof 
that Master Blue End does its own 
talking . . . order from your jobber 
now in both regular and flat style 
readings. 











MASTER RULE MFG. CO., INC. 
MIDDLETOWN © NEW York 























DECTO-STICK | 


FURNITURE 





A. specially 
compounded stick, 
that 





Fills and Colors 
NICKS . DENTS - GOUGES 
in natural-finished or stained wood- 
work, furniture, leather and plastics. 











RUB IT IN LEVEL IT OFF 
THATS ALL !! 


Display card holds 12 cellophane bags, each 
containing a complete kit of 4 Decto Sticks 
(dark mahogany, light mahogany, walnut 
and maple) a scraper and instructions. 

SOLD THROUGH JOBBERS 











‘Decto Products Co 


N SALEM 4 MASS J 
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QUICK PROFIT 


For Hardware Stores in 


DAISY 


BLUE RIBBON 
CEMENT-ON SOLES 


Blue Ribbon Soles stick 
tight till worn out. Give 
wonderful satisfaction. 
On 4 color display card. 
Fast sellers. For men, 
women, children. Write 
for DAISY Price List 
and new catalog. 


SCHACHT RUBBER MFG. 9. 





totalled $18,000,095, compared 
with $14,976,248 in the first nine 
months of last year. 


Washer Output in 9 Mos. 
Surpassed All of 1949 


Factory sales of standard-size 
household washers in the first 
nine months of this year passed 
the total for all 1949 and Sep. 
tember shipments were second 
highest of any month in history, 
totaling 424,043 units compared 
to 483,919 washers in Septen- 
ber, 1948, according to industry- 
wide figures announced by the 
American Home Laundry Manv- 
facturers’ Association. 

January-September sales ag- 
gregated 3,093,030 washers, or 
2 pet more than 3,033,106 in all 
last year, and an advance of 43 
pet over the comparison period 
of 1949. September sales were 
11 pct ahead of the preceding 
month and 19 pct greater than 
in September, 1949. 

Sales of automatic tumbler 
dryers in the nine months were 
103 pet greater than in all 1949, 














Dept. H, Huntington, Indiana 





and topped the comparison peri- 
od of last year by 276 pct. Sep- 
tember dryer sales totaled 31,- 
399, off 2.8 pct from 32,318 in 
August and 190 pct more than 
10,806 reported for September 
a year ago. 

Ironer factory sales in the 
1950 period were 8.6 pct less in 
all 1949 and 29.5 pet greater 
than in the nine months of 1949 


Will Develop Standards 
For Restaurant Utensils 


A committee to develop na- 
tional standards for production 
of utensils and containers used 
in preparation of food in restau- 
rants, hotels and other mass 
feeding industries is being set 
up by the American Standards 
Association. 

Standardization of pots, pans, 
refrigerator trays and other 
equipment was urged by the Na- 
tional Restaurant Association. 


Modernization Show Off; 
Conditions Unfavorable 


Due to the increasing short- 
ages of building materials and 
the possible curtailment of non- 
residential building it was de- 
cided to postpone the fourth In- 
ternational Store Modernization 
Show, which was to have been 


| held in Chicago, next March. 
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Defense, Essential Uses 
Will Get Nearly Half 
Of Flat Steel in ‘51! 


Steel consumers see nothing 
but chaos ahead in the steel mar- 
ket, states Jron Age, Chilton pub- 
lication in the metal-working in- 
dustry, which predicts that con- 
trols over distribution must in- 
evitably move in the direction 
of a controlled materials plan. 

This authoritative source states 
that by next June, when the de- 
fense programs are in full swing, 
about 40 to 45 pct of all flat- 
rolled steel productions—sheets, 
plate, etc.—will go to either de- 
fense or to essential civilian use. 

Two civilian allocations alone 
will take about 12 pct of next 
year’s steel output, according to 
current plans, and the figures 
are not yet in for shipbuilding, 
agriculture or for steel mill and 
other plant expansion. 

The steel mills set five con- 
secutive all-time records for steel 
melted in a single week, and re- 
cently were operating at 102.5 
pet of rated capacity. 

Barring any unforeseen occur- 
rences, the steel industry expects 
to produce more than 96 million 
ingot tons of steel this year. The 
closest the industry ever came 
to attaining the 90-million ton 
mark was in the war year of 
1944 when production reached 
89.6 million tons. 

Wage negotiations are now 
under way and Iron Age pre- 
dicts that workers will get an 
increase of about 18 cents per 
hour, and also that steel prices 
will promptly rise as soon.as the 
agreements are signed. Thé pre- 
dicted increase will be from $6 
to $10 a ton, with the majority 
of increases being closer to the 
high figure. 


Another Fair Trade Writ 
Is Won By Toastmaster 


McGraw Electric Co. has ob- 
tained another injunction for- 
bidding sales of its “Toastmas- 
ter’ Products at less than the 
established Fair Trade price. 
This injunction was issued in 
the Supreme Court of New York 
County against Leo and Dora 
Marks, doing business as World 
Happiness Products Co., 193 
Greenwich St., New York City, 
after it had been established that 
these defendants had made cut- 
price sales of “Toastmaster” 








Ceerleas 


GAS 
CIRCULATORS 






Forced air and gravity, Gas Circulators — 
Unit Heaters — Panel Heaters — Wall 
Heaters — Radiant Heaters. 


PEERLESS MANUFACTURING CORP, 





Radiant and plain front fully 
vented models. 


20,000 to 60,000 B.T.U. sizes. 
Manual or Automatic Controls. 
NEW Silver-Tan finish. 


NEW Seam Welded gas tight 
heating sections. 
A. G. A. Approved. 


Write NOW for complete NEW 
literature on the line that sells. 


LOUISVILLE 10, KY. 














are you selling 


America’s Fastest-Selling 
Line of Ice Cream Freezers? 





DOLLY MADISON 
ELECTRIC 

You swim with the tide 
of public preference 
when you sell modern 
Porter-made freezers. 
W hy buck it? The Dolly 
Madison is America's 
finest freezer—bar 
none! All electric—2-, 
4-, 6-quart. 






























HUSKY... Trim, 7 
sturdy, light-weight, 
| feather-turn Husky 9 
sells on sight! It's the @ 
only hand- @ 

operated 
freezer on the market F 
backed by a guaran- 7% 
tee! Stock Husky for @ 

more sales and prof- 77 
its. Available in 2-, 
4-, 6-quart sizes. 








i 
SENSATIONAL DEALER POLICY 
Only Porter backs dealers with 
modern selling helps! Write for 
folder illustrating 1950 line 
and merchandising aids. 


WRITE TODAY 
THE J. E. PORTER CORPORATION 
America’s Largest Manufacturers of Home 
Ice Cream Freezers—82 years Old 


501-6 BROADWAY « OTTAWA, ILLINOIS 
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Long a joy to profes- 
sional and other gar- 
deners. The Pilgrim 
will appeal to all your 
customers who take 
pride in good tools. 
Top quality, backed 
by BLAIR’S seventy 
years’ experience, 
assures satisfaction. 


LAWN MOWERS 
BLAIR MANUFACTURING CO 


Telephone 2-7449 


SPRINGFIELD 7, MASSACHUSETTS 
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STEEL 
SPREADERS 


LAWN 


available now 


Limited quantities (in all 3 sizes) of 
the famous Buch Steel Lawn Spread- 
ers are ready now for immediate 
shipment. Don’t take a chance on 
probable Spring availability - order 
from your jobber now! 


Model #1 Favorite size of most 
home gardeners. Constructed of 
18 ga. sheet steel, with ad- 
justable, automatic agita- 
tor for even feed, 
Holds 28 pounds. 










Model #2 
Same features 
as Model #1 
except this 
larger size has 
rubber tired 
wheels and tubular 
handles. Holds 40 No. 2 
pounds and is a favorite with dealers 
who rent equipment to increase seed 
and fertilizer sales. 


Model #3 Professional Size Spreader. 
Has capacity of 60 pounds and is sized 
for appeal to nurserymen, park operators 
and large estates. Rubber tired wheels 
and tubular handle. 





‘To Be Made Up to Date 


products contrary to the laws of 
New York and the Fair Trade 
contracts of McGraw Electric 
Co. 


Tire Retreading Increases; 
Materials Harder to Get+ 


An increase in tire retreading 
and recapping which reached a 
peak during the last war is re- 
ported by The B. F. Goodrich 
Co. Limiting factor, the com- 
pany stated, is the recent gov- 
ernment order which restricts 
consumption of new rubber and 
will reduce the use of rubber 
in retread-recap materials from 
an anticipated 182,000,000 Ibs. 
in 1950 to approximately 155,- 
500,000 Ibs., based on present 
estimates. 

Recapping materials used last 
year totaled about 137,220,000 
Ibs., as compared with 94,600,- 
000 Ibs. in 1947 and 339,700,000 
Ibs. in 1944, the record year. 

Goodrich estimates that more 
than twice as many passenger 
car tires were recapped, or re- 
treaded, last August as in the 
corresponding month of 1949. 
A Goodrich official stated that 
it has become necessary for the 
manufacturers of camelback, 
cement and other tire repair 
materials to adopt an allocation 
program “in fairness to those 
engaged in the recapping-re- 
treading business.” 


Consumer Price Index 


The Bureau of Labor Statis- 
tics plans to issue a new revised 
consumer price index which 
will be based oh modern family 
buying patterns, around the 
first of the year, Ewan Clague, 
BLS commissioner, disclosed. 

The revised index will be cal- 
culated back to some date be- 
fore the Korean war, possibly 
to Jan. 1, 1950. The new: index 
will be based on a three-year 
survey of family buying pat- 
terns being made by the BLS. 


Hamper Orders Heavy 


Pearl-Wick Corp., Long Is- 
land City, N. Y., makers of 
clothes hampers, reports sales 
running substantially above 
1949, when they totaled $4,000,- 
000. The current backlog ex- 
ceeds $1,000,000, according to 











Harold Gleitsman, president. 


the MAGOR 
ARROW — 


B built to last... 
Be and sell 
fast 


A fast mover, this ARROW Brand 
Scoop! It’s one of the comprehensive, 
SIMPLIFIED Magor line—designed to 
pare the cost and time of your inventory 
handling to the bone. They're all tough, 
balanced, with non-split edges. Write 
today for illustrated price list on this 
sales-building line. 















MAGOR 
CAR CORPORATION 


SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7, N.Y. 






ASTER + POWER > 
BULL'S EYE = 


DIGWELL 
fete} ue) 


+ ARROW 
TARGEI 
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Harder Surface Enamel 
Announced by Glidden 


Glidden Co. has developed a 
new enamel which uses silicone 
resin as a base and which is 
described as having a surface 
hardness of porcelain but lack- 
ing its brittleness. 

The* new product is called 
Nubelon, and one of its princi- 
pal advantages, according to 
Charles G. Moore, director of 
Glidden’s paint and varnish 
division laboratory, is its abil- 
ity to withstand sharp blows 
without chipping. This makes it 
ideal for use on such appliances 
as washing machines, refriger- 
ators, stoves and heaters and a 
number of industrial appli- 
ances. 


Teoempane s0k8 wil tale YOUR DISTRIBUTOR also has these other fast-selling Capewell tools: hack 
a year before transfer from the saw frames, band saws (in coils or welded), Dafiles and hammers (nail, 
pilot plant phase to the produc- ripping, and ball peen). Pipe and bolt threaders, pipe cutters, pipe reamers, 
tion stage can be effected. pipe vises, tubing cutters, power pipe machinery. 


Its the CUT 
that COUNTS 


So Sell Capewell 
HACK SAW BLADES. ... the hack saw 
blade with the 2 exclusive advantages 



















1, Instructions indicating correct use printed right 
on the hand hack saw blades. 


2. “Statistical Quality Control” — removes sub- 
standard blades during manufacture . . . assures 
user a bonus of 10% additional cutting. 


‘Sandwich’ Painting 
System Developed 


A three-decker paint “sand- 


THE KEY TO ECONOMY 
fast wich” that is described 
atin one paioting oputiin THE CAPEWELL MFG. CO. vert. sir, wartrord 2, conn. 


that “should help to reduce the 
nation’s $3 billion annual cost 
Oe . Dies, Tice eh ices era nie nic ed ae ae ow as ee med en me a ee 


oped by the Westinghouse Elec- 
' tric Corp., the company an- ‘TOP QUALITY 
* nounced. It was said that the means 


“sandwich” withstands weather O 
extremes as well as continuous | More Sales for Y U eee 


folate mEY=11 








ne 
J. G. Ford, manufacturing anal 1. The line is complete in popular 
gineer for the Westinghouse types and sizes. 


Transformer Division, said the 
system was developed specifi- 
cally for use on small distribu- 
tion transformers which lower 
the voltage of electric current. 


. GQnce you sell a customer he 
stays with you. 
icago Saws are tough and 
urable. 
. Proved dependability since 1921. 
. The complete line precision heat 








tly Htc ME, Ge 


i i y treated. ERE is saw quality that makes possible 
- — — All are evenly balanced and better earnings from any territory 
W Brand accurately fitted. Chicago Saws have, through the years, earned 
° PERSONAL INCOME - Keen cutting edges. a reputation for ability, long life and economy 
rehensive, - Each saw checked for proper that can prove valuable to you now, in your 
esigned to GRLIONS OF BOULARS Wt THE U.S. tension. efforts to build better business. Now is the 
H * time to find out about Chicago Saws and let 
eae Write for full de- them go to work for you. 
all tough, tails. Bulletin - You'll find this organization fully cooperative 
es Write _ A. 3 par- and the line will back you up all the way. 
ai ticulars. Ask for a 
st on this 


as % CHICAGO SAW WORKS 


5040 S. Wentworth Ave. Chicage 9, Ilinois 
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double the life of the finish on 
distribution transformers. 

Success of the system is said 
to be due to the middle layer 
of paint which is made up of 
mica flakes embedded “shingle 
roof” fashion in a syrup-like 
plastic. The mica flakes ward 
off the attacks of moisture and 
oxygen, principal causes of 
rust, and increase the heat re- 
sistance of the middle coat as 
much as 10 times at high tem- 
perature. 


3 Million Electric Roasters 
In Use in American Homes 


There are now more than 
three million electric roasters in 
home use now, as a result of 
sharp sales increases during the 
past year, William Howlett, 
executive vice president of 
Nesco, Inc., announced at a press 
preview. Mr. Howlett reported 
that national sales of roasters 
jumped 17 pct to 160,675 in the 
first half of this year, compared 
to 128,000 in first half of 1949. 

November and December gen- 
erally account for about 25 pct 
of the year’s sales of electric 
roasters, Mr. Howlett stated. 


Half of U. S. Farmers 
Now Enrolled in Co-ops 


Memberships in farmer co- 
operatives increased a half mil- 
lion in the 1948-49 marketing 
season over the previous year— 
the same rise as in the previous 
three years—to total 6,384,000. 
While some of these farmers may 
be enrolled in more than one 
cooperative, it is estimated that 
more than half the farmers now 
use the services of farmer co- 
operatives to market their prod- 
ucts or buy their supplies. 

The 10,075 farmer coopera- 
tives used in the survey did an 
estimated $7.3 billion business 
by marketing and over $2 billion 
by purchasing supplies. Com- 
bined, this totalled $9.3 billion. 
The 1948-49 business was an 8 
pet increase as compared with a 
21 pet increase during the previ- 
ous season. 

Minnesota led all the other 
states in three ways. Its 1284 
cooperatives had 615,000 mem- 
berships and accounted for a 
$849 million business. California 
and Illinois followed in estimated 
business. In number of member- 
ships, Illinois and Wisconsin 


ranked second and third. In 
number of cooperatives, Wiscon- 
sin and Iowa placed second and 
third. 


Florence Stove Has Its 
Largest Order Backlog 


Sales of the Florence Stove 
Co., Gardner, Mass., amounted 
to $23,825,013 for the first nine 
months of this year, the largest 
for any similar period in the 
company’s history. Third quar- 
ter volume was also a record. 

Demand for the company’s 
products was accelerated in July, 
due to the Korean situation, 
stated R. H. Taylor, president. 
While there was a leveling off in 
early August when conditions 
became more stable, a steady 
demand has continued and the 
company now has the largest 
order backlog in its history. 
During the early part of this 
year the company adopted a pol- 
icy of selling electric ranges and 
heaters through distributors, a 
step which, it was said, served 
both to strengthen the company’s 
relative position in the industry 
and to act as a considerable 
spur to sales. 

(Resume reading on page 15) 








Simplify Your Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 9% by 12 inches over all; writing area 84 a 11% Inches. Sheets printed on both sides of white paper, with 28 entry lines on each side. 


160 sheets (320 pages) plus 25¢ mailing charge. 





SECTION... 





LOCATION. 





CALLED BY. 





DESCRIPTION 





pAcE________  HJARDWARE AGE INVENTORY RECORD ors" 


ENTERED BY 








PRICED BY. 


EXTENDED BY 





Keep Your Figures and Fractions in the Columns. Be Extremely Careful That You Do Not Mix Your Single Unies With Dosens, or Dosens Wich Gross Quantities 


Published by HARDWARE ACE, 100 East 42nd Street, NEW YORK 


cosr [[ szran |] sxran 
PRICE |] EXTENSION — v 





CHECKED BY 





CHECKED BY. 





ERRORS EXD BY. 








PRICE $i te 


make your annual inventory a! an easier, surer job by using bo 
HARDWARE AGE WHITE INVENTORY SHEETS which 1,000 leading retail har 
ware ae ay helped us design. 

rom the many suggestions received this sheet was designed to sell at a new low 
price160 sheets for only $1, plus a 25c mailing charge. As these sheets are’ printed 
on both sides of good white Paper, this means you really get 320 pages of inventory 
record sheets. Each side of the pos 5 has room for 28 items. Your $1.25 investment 
provides inventory space for 8.960 ite: 

During the past years, thousands. “of retail hardware dealers and wholesalers 
have used millions of HARDWARE AGE Inventory Sheets because they hate found 
them simple, convenient and handy to use. The WHITE INVENTORY SHEETS are 
the best ev y are even more simple, more convenient and easier to use. Our 
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entire effort was directed toward making your annual inventory taking an easier and 
surer undertaking. 

These WHITE INVENTORY SHEETS will fit the regular HARDWARE AGE Inven- 
tory Sheet Binder, which are used by thousands of dealers who reorder their Inventery 
Sheets from us year in and year out. 

Due to the exceptional low price at which these sheets are sold and whick applies 
to the United States and its possessions only, please have your money order or chec 
accompany your order. 

Make your inventory taking this year easier and surer with these WHITE INVENTORY 
queer . or your supply today from HARDWARE AGE, 100 E 42nd &., New 

ork 17, 3 
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That's a selling point that carries weight 
(forgive the pun). The duck hunter knows how heavy a setting of 
wooden decoys can get. He’s the man who has to lug the lumpy sackful 
on his back. Talk about lightness . . . and he’ll listen. Then roll the 
Duraduck decoy into a ball and stuff it in your pocket. Show him how 
a dozen can be carried in a hunting jacket, and mister, you've got 
yourself a prospect! Remind him that Duraduck decoys are made of 
tough natural rubber .. . that shot-holes can’t sink ‘em. Point out the 
life-like detail and coloring, the patented air pocket that makes 'em 
ride like real ducks. Show him the complete line of Mallards, Black 
Ducks, Pintails, Blue Bills, Canvasbacks and tell him to take his pick 
. . . then ring up your sale. 

wg DEWEY AND ALMY CHEMICAL COMPANY 
PRODUCTS eso gage: i 
DIVISION hiss , ae 


WORKSHOP MOTORS 
AT BARGAIN PRICES 











z LP 7 
1-HP WORKSHOP MOTOR 


Lists at $59.95. Out-sells any 
1-HP, 3450 RPM, 115/230 V. 
60 Cy, double-shaft, ball- 
bearing workshop capacitor 
motor. On-off switch. 14/2 
cord. No. 4K324. 


‘“a-HP WORKSHOP MOTOR 


Fastest-selling. Lists at only 
$36.80. 2 HP,3450 RPM,115 V. 
Capacitor type. Double shafts. 
Totally enclosed. Ball bearings. 
Overload protected. Switch 
and cord. No. 4K152. 


USE YOUR NEARBY GRAINGER STOCKS 
® Lowest Net Motor Prices @ Motors for Every Need 
® Strict Wholesale Policy © Fast Shipping Service 


WRITE FOR CATALOG—USE LETTERHEAD 


W. W. GRAINGER, INC. 


Coast-to-Coast 














40 Warehouses, 
General Offices: 740 W. Adams, Chicago 6 
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The Gift for Gunners 


This handy kit contains every Hoppe Product that any shooter needs 
tor the complete cleaning, care and protection of his guns—Solvent, 
Patches, Oil and Gun Grease—and each of the best. 


Hoppe's Gun Cleaning Pack 


will appeal to any gift seeker who wants a thoughtful, useful gift. 
Order a supply from your jobber NOW and put The Pack on display 


early. 
FRANK A. HOPPE, INC. 


2314A North 8th St. Philadelphia 33, Pa. 

















SPRING HINGES 


Streamlined “TRIPLEX” 
SPRING BUTT-HINGES 


Every year more and more Archi- 
tects and Builders of Modern arch- 
itecture are specifying Chicago 
“Triplex” Spring Butt Hinges and 
here are a few of the reasons why: 


1, They are smart looking and 
streamlined to harmonize with 
the most modern architectural 
requirements. 


2. Careful and capable designing 
has created many superior fea- 
tures of time tested advantages. 


3. Here is a product that main- 
tains our tradition for quality 

. a tradition that has guided 

us through more than 60 years. 





Type BUT2001 


Modern Button 
Tip Ornamentation 


Spring Hinges of Quality 


Chicago Spring Hinge Cu. 


CHICA 








S.A. NEW YORK 
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POT CLEANERS 
The Aristocrat 
of Scag and Dirt Chasers 





EXTRA BIG Red Devil 10%; CS : 
BALL POT CLEANER Ms 
Knit like a stocking, won't 
shred or rust. 


10° Red Devil KNOB 
POT CLEANER 
Sturdy, shaped-handle. 
Ball type for the fastidious. 









A . * > a 





IRVINGTON 11, NEW JERSEY, U S.A 





Nationally Advertised-Attractively Packaged _ 











BE READY FOR THE 
ELECTRICAL TRADE 


Stock a complete line of Brooks 


wire hooks, insulated eyes and 
standard fittings. Available in 


all sizes, types and specifications. 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


E BROOKS HOOKS 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


International Heating and Ventilat- 
ing (Air Conditioning) Exposi- 
tion, Jan. 22-26, Commercial Mu- 
seum, Philadelphia, Pa. Charles 
F. Roth, 480 Lexington Ave., 
New York, N. Y., Manager. 

Housewares and Home Appliance 
Manufacturers’ Exhibit, Jan. 18- 


25 at the Navy Pier, Chicago, 
A. W. Buddenberg, National 
Housewares Manufacturers 
Assn., 1140 Merchandise Mart, 
Chicago 54, secretary. 

National Sportsmen’s and Vacation 
Show, Feb. 7-25, Grand Central 
Palace, New York City. 


Regional Events 


Ace Hardware Corp. convention 
and exhibit, Jan. 29-31, Stevens 
Hotel, Chicago. E. G. Lindquist, 
Ace Hardware Corp., 2355 S. 
Blue Island Ave., Chicago 8, sec- 
retary. 

American Hardware Supply Co. 
Merchandise Fair and Stock- 
holders’ Meeting, Jan. 29-30 at 
company headquarters, 41 Termi- 
nal Way, South Side, Pittsburgh 
19, Pa. Wm. M. Stout, executive 
vice-president and general man- 
ager. 

Buffalo Sports ‘and Boat Show, 
March 10-18, 65th Regiment 
Armory, Buffalo, N. Y. 

Builders’ Hardware Conference 
(Pacific Coast), April 24-26, at 
Victoria, B. C., sponsored by 
Districts 18, 19, and 20 of the 
National Contract Hdwe. Assn. 
and the American Society of 
Architectural Hdwe. Consultants. 
Managing director, John R. Shoe- 
mer, 420 Madison Ave., New 
York City. 

Chicago International Sports and 
Outdoor Show, March 2-11, Inter- 
National Amphitheatre, Chicago, 
Tl. 


Coast-to-Coast Stores annual meet- 
ing, Feb. 4-7 at Nicollet Hotel, 
Minneapolis, Minn. Mastercraft 
convention for sales people, April 
15-17. York Langton, trade exten- 
sion manager, Coast-to-Coast 
Stores Central Organization, Inc., 
43 Main St. S.E., Minneapolis, 
Minn. 


Cotter & Co. Stockholders’ Meeting 
and Spring Merchandise Show, 
Feb. 5-6 at company headquar- 
ters, 365 E. Illinois St., Chicago 
11. 


Detroit Congress Sportsmen’s and 
Detroit News Travel Show, 
March 31-April 8, State Fair 
Grounds, Detroit, Mich. 


Franklin Hdwe. & Supply Co. an- 
nual stockholders’ convention, 
Feb. 6, at company’s warehouses 
and offices, 918-928 N. Delaware 
Ave., Philadelphia 23, Pa. 


Marshall-Wells Stores, Congresses: 
Duluth, Minn., Feb. 5-7; Port- 
land-Seattle (at Portland, Ore.), 
Feb. 12-14; Spokane, Wash., Feb. 
15-16; Billings, Mont., Feb. 19-20. 
Sponsored by Marshall-Wells Co., 
Duluth 1, Minn. 


State Events 


Alabama Retail Hdwe. Assn., an- 
nual convention and exhibition, 
April 24-25 at Admiral Semmes 
Hotel, Mobile. Secretary, Mrs. 


Euna G. Ramsey, 509 N. 19th 
St., Birmingham 3. 

Arkansas Retail Hdwe. and Impl. 
Assn., convention and exhibit, 
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Offers you new 
dispensing carton 
and 
pre-measured rope AT NO EXTRA COST! 


The two newest ideas in rope selling are ready to put 
muscle in your selling power—without adding a single 
penny to your costs! 

The first is New Bedford’s amazingly convenient pre- 
measured rope. Red factory markings, at ten-foot 
intervals, guarantee accuracy and positive identifica- 
tion. You can calculate rope lengths without trouble! 


Second is New Bedford’s sturdy, corrugated, self- 
dispensing carton. This revolutionary feature keeps 
the coil clean... always intact (no snarling)... 
eliminates bands, covers, and wrong-end-open- 
ings... handles rope up to and including 4” 
in diameter. And it stacks and stores easily. 
New Bedford packaged rope costs no more 
than standard coil rope. You keep your in- 
ventory at a profitable level . . . serve all 
customers from a single stock...re- 
duce the number of remnant pieces. 
You need buy only the sizes you 
sell best! Write today for 
further information. 
















This New Bedford sign 
means volume sales for you. 


WRITE FOR LITERATURE 





NEW 
we] NEW BEDFORD CORDAGE CO. 
New Bedford, Mass. 


pn mn of ® 6681 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... . 

quality produced by 

Griffin. 





a fi 1) Euvery DOOR NEEDS THREE! 








“( jRIFFIN- 
anufacturing Company 


ERIE «© PENNSYLVANIA 


SALES OFFICE 


45 Warren Street, New York 7, New York 

1639 Fargo Avenue, a 26, IMlinois 

9344 Woodward Aven Detroit, Michigan 

he Broad Street, Boston, Massachusetts 

1355 Market Street, San Francisco 3, California 

917 St. Charlies Avenue, Atianta, Georgia 

3082 North Harwood, Dalias, Texas 

4524 East 60th Street, Seattle, Washing 

785 North President Street, Jackson Hd Mlesiseipe! 

4638 Mill Creek, Kansas City, Missouri 

ratd Garrison Bivd., Baltimore 16, Maryland 
620 Garfield Street, Denver 6, Colorado 





IN CANADA 
15 Wellwood Avenue, Toronto, Ontario 











Every Family is a 
Customer for 


SouT BENo Croquet! 


— and South Bend 
Has 10 Models For 
Every Family Need! 


The word Tremen- 
dous does not exag- 
gerate the appeal of 
South Bend Croquet. 
This famous game is 
a natural to satisfy 
the ever increasing 
interest in family 
recreation. The com- 
plete line of South 
Bend enables you to 
offer a croquet set 
to fit every family 
purse. 10 models are 
available, each in 
strikingly smart col- 
ors and all of qual- 


ity construction. 





SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —Louis Williams & Co., 3rd National 

Bank Bidg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & S. W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.-Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 
Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 
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AMERICA’S FAMILY GAME 











Feb. 18-19, Little Rock, Ark. 
Headquarters, Lafayette Hotel. 
Exhibit, Robinson Memorial Au- 
ditorium. Secretary, Wayne Tis- 
dale, Lafayette Hotel, Little 
Rock. 


California Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 19-22, 
Fairmount Hotel, San Francisco. 
Secretary, LeRoy Smith, 1855 
Market St., San Francisco. 


Connecticut Hdwe. Assn., conven- 
tion and exhibit, Jan. 24, Strat- 
ford Hotel, Bridgeport. Secre- 
tary, Ned Russell, Harris Hdwe., 
Southport. 


Florida and Georgia Retail Hdwe. 
Assns. joint convention and ex- 
hibit, May 7-9, Geo. Washington 
Hotel, Jacksonville, Fla. Secre- 
tary, William W. Howell, Way- 
cross, Ga. 


Illinois Retail Hdwe. Assn., conven- 
tion and exhibit, Jan. 30-Feb. 1, 
State Armory Bldg., Springfield. 
Secretary, Wm. W. Ewert, 1194 
Merchandise Mart, Chicago 54. 


Indiana Retail Hdwe. Assn., con- 
vention and exhibit, Jan. 30-Feb. 
1, Indianapolis. Headquarters, 
Hotel Lincoln. Exhibit, Murat 
Temple, Secretary, G. F. Sheely, 
333 N. Pennsylvania St., Indian- 
apolis 4. 


Intermountain Assn. convention, 
Jan. 26-27, at the Hotel Utah, 
Salt Lake City. Secretary, Leon 
L. Weeks, 224 Continental Bldg., 
Boise, Idaho. 


Iowa Retail Hdwe. Assn., conven- 
tion and exhibit, Feb. 6-9, Des 
Moines. Headquarters, Hotel Sa- 
very. Exhibit, Iowa Exhibit 
Bldg., State Fair Grounds. Secre- 
tary, P. R. Jacobson, Mason City. 


Kentucky Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 6-8, 
Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 501 Republic 
Bldg., Louisville. 


Louisiana Retail Hdwe. Assn., con- 
vention, March 11-138, at the 
Evangeline Hotel, Lafayette, La. 
Secretary, David O. Mansfield, 
226 S. State St., Jackson, Miss. 


Michigan Retail Hdwe. Assn., con- 
vention and exhibit, Jan. 16-18, 
Detroit. Headquarters, Statler 
Hotel. Exhibit, Convention Hall. 
Secretary, Harold W. Schu- 
macher, 1916 Olds Tower Bldg., 
Lansing. 


Minnesota Retail Hdwe. Assn., con- 
vention and exhibit, Jan. 23-25, 
Minneapolis. Headquarters, Cur- 
tis Hotel. Exhibit, Auditorium. 
Secretary, C. J. Christopher, 2110 
Nicollet Ave., Minneapolis 4. 


Mississippi Retail Hdwe. and Imp. 
Assn., convention and exhibit, 
June 3-5, Buena Vista Hotel, 
Biloxi. Secretary, David O. Mans- 
field, 226 S. State St., Jackson. 


Missouri Retail Hdwe. Assn., con- 
vention and exhibit, March 6-7, 
Jefferson Hotel, St. Louis. Sec- 
retary, M. E. Pohlman, 812 Olive 
St., St. Louis. 


Mountain States Hdwe. and Impl. 
Assn., convention., Jan. 23-25, 
Cosmopolitan Hotel, Denver, 
Colo. Secretary, Francis W. 
Reich, 1233 Spruce St., Boulder, 
Colo. 


Nebraska Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 13-15, 
Omaha. Headquarters, Paxton 
Hotel. Exhibit, Auditorium. Sec- 
retary, C. A. McCoy, 325 Insur- 
ance Bldg., Lincoln 8. 


New England Hdwe. Dealers’ Assu.., 
convention and exhibit, Feb. 2v- 
22, Statler Hotel, Boston, Mass. 
Secretary, Russell B. Mueller, 
185 Dartmouth St., Boston 16. 


New York State Retail Hdwe. 
Assn., convention and exhibit, 
Feb. 27-March 1, Buffalo. Heaa- 
quarters, Statler Hotel. Exhibit, 
Auditorium. Secretary, Nicholas 
H. Kiley, 904 Hills Bldg., Syra- 
cuse Z. 


North Coast Retail Hdwe. Assn., 
convention, Feb. 11-13, Olympic 
Hotel, Seattle, Wash. Secretary, 
D. D. Stewart, 714 American 
Bldg., Seattle 4. 


Ohio Hdwe. Assn., convention ana 
exhibit, Feb. 13-15, Clevelana. 
Headquarters, Statler Hotel. Ex- 
hibit, Auditorium. Secretary, 
John B. Conklin, 198 S. High St., 
Columbus. 


Oklahoma Hdwe. and Impl. Assn.. 
convention and exhibit, Feb. 6-8, 
the Auditorium, Oklahoma City 
Secretary, R. K. Thomas, 71) 
Wright Bldg., Oklahoma City 2. 


Pennsylvania and Atlantic Sea. 
board Hdwe. Assn., convention 
and exhibit, Feb. 6-9, Philadel- 
phia. Headquarters, Bellevue. 
Stratford Hotel. Exhibit, Con- 
vention Hall. Secretary, W. Glenn 
Pearce, 1616 Walnut St., Phila- 
delphia 3. 


South Dakota Retail Hdwe. Assn., 
convention and exhibit, March 
13-15, Sioux Falls, S. D. Head- 
quarters, Cataract Hotel. Ex. 
hibit, Coliseum. Secretary, O. R. 
Baily, 300 S. Jefferson Ave., 
Sioux Falls. 


Southern California Retail Hdwe 
Assn., convention and _ exhibit, 
Feb. 20-22, Long Beach. Head- 
quarters, Wilton Hotel. Exhibit, 
Auditorium. Secretary, A. C. 
Kammeier, 416 W. 8th St., Los 
Angeles 14. : 


Tennessee Retail Hdwe. Assn., con- 
vention, Feb. 18-20, Farragut 
Hotel, Knoxville. Secretary, Mor- 
ris Jones, P. O. Box 784, Nash- 
ville. 
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GLASS 


m||MARVEL norber 





Automatically Measures and Squares Glass 


YOU CAN INCREASE YOUR PROFIT and greatly decrease broken glass waste by installing your own 
MARVEL Glass Holder. Attaches easily to shelf, wall, post or cabinet. No special setup needed; no lost 
space. NO METAL TOUCHES the glass surface. Cushion Grip straight-edge absorbs shock and vibration. 
Result, no glass breakage. Selvage remover extends full length of glass being cut, leaving smooth edge 
Removes selvage down to |/16'' single, or '/s"' double, straight glass 
OUR NEW NO. 36 SPECIAL made to fit Natl. Hardware Assn. cabinet. 
No. 36 — 42'' upright, 36'' No. 48 — 42"' upright, 48°' No. 54 — 54°" upright, 60° 
base; takes 42"' glass. base; takes 42°’ glass. base; takes 54'' glass. 
PRICED WITHIN REACH OF EVEN THE SMALLEST DEALER 
F.O.B. Minneapolis. 








Takes 36"' x 36"' glass 


Weight, any size, approx. 30 Ibs. Shipped promptly. 


MARVEL RACK MFG. CO., Inc., 24 North First St., Minneapolis 1, Minn. 
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j TY LOOK 1 XCELITE 


XCELITE 
"REPEAT" SALES 





— Hetpe BuiLp Up PROoFITs | 
IN Any Harpware Toor Dept. | 


You can always sell a cheap tool—to 
But it’s the well-built 
tool that pulls in your steady “repeat” 
trade! Like the XCELITE screwdriver 
Its blade is SAE 6150 
Chrome Vanadium Electric Furnace 
imbedded “for keeps” 
BIG amber plastic handle ORIGI- 
NATED by XCELITE (and imitated 
ever since 1926). 
RIGHT screwdriver for the job—round 
or square blades—from stubby to 24” 
—for every trade. Stick with XCELITE 
and keep your Tool Dept. on top! 


"ian PARK METALWARE CO., INC. 





YOUR CUSTOMERS ARE 


WATER CONSCIOUS 


FOR A FAST PROFIT, DISPLAY 





fe 















| 
| 
| 





FAUCET REPAIR SETS 


STOP FAUCET DRIP QUICK—EASY! 


T OR 4 REFUND 
a * oF 










e NATIONALLY l oy 


“> 
"Guaranteed by >) ADVENTURES ay 
Good Housekeeping EVENING POST, 







GOOD HOUSE- 
KEEPING & other 
publications. 

Every 0’MALLEY Faucet Repair Set car- 
ries the GOOD HOUSEKEEPING guarantee 
seal—including the O’Malley Repair 
PARTS CARD (39c), the O’Malley No. 3 
DRIP STOPPER SET (85c), the O’Malley 
ALL-PURPOSE FAMILY SET—both drip- 
stopper and nu-seater tools and parts— 
($2.95 retail) ... A set for every purse! 
ASK FOR CATALOG FOLDER | 


EDW. O’MALLEY VALVE CO. 


CHICAGO 28 


\ 
Lior as apvearisty THES 





in the 


XCELITE offers a 





11948-50 S. HALSTED ST 





Orchard Park, New York 








HIGHEST QUALITY 
FULL BOUND 





EXACT LEVEL & TOOL MFG. CO., Inc. 
World's Largest Manufacturers of Aluminum and Wood Levels 


MASONS’ LEVEL 


Made with Aluminum or Brass Angle Channels welded to the Body 


Guaranteed never to loosen 





Made in both Genuine Peruvian Mahogany and California Sugar Pine 


" 42" i 48" 


High Bridge, N. J. 


Sizes: 18" - 24" - 28" - 30" - 36" 
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PEG. vu. $ pat OFF 


EASY TO SELL 
AS 1-2-3 
Royal Heaters are the market's 


hottest items. Here are 3 fast 
sellers. 





f.. ROYAL GAS LOG in 22,000 and 30,000 
BTU. Beautiful replica of Tennessee Mountain 
Oak Logs. BA-17 Andirons shown above at 
extra cost. 





@. ROYAL GAS WALL INSERT HEATERS 
—Ideal for bathroom or other small rooms. 
Tokes 12!/2" x 20" wall space, depth 334”. 





3. ROYAL VENTED GAS CIRCULATORS 
in many models with and without radiants. 
20,000, 40,000 and 60,000 BTU sizes. 
ROYAL makes a full line of gas heaters 
AGA approved for natural, manufactured 
and LP gases. Write today for descriptive 


literature and name of your nearest dis- 
tributor of Royal products. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


MAIN OFFICES: 101 Delmar Street 
CHATTANOOGA 6, TENNESSEE 


QUALITY ... SINCE 1891 
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Texas Hdwe. and Impl. Assn., con- 
vention and exhibit, Jan. 15-17, 
San Antonio. Headquarters, 
Plaza Hotel. Exhibit, hotel and 
Transit Tower. Secretary, R. M. 
Souder, 822-23 Texas Bank Bldg., 
Dallas 2. 

Tri-State Hdwe. and Impl. Assn., 
convention, Feb. 12-13, Herring 
Hotel, Amarillo, Tex. Secretary, 
M. D. Shepherd, Canyon, Tex. 

Virginia Retail Hardware Assn., 
convention and exhibit, March 
27-29, Roanoke. Headquarters, 
Hotel Roanoke. Exhibit, Ameri- 
can Legion Auditorium. Secre- 
tary, G. T. Omohundro, Jr., 
Scottsville, Va. 

Western Retail Impl. and Hdwe. 
Assn., convention and _ exhibit, 
Jan. 15-18, Municipal Auditori- 
um, Kansas City, Mo. Secretary, 
William J. Shaw, 3915 Main St.. 
Kansas City, Mo. 

West Virginia Hdwe. Assn., con- 
vention and exhibit, Feb. 18-21, 
Daniel Boone Hotel, Charleston. 
Secretary, James C. Fielding, 
1628 McClung St., Charleston. 

Wisconsin Retail Hdwe. Assn., con- 

vention and exhibit, Feb. 6-8, 

Milwaukee. Headquarters, Hotel 

Schroeder. Exhibit, Auditorium. 

Secretary, H. A. Lewis, Stevens 

Point. 


Wrapping Table Photos 
Show Store Features 


As an advertising feature, one 
merchant has 8 by 10 in. photos 
of all departments of his store dis- 
played under a section of plate 
glass on his wrapping table. He 
knows that not all customers will 
visit each department to see what 
is in stock. However these photos 
often cause customers to inquire 
about departments they see pic- 
tured, thus creating interest which 
leads to later sales. 

Many merchants also show their 
daily or weekly advertisements 
under glass at their wrapping 
tables, or tack them up where all 
wrapping table traffic can see them. 





HARDWARE HUMOR 
By Hardware Age 





“Interest you in getting the last 
word in in your house?” 











The McGill 


ALSTEEL 


mouse trap 





Best test of this proven all-steel 
nickel-plated trap is its phe- 
nomenal repeat sales. Easy auto- 
matic set and sanitary release. 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 











SEE YOUR JOBBER 


HANSON SCALE CO. 


525 N. ADA ST., CHICAGO 22, ILLINOIS 
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change: 
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quality 
59 year 
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Illustrs 
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HARDW: 








Va oe’ Aa erie 


DRAW TRADE - INCREASE PROFITS 









You'll find increased trade, sales and profits when you modern- 
: F L ize with smart, new Heller Fixtures. Added attractiveness is im- 

































parted to your store and merchandise. The finest in construction 

and materials, the widest choice of designs, the sectional, inter- / 

changeable, sturdy, durable and warp proof qualities assure 

3 . ra you of outstanding service and styling in Heller Fixtures. The rT 
p quality found in Heller Fixtures is the trade mark of Heller’s 

59 years of experience in the industry. Send sketch of your 

ttore for free store plan and estimate. Ask for catalog No. 50. 


7? | |W. HELLER 50. 
MONTPELIER, OHIO 


ere SELL SQ4-0-LITE 


and Bolt Threader is FASTER! 
It’s the only Automatic Chuck- 


* 




































n all-steel ing Machine. Subclilad? 
H . 2” pipe chucked, thread- 
its phe ed, reamed, cut off and un- winbow MATERIALS 
Easy auto- chucked in just 26 seconds! x os THE BEST COSTS YOU x 
release This Automatic Chucking mm“. NO MORE! 
y . feature alone established : 3 , 
QUIJADA as the we 
fastest of them all. ; A ks 7 
UCTS CO And—the QUIJADA anil soieaiiiees 
y “Chief” is not only m m 
ols the fastest threader— | | Plastic Storm Door and Window 


but the simplest to 


operate and the | | Coverings. Kit Complete, Ready to 
: Install. $1.00 Per Window. 


SOL-O-LITE—Extra Heavy—Wax Cloth—Retail Price 48c per 





Illustration shows front jaws sq. yd. 

(cover removed) in action grip- GLAZ-FABRIK—Wax Cloth—High Grade—Retail Price 40c per 
ping and centering 4” pipe. A sq. yd. 

simple pull of the switch and ee ee Price 60c per 


the positive, unfailing automatic 
chucks go to work. 


GLAZ-SCREEN—10 Mesh — Bright Galvanized Wire — Plastic 
Coated—Retail Price 13c per sq. ft. 


GLAZ-SCREEN—14 Mesh—Galvanized Wire—Plastic Coated— 
WRITE FOR COMPLETE INFORMATION Retail Price 16c per sq. ft. 


OR ASK YOUR JOBBER 
GLAZ-SCREEN—Large Mesh—Bright Galvanized Wire Mesh— 
SOLD ONLY Plastic Coated—Retail Price $1.00 per sq. yd. 


sons || SOL-O-LITE “Se 


QUIJADA TOOL CO., INC., 5476 Alhambra Ave., Los Angeles 32, Cal. PIONEERS OF 24 YEARS PRODUCING WINDOW MATERIAL 


oncvat DOMES OF SILENCE * 22 
SELL ON SIGHT when these attention-compelling con- a one %" 


tainers, box or card are displayed on counters. Genuine DOMES %” %” %” %” 
One set neces. OF SILENCE glide softly, silently, smoothly 





WU 


nA \ 


8 
VA 


























— over all flooring; saves floors and furniture For 
1Yy" We" Wig” years the favorite with houseowners and fur1ature 
vu" h” manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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ys ORIGINATED 1896 


\\LLe AND Prativrr rere 
yess . MAYES GUARANTEES ACCURACY, SERVICE 
ASK — *-AND DURABILITY: CATALOG FOR 


maves roots MAYES BROS.TOOL MANUFACTURING CO.,Inc. PorrAusrin. Mich. 


TWINCO 


PAINCC@) 4 ropuian Fesrusts 
Dog Combs beeen Tesh 




















































































Attractive Red or FASTEST SEL 
ITEM Green Handles TACKLE ANE 
retail price Rounded Points © One pie 
Po . Chrome Plated steel. 
sty | re @ Cantilev 
Rustless p 
ATTRACTIVE COUNTER whey ane viders. 
_ DISPLAY PACKAGE hts @ Electrico 
. Order now from piano hi 
/, ‘ jobber or write H 
j, | Yf direct. ® mommer 
; @ Size 14" 
Mp) THE available 
NATIONALLY if WINSTED CO. 2649 N. Kildare Ave., Chicago 39, lil. SIMONSEN 
ADVERTISED ry oe Also Makers of DURO Machine Tools 1410 S. Mich 
f 7 poor msus wet k 
¢ GREAT NECK SAW MERS., inc. - Mineola, N.Y. « | 
ENGINEERED QUALITY TOOLS SINCE 1919—a?t popular prices Nationally Advertised Products ALL-/ 
© hack saws © band saws © keybole saws © back saw frames For WO 
© panel saws © mitre saws © coping saw frames © coping saws METAL ¢ 
© pruning saws © wood chisels © screw drivers © compass saws & nests th 
© block planes © fore planes © jack planes © smooth planes e 
FOR ACTION SALES... SEE YOUR JOBBER IMMEDIATELY! @ LIGH 
- ¥ ; =: @ EASY 
oe * +7 
ectrify Your Hand Elevator 
Gripper Clips) | vistthipower ust aime 
Small and | _ 6: oe. Se 5 @ NON 
mg mags aves operator time 
tot farden tin and labor. “Lifts sateen 
Eitehen. utensils, from 1,000 to 2,000 
she. Wieteel plated’ Ibs. with ease. & y 
vo Elevator Power P.0. BOX 
ime = 1 doz. Units. Electric Elevators. Dumb Waiters. | Red taco 
oye Ae — Write for information and prices. cee 
lars om request. DAVIS & NEWCOMER 
e GIBSON GOOD TOOLS, INC. e Electric Elevator Co., Fostoria, O. 
m Boz 268 Orange, Mess., U.S.A. 














—— 


| ° to age 
pratin seasuet vo use | Phildven 














Tightens loose furniture 











e 
WITHOUT taking it apart 
REG.ULS. PAT. OFF * CLEANS Earree For the sake of your children, 
PROCESS buy and use Christmas Seals. 

( H A R " Al F FRENCH - Mw — Thanks to Seals, children today 
, CHAMOIS pea | have a far greater chance of es- 

ad eve WOOD JOINTS TIGHT Genume ontan | POUBLE DUTY CHAMOIS =| = caning TB than you did. 
MADE IN USA DOUBLE VALUE TO THE | To give them a still better 
THE CHAIR-LOC COMPANY, Freeport, WY. Ps DOUBLE DUTY \ CONSUMER | chance, send your contribution 





today, please. 





HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 


WATER HEATER | a — 
REPAIR COILS 


For old, new and 
obsolete heaters. 
90 DIFFERENT MAKES Buy 
Single, Double, Triple. 
Instantaneous, Multi-Coil 


_— pd gn ns Savings Bonds Because of the im- 
DORMONT MFG. co. portance of the 
1314 High Street Pittsburgh, Pa. above message this Hardware Age 


contributed by 
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“FOR BETTER PAINTING” 
AND “101 HANDY USES” 
Send for free booklet > 


p Liner 
olbmerik | 2 s"4 


100% PURE LINSEED OIL 684 Roanoke Building + Mi 








iP 


Best bef For 


WANGING UP 
po =) 




















FASTEST SELLING TOOL, 
TACKLE AND UTILITY BOX 










@ One piece seamless deep drawn 
steel. 










@ Cantilever tray with two di- 
viders. 






PUSH-PINS e RE 
HANGERS 


f any oa Moore products have been standouts in their field 
ears. You can sell them to your customers with 


for 
COMPLETE CONFIDENCE. Nationally advertised 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST PHILADELPHIA 44, PA 






@ Electricaliy welded continuous 
piano hinge, center draw bolt. 






@ Hammer baked enamel finish. 


@ Size 14° x 7A" x 5". Also 
available in aluminum, 


SIMONSEN INDUSTRIES INC. 
1410 S. Michigan Ave., Chicago, Ill. 


—— Fab ae 
ee S ¢ RI E | E N $— pos 
For WOOD WINDOWS and ™bnn ry : Ob jh 


METAL CASEMENT WINDOWS 
at New Low Prices! 


@ LIGHT WEIGHT 

@ EASY TO INSTALL 

@ NEED NO PAINTING 
@ NON-STAINING 





















AN ORIGINAL 
SENSATION IN 
SPONGE MOPPING 


































Wring 
here 











Stand 
upright 






















No Stooping e 
Lever on handle of Hydro-matic 
lets housewife drain water from 
sponge without wetting hands. png always away 
il ete 








Sponge refill from wet 
For further information, write Sensational new features put it dy a a. by itself in 
$1.29 arousing housewife demand. Call your jobher today. 





FABRICO 


P. 0. BOX 31, NORTH BERGEN, N. J. 


eee If you BUY . » Watch January's mails for 


@ / 
PLASTICS 


























MINUTE MOP (0. caicccorecic’ 





Portable Electric Drills 
Electric Drill Kits 
Portable Electric Saws 
Portable Paint Sprayers © 
Portable Polishers & Sanders 
Fractional H.P. Motors 


. * 


The new monthly for retailers 


helps you vill ‘pasties proauces 


FREE $s 


See your jobber or write direct 
PORTABLE ELECTRIC TOOLS, Inc. 


332 West 83rd Street, Chicago 20, Ill. 
In Caneda: 369 Danforth Ave., Toronto 13 








A Breskin Publication @ 122 East 42nd St, New York 17, N Y 





BETTER HARDWARE DEALERS FROM COAST TO COAST 


REPORT ARISTO-MATS VOLUME SALES 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 





See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT CO., 1315 w. Congress St., Chicago 7 
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WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 


SELL 


ARISTO-MATS 


See Your Jobber or Write For Your Nearest Distributor 














SCH 







PHOENIX TABLE MAT CO. 1315 W. Congress St., Chicago 7 For 





peat s 
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AM auger bits | Midway Auger Bits | gies 
for every “pregerred by all | To th 


of the { 


purpose - aha want the Gest/ the big 








of Sere 
ware. 


idle & Carded 





















¢ popular-priced« 
for LACQUERING, . 
aes Standard auger bits | Dull Bra: 
MARKING and Anger bits for 17 sizes (“he t0*%6") 1H Japannet 
\ TOUCH.UP. electric drills afte: } ie 

VAR \ = \ Order From Your Jobber 4/16” to 12/16” - Packed 
< M. GRUMBACHER. xc. Ttidung Sales Office and Factor 3 dozer 

: : Melvin, Ohio 
= 460 West 34th St., New York 1, N. Y. THE MIDWAY TOOL P- 














* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 




















COMMER 
for power | 
schools, garage 
dustrial plen 
laundries, a 
other commer 
tial uses. Buil 
to meet tough 
est conditions 
Boll bearin: 
Sizes 16-36 in 


Set Wright Fur Farm Netting is a qual- 
PICTURE HANGERS Me ity product. Those who have used 


PICTURE WIRE 

CUP HOOKS 

PUSH PINS 

DRAPERY HOOKS 
KITCHEN HOOKS 
CLOSET ROD BRACKETS 
WARDROBE LOOPS 


SASH LOCKS STEEL & 
on Sot ES WIRE CO. 


c: a. TATE co. wy Wiel Volta GUM |e ce 


Copyrighted 
BOSTON, MASSACHUSETTS —U.S.A. ee 


it insist upon it for their repeat or- 
ders. It meets the test of time. 
Carefully woven from quality wires, 
heavily and brightly galvanized by 
the Wright process. 
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- Profits! 





by all 
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‘d auger bits 
| (%g” to 246") 





ice and Factory 
vin, Ohio 












CHAMPION 
SCREEN HARDWARE 


For all-around dependability, steady re- 
peat sales, a fair profit and satisfied cus- 
tomers, you can always rely upon Champion 
Screen Door Hardware to hold trade. 














To the right is shown one 
of the fast selling items in 
the big CHAMPION line 
of Screen Door Hard- 















FINISH NO. 
Dull Brass Plated 130 CS 
Japanned 130 JS 





Packed 1 set in a box, 
3 dozen sets in a case 








No. 1305 


Nearly all hardware jobbers handle some 
products in the big CHAMPION line. 

















The 
PIAWIMUAMIRVGULAL mae 


GENEVA. OHIO 











WALKER 
TYPE 34 


For any type 
of domestic 


Help Your Customers 


SAVE UP TO 25% 





furnace in 
wae ON FUEL! 

Stores, 
small office Now, you con offer savings up te 25%, 
buildings and om ALL types of fuel . . . coal, gas, oil 
apartments. . with the new, improved Walker Draft 
Sizes 6-20 inches. Regulators. Assure maximum, economical 
Shown with in- combustion under ALL stack conditions. 
stallation collar. Quickly installed. Easily adjusted. Guar- 

COMMERCIAL and = am 


Over 7 million in use! 

Sell this fast turning, profit-line of 
draft regulators. Their quality makes cus- 
tomers. See your jobber or write WALKER 
MFG. & SALES | CORP. 1703 Pean St., St. 
Josenh, Mo. Oe ie HOW 


QYWALKER 
Qactormnmalic 
‘DRAFT REGULATORS 


for power plants, 
schools, garages, in- 
dustrial plants, 
laundries, and 
other commer- 
ticl uses. Built 
fo meet tough- 
est conditions. 
Bell bearing. 
Sizes 16-36 inches. 























RE-THREAD FAUCETS EASILY 
WITHOUT TAPS, DIES, THREADERS 


Just install LLEWALVE in place of old stem, you 
get NEW THREADS, also new stem and new seat 
Scouplate in one unit. paaity installed by anyone 
without special tools. Completely rebuilds 90% of 
faucets in use. 
2 models: B—metal to metal seat 
R—rubber seat 
Left or right hand. 
Our 13th year. 
“4 If your jobber cannot supply you write direct. 


cLEVALVE 


THE CLEVELAND VALVE CO., CLEVELAND 11, OHIO 
Copyrighted 1950, Cleveland Valve Co. 
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BABY’S SAFETY COMES FIRST WITH PARENTS! 































(Wx 
Made of seasoned a} a a) ad 
hardwood. Slats 33” |{ \\ 
long, ends and cor- 
aes neatly rounded, with 14” steel 
s to secure them to archways, 


L.HOPKINS 
MANUFACTURING 
COMPANY 


VW oodenware Specialties Since 1805 


NORTH GIRARD, PA. 


parm or door casings. Natura 
wood finish heavily varnished. 

@ Safety gate illustrated with No- 
Mar gate mounting, our exclusive 
patent*. Holds safety gate on door 
casings or arches up to 7” wide 
without wood screws. Sold as an 
accessory. Full markup! 


*Patent pending 
76 Lis. 


WEIGHTS PER DOZEN 
No.93 3Ft, 45 lbs. No 6fFt 
No.94 4 ft. S4Lbs. No.97 ..7 Ft. 88 Lbs 
No.9S 5 ft 





Other Pertection Products PLAY YARDS CHILDREN'S SWINGS DOL BASSINETS 





63 Lbs. No.9 OFt. 98 Lbs. 
DOZ. TO THE CARTON i 





PACKED Write today for Free illustrated booklet 




















ee 
2 great — 
power lawnmowers 


et 


HURRICANE HURRICANE 
JUNIOR For the 
For the Small Big Lawn 

City Lawn 


> A 1950 SELLOUT! - 
HURRICANE is the sturdy, dependable, rotary power 
mower that sells quickly . . . makes happy customers. 


SALES-MAKING HURRICANE FEATURES 
© 4-cycle, 1%-2 h.p. gasoline © Rust-proof, silver-plated drive 
engine. shaft. 
® Automatic governor for con- ® Lightweight malleable alumi- 
stant speed. num chassis. 
@ Full-floating friction drive. ® Ball-bearing wheels. 
® Tempered steel fan-tip rotary blade. 








peo EE 
HURRICANE | NATIONAL METAL PRODUCTS CO., INC. Ty 
Dept. H-4, 2722 Cherry Street I 
me assented Kansas City 8, Mo. | 

rig now for ; . . 
prompt delivery! oe se Hurricane literature, prices and selling | 
5 oer sone 

3 
A few choice ter- ! Addrese_____ oT ee te | | 
ritories open. | City ee ———— | 
Contact us at | 

once! L Zone___. State / — - | 
mm ee — 
215 

















assified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... $5.00 
Each additional word.........  .10 
Positions Wanted 
(Special ae set solid, maximum, 
Reba e Cs Rue eomheeneseee $2.00 
Each additional word......... 0 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. 
previous to date of publication, 


Address your correspondence and replies to 


100 East 42nd St., New York 17, N. Y. 


Classified forms close 15 days 


HARDWARE AGE 


Classified Opportunities Dept. 




















[Walp Wanted «| 


WANTED: YOUNG MAN SKILLED IN 
MANUFACTURE AND REPAIR of Automatic 
Knives, Pocket Knives, Scissors. Must be ac- 
quainted with all other phases in cutlery manu- 
facture. Address Box R-69, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 








WANTED. EXPERIENCED RETAIL 
HARDWARE MAN; opportunity for advance- 
ment, to locate in Northwestern Pennsylvania. 
Write stating age, experience, and references. 
Address Box R-60, care of Harpware AcE, 100 
East 42nd St., New York a je 2 








(Sales Repnesentakives Wanted | 


SALESMAN FOR LEATHER PALM 
WORK GLOVES, wholesale trade, sideline com- 
mission basis. Address Box R-59, care of Harp- 
a Acz, 100 East 42nd St., New York 17, 
N.Y. 








SALESMAN EXPERIENCED IN STORE 
PLANNING to sell Store Fixtures in Ohio, West 
Virginia, Maryland, Virginia. Commission only 
with oe, to make $20,000.00 or more a 
year. e furnish the leads. Address Box R-58, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





EXPERIENCED SALESMAN with good fol- 
lowing in the housewares trade wanted to handle 
our line of nationally popular and established 
housewares products exclusively, in the State of 
California with possible expanded territory. Ex- 
cellent drawings plus commissions. Please give 


a ct 





Sales Wanted 


WANTED: EXCLUSIVE COMMISSION 
REPRESENTATIVE for Kitchen Spray and 
Stream Faucet Attachment, selling to Hardware 
and Houseware Jobbers also Variety Chains. 
Most Territories Open. Address Box R-50, care 
4 _ Ack, 100 East 42nd St., New York 
is ee © 





SALESMAN EXPERIENCED IN STORE 
PLANNING to sell Store Fixtures in New York, 
New Jersey, Pennsylvania. Commission only with 
opportunity to make $35,000.00 or more a year. 
We furnish the leads. Address Box R-57, care of 
a ea Acre, 100 East 42nd St., New York 
17, N. Y 





SALESMEN SELLING RETAIL DEALERS, 
OPPORTUNITY TO JOIN SALES STAFF of 
Established Hardware Wholesaler now reorganiz- 
ing Sales Organization; Many Territories with 
established clients still open; No obiection to 
nonconflicting sidelines. Write Box R-62, care 
of Harpware AGE, 100 East 42nd St., New York 
i, mm &. 





FLATWARE SALESMEN WANTED by One 
of the Oldest and Best Known Eastern Manu- 
facturers of Stainless Steel Flatware, who is re- 
arranging the following territories: (1) Metzo- 
politan N. Y. C.; (2) Oregon-Wash.; (3) Michi- 
gan; (4) Eastern Pa.-Md.-D. C.-Va.; (5) San 
Francisco Bay Area. Territories 2 and 5 include 
hotel supply dealer coverage; others do not. Must 
have following with jobbers, department stores, 
house-to-house direct selling organizations, pre- 
mium users, etc. A major, nationally advertised 


line, with established accounts in each territory. 
Liberal commission arrangement. 100% protected 
territory. Address Box R-70, care of HARDWARE 


Ace, 100 East 42nd St., New York 17, N. Y 





COMMISSION SALESMAN WITH ESTAB- 
LISHED FOLLOWING among Retail and 
Wholesale Hardware Buyers. Tools. Georgia and 
South Carolina. Established manufacturer. Ex- 


[Sales Representatives Wanted | 


ORDER REPEATER. POPULAR PRICED 
MIRROR LINE for the Home sells to Furn., 
Hdwe., Var. and Dept. Stores. Repeats 5 to 6 
times annually, Big commissions. Only 2 Photos 
necessary to sell from. Dandy side line. Rated 
manufacturer. Write fully to Standard Art In- 
dustries, 327 S. La Salle St., Chicago 4, Illinois 








SALESMEN OR FACTORY REPRESENTA- 
TIVES who have a good following with the 
hardware or housewares jobbing trade. We have 
a few territories open. Our line is nationally 
known. We pay high commissions. Exceilent 
year ‘round sellers. Protected territory to pro- 
ducers. Write General Sales Manager, Ohio 
Products Company, North Madison 1, Ohio. 





MANUFACTURER’S AGENT—Prefer those 
now handling Precision Tools to sell a New Low- 
Priced Double Faced Dial Indicator to Hardware, 


Mill, Industrial Trades. Inquiries invited direct. 
Write for descriptive literature and wholesale 
price. Address Superior Indicator Company, 


P. O. Box 734, Rochester 3, N. Y 








WANTED 
FACTORY REPRESENTATIVE 


with established territory, to sell Hickory, 
Ash and Oak Tool Handles, with other allied 
lines, on commission basis. Write us full 
particulars of territories covered and all per- 
tinent information. 

E. F. DYER MFG. CO. 
Box 209, Houston, Mississippi 





























ESTABLISHED AND WELL KNOWN in 


full particulars. Address Box R-53, care of Harp- | clusive sales arrangement. Address Box R-73, 

warE Ace, 100 East 42nd St., New York 17, | care of Harnware Ace, 100 East 42nd St., New 

mlb ee | Accounts Wanted — | 
SALESMAN—Must be experienced in selling EXPERIENCED MANUFACTURERS REPRESENTATIVE, 


to Hardware, Variety Stores and Janitor Supply 
Jobbers. Territory in and around New York 
City. Selling Moth Preventatives, Insecticides, 
Disinfectants, Deodorants, Waxes, Soaps, etc., to 
an already established trade. Commissions against 





COMMISSION SALESMEN 


SELLING TO WHOLESALERS ONLY. REFRIGERATORS — 
DEEP FREEZERS — VACUUM CLEANERS — LAWN 








Eastern Pennsylvania, Southern New Jersey, 
Delaware, Maryland, and District of Columbia; 
seeks Hand or Smali Tool Lines. Three men 
calling on Hardware dealers and jobbers of all 








drawing account. Reply stating experience and types. Best references. Address Box N-863, care 
background in this field. Address Box R-67, care sae os ap “yl pee bys ten oct aga 4 ee Acz, 100 East 42nd St., New York 
“ 9 : y 4 0 o le rte 
4 _— Ace, 100 East 42nd St., New York 100 East 42nd Street. New York 17, N- Y. 
| 
FIELD MEN WANTED WANTED SALESMAN MANUFACTURERS AGENT 
BY LARGE MANUFACTURER who is covering the Michigan Area outside ; 
Prominent builders hardware manufacturer needs of Detroit to sell Four Well-known Lines ESTABLISHED with ENVIABLE RECORD OF 


more en to augment present force in selling 
wide, varied line. Splendid —— for perma- 
- jon. Applicants must a = 

of 10 years’ experience in selling the he hardware trad 
Please give all details of your qualifications i, -. frst 
letter, Address Box R-64, care are Age, 
100 East 42nd St., New York 17, N. 











on commission basis. Lines include: Ex- 
tension Ladders, Cabinet Hardware, Build- 
ers’ Hardware and Screen Wire. Man must 
have other allied lines and furnish good 
references. 

Address Box R-47, care of paneyase ase 











100 East 42nd St., New York 17, 


SALES assures complete coverage of LUMBER 
YARDS and HARDWARE DEALERS in Wisconsin 
and Illinois area. Additional lines desired 
from basic manufacturers. 
Address Box R-5!, care of HARDWARE aor 
100 East 42nd St., New York 17, N. 
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CRATE STORE ITEMS 
Sales Representative, New York, covering big 
Syndicates, desires to contact manufacturers of 
Hardware Specialties, or Housewares, suitable 
for 5¢ to $1.00 Chain Stores. Have 20 years’ 
experience, an extensive following, and can mar- 
ket your products in volume. Quick action, com- 
mission basis. Reply Box R-41, care of Hakp- 
_ Ace, 100 East 42nd St., New York 17, 








wes Wanted 


PULAR PRICED 
ne sells to Furn., 
. Repeats 5 to 6 
1s. Only 2 Photos 
r side line. Rated 
Standard Art In- 
Chicago 4, Illinois, 





' REPRESENTA- 
llowing with the 
y trade. We have 
line is nationally 
ssions. Exceilent 
territory to pro- 
Manager, Ohio 
lison 1, Ohio. 





'T—Prefer those 
sell a New Low- 
itor to Hardware, 
ies invited direct. 
e and wholesale 
icator Company, 








NTATIVE 


sell Hickory, 
th other allied 
Write us full 
d and all per- 





BAssemel 8 Sage ate oa 


Established—Reliable Ager 

ANCO CORPORATION Pittsburgh : 22, Pa. 

Branch Offices 
New York @ Philadelphia @ Detroit 

eland @ Louisville 

Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 

Write for further information and references. 











ATTENTION MANUFACTURERS 


YEARS OF EXPERIENCE SELLING CHAINS 
AND WHOLESALERS. IF IT'S BUSINESS YOU 
WANT, CONTACT— 


ALLEN SALES COMPANY 
366 BROADWAY NEW YORK 13, N. Y. 











AGGRESSIVE SELLING 





te hard and jobbers, chains, retailers, 
dept. stores, drug chains, mail order houses. Experi- 
enced merchandising b blished connec- 





tions. Additional lines wanted for Midwest by live or- 
9 on basis. 


THIESSEN INTERNATIONAL 
55 E. Washington St. Chicago, Illinois 




















moving 
Future. 


HARDWARE MANAGER. Canadian, 
to U.S.A. shortly desires Position with 
25 yrs. experience all phases hardware. Present 
position 10 yrs. manager of large retail store. 
Married, 45 yrs. old. Non-Drinker. Student, 
LaSalle Extension University in business man- 
agement. Excellent references. Address Box 
R-63, care of Harpware AGE, 100 East 42nd St., 
New York 17, N 





| 
| 
| 


WANTED: TO MANAGE RETAIL HARD.- | 


WARE STORE, prefer Southern or Central 
Texas, but would consider other localities, with 
view to future partnership or ownership, Previous 
background—college, varied business experience, 
12 years retail hardware, 3 years wholesale hard- 
ware salesman. age 37 with good health. Address 
Box R-54, care of se AcE, 100 East 42nd 
St., New York 17, N, 





YOUNG MAN, MARRIED, DRAFT EX- 
EMPT, desires Good Responsible Position of Op- 
portunity with Future. Possible trainee, potential 
sales. Wholesale experience, stock, builders hard- 
ware and allied lines. Familiar with office rou- 
tine, correspondence, phone pricing and inside 
sales. Graduate CCNY, Contract Hardware Con- 
sultant’s Course. Will relocate. Address Box 
R-68, care of Harpware AcE, 100 East 42nd St., 
New York 17, N. Y. 








[ Buniness Opportunities | 


HARDWARE STORE FOR SALE in tite 
best section of Florida at invoice. Merchandise 
about $40,000.00, Fixtures $5,000.00. Did $108,- 
000.00 Gross last year. Address Box 752, Lake 
Wales, Florida. 








WANTED: HARDWARE STORE, _ incl 
paints, appliances, etc. Volume approximately 
$75,000 to $100,000 or over annually, in Upper 
New York or New Jersey, Pennsylvania, Con 
necticut or Massachusetts. In reply please state 
full particulars. Address Box R-55, care ot 
Harpware Acr, 100 East 42nd St., New York 
Wi ae es 


BUY THIS STORE FOR $15,000.00 


$80,000 volume, $55.00 rental monthly. 40 ft. 
Front, 100 ft. Deep. Lines carried—Maytag, 
Frigidaire, Tappan, Magic Chef, Zenith, Pitts- 
burgh Paints. 

Wire—Lou Fineberg 


ELMER COOK & SONS, REALTORS 


14 North Sixth Street Fort Smith, Arkansas 

















KEROSENE STOVES 


PERFECTION & OTHER BRANDS 
WANTED FOR EXPORT. 


Address Box R-56, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


NICHOLSON FILES 


HEAVY & SLIM TAPER AND OTHERS; 
VARIOUS SIZES WANTED FOR IMMEDIATE DELIVERY 


Address Box R-61, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 




















ALERT?? 


Attention: Alert Manufacturers! Aggressive, re- 
sourceful, solidly entrenched distributor now ready 
to take on additional manufacturers’ products. Our 
contacts and experience assure penetrating distri- 
bution in New England. We are interested in all 
items with merit. Please contact 


TANROSS SUPPLY CO. 


80 WASHINGTON ST., BOSTON 8, MASS. 
LAfayette 3-7622 











ESENTATIVE, 
KNOWN in 
New Jersey, 

t of Columbia; 

2s. hree men 
jobbers of all 

3ox N-863, care 

St., New York 





\GENT 


RECORD OF 
e of LUMBER 
| in Wisconsin 
lines desired 


VARE AGE 
LW. Y. 


R 16, 1950 

















* WORLD WIDE DISTRIBUTORS « 
WITH SUCCESSFUL SALES RECORD 


Covering Jobbers, Department Stores, Chains, 

Premium Users, Exporters and Foreign Ac. 
counts Seeking Meritorious Hardware Items, 

Showrooms and Large Modern Warehouse Space : 
Will Finance Accounts or Sell on Commi 


} 


| 


ATTRACTIVE HARDWARE STORE FOR 
SALE, County Seat, Lot of Franchises from 
big companies, invoice about $38,000. Doing 
$150,000. per year. Also for sale Nice Grocery 
and Filling Station, with Living Quarters, $35,- 
000. Address J. W. Flournoy, 818 W. 6th St., 


Austin, Texas. 


| 





Large Depart- 
with large fol- 


DESIRES DEPARTMENTS. 
ment Store established 38 years, 
lowing, in the heart of the city, would like to 
contact firm interested in installing Paint, Hard- 
ware, Kitchenware, etc., departments. Apply Box 
455, The American Shopping Centre, Biddeford, 
Maine. 





LEO H. BLOOM ASSOCIATES, INC. 
33 UNION SQUARE NEW YORK 3, N, Y. 














[ Positions Wanted | 





EXCLUSIVE REPRESENTATION, INDUS. 
TRIES, R.R.’S, S/S LINES, PUBLIC UTILI- 
TIES: Salesman will sell one manufacturer's 
line exclusively, 25 years experience. Atlantic 
Seaboard Cities North & South and in New 


York City and Metropolitan District. Commis- 
sion Basis. Address Box R-71, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 





DEPARTMENT AND 
SALESMAN. Will sell one line exclusively in 
New York City, Metropolitan District, and, er, 
North and South Atlantic Seaboard. Consider- 
able Experience. References as to integrity, etc. 
Commission Basis. Address Box R-72, care of 
Te A Ace, 100 East 42nd St., New York 


CHAIN STORE 


HARDWARE AGE, NOVEMBER 16, 1950 














FOR SALE: OLD ESTABLISHED HARD- 


$40,000.00. 


WARE BUSINESS. Stock approx. r 
a. 


Address P. O. Box 172, Fredericksburg, 





PROFITABLE BUILDERS HARDWARE 
DISTRIBUTING BUSINESS in Eastern Sea- 
board City of 1,000,000 population. Big Four 
Account, Attractive store in central location. Busi- 
ness over fifty years old. Owner retiring. Ad- 
dress Box N-65, care of Harpware AGE, 100 
East 42nd St., New York a. =. es 





FOR SALE: RETAIL HARDWARE, AP- 
PLIANCE, AND PAINT STORE, clean stock, 
located on main street town 5000 South West 
Missouri, wonderful farm trade, established 25 


years, must sell on account of health. $12,000 
will handle, good lcase on building. Address 
Box R-52, care of Harpware AGE, 100 East 
42nd St., New York 17, N. Y 





LIMITED SUPPLY 20” OPEN TOP 
WOODEN MACHINIST TOOL BOXES 


FOR PROMPT DELIVERY. LOW PRICE. WRITE 
FOR PRICE LIST. 


DEFIANCE PRODUCTS CO. 


1152 ST. JOHN PLACE BROOKLYN, N. Y. 





FOR SALE 
RETAIL HARDWARE 


in Colorado’s Fastest Growing Town, Inventory 
000, sells about $24,000 per year. Owner is old and 
wishes to retire in about 90 days, will lease buildings 
for 10 years at good rate, low overhead. Opportunity 
for young man. See or address* owner 


HINES 


Englewood, Colorado 





$20, 


4295 So. Broadway 











NEW STEEL WIRE 


14 gauge black annealed 24,000 pounds 


13 gauge black annealed 2,600 pounds 
11 gauge galvanized 28,000 pounds 
13 gauge galvanized 2,100 pounds 


90 to 175 pound coils 


W rite—Wire—Phone 


SONKEN-GALAMBA CORPORATION 


2nd and Riverview (X-647) 
Kansas City 18, Kansas 
THatcher 9243 
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KILGORE'S 








GRIZZLY 6-SHOOTER ‘Getaty, 
... A Big Value At $1.89 a 


Youngsters really go for this big (105" 
long), beautiful Kilgore original because 
it's absolute tops in play-time realism. Has 
realistic 6-shooter action using Kilgore's 
6-shot Disc Caps... cylinder “swings-out" 
to load like a real revolver. Western design, 
handsome "engraving" and deeply em- 
bossed black plastic grips are added fea- 
tures with strong appeal. Available in 
"Silver" or 24 Karat Gold plated finish. A 
big value that's easy on Dad's pocketbook 
at $1.89 retail for "Silver" finish. 


THE KILGORE MANUFACTURING CO. 
WESTERVILLE, OHIO 


_wetto 


A sleeve board that 
makes it easier to 
iron sleeves, shoul- 
ders of garments, in- 
fants’ dresses, and 
other hard-to-get-at 
places. All metal, 
welded construction 
. ventilated, fire- 
proof, warp-proof. 





Ventilated 
Sleeve Board 





Retali price, $2.98 including pad and cover set. 


GEUDER, FREY CO 





PAESCHKE & 


“ kee 














MORE POPULAR THAN EVER! 
Sells on Sight 











The popular Stevens pocket 
Level is now available in 4 new 
brilliant metallic colors—red, 
blue, green and gold. Always a 
fast moving item—but now 
amazing. Made of %” hex alu- 
minum tubing it is 554” long and 
has a sturdy pocket clip. 

For complete details see your 
distributor or write direct. 

There's a Stevens for every 
Level need. 


2 cards 
of 6 
each 


box 


we en STEVENS LEVEL commany 


NEWTON FALLS, OHIO 











©00@ Indez le Aduertisenrs eooet 





a 
Accurate Mfg. Co. .............. 74 
Aermotor Co. ape sonen ered 80 
Ajax Hardware Mfg. Corp. ..... 169 


Alabama Mfg. Co. ... ........++- 177 
Albertson & Co., Inc. 
Allen Mfg. Co., W. D. 
American Chain & Cable Co..... 6 
American Fi. Surfacing Mch. Co... 157 


American Mfg. Co. ...........+. 117 
American Screw Co. ...........++ 175 
American Steel & Wire Co. ...... 86 


American Telephone & Telegraph 
MS Riker encven apsberdeaeersed 131 


American Thermos Bottle Co., The 2/8 


American Turpentine Farmers 
Assoc. 


Ames Baldwin Wyoming Co...... 40 


Anchor Wire Corp. .............. 196 
Anderson Brass Co. ............. 220 
Archer-Daniels-Midiand Co. ..... 213 
Armstrong-Bray & Co. ........... 19% 


Arrow Fastener Co., Inc. ........ 52 
OME |S vo. v.d00ss50navacwee 76 
Arvin Industries, Inc. ............ 26 
B 
B & L Tool & Machine Co. ...... 219 
EM, cc wecvescadasave 16-17 
TD sccicwcsucocccses 148 
Bethlehem Steel Co. ............. él 
Billings & Spencer Co. .......... 140 
ES EY. 6 ddcneciewsag eats 201 
dt. Sa seeee 168 
RN EU EG cd. cues cedcioceecess 70 
Bommer Spring Hinge Co. ....... 68 


Boston Woven Hose & Rubber Co. 82 


Briggs & Stratton Corp. ........ 126 
Greens @ Sons, M. S$. ....cccc088 206 
CRS ES Sov cenccevesnesps 202 
Burroughs Mfg. Corp. ........... b4 
c 
Campbell Chain Co. ............ 42 
Capewell Mfg. Co. .............. 203 
I, isucodascesccseces 212 


Champion DeArment Tool Co. .. 85 
Champion Hardware Co. ....... 215 
Chapin Mfg. Works, R. E. 


Chattanooga Impl. & Mfg. Co... 210 
Chicago Saw Works ............. 203 
Chicago Screw Co. ............. 195 
Chicago Spring Hinge Co. .... . 205 
Clemson Brothers, Inc. .......... 164 
Cleveland Chain & Mfg. Co...... 115 
Cleveland Twist Drili Co. ....... 75 
Cleveland Valve Co. ............ 215 
Coburn Products Dept. ......... 138 


Colonial Brush Mfg. Co., Inc..... 35 
Colorado Fuel and Iron Corp.... 138 








THE wR 
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Wht vacuum bette we ry lolly adkt foe 
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Columbia Steel Co. ............ 8 
Columbian Rope Co. ...........4. 20 
Conco Engineering Works ...... 166 
Congoleum-Nairn, Inc. ......... 27 
Consumers Glue Co. ............ 220 
Continental Scale Corp. ........ 158 
Coughlan Co., G. N. ............ 2 
oe err 43 
Cummins Portable Tools Div., 
Cummins Business Machines 
SEE ‘setvctoiedinsidesiosscess 32-33 
D 
~—e & Newcomer Elec. Elevator at 
Sc As _ 4 ae 156 
Decto Products Co. .............. 200 


Dewey & Aimy Chemical Co. ... 205 


E 
Eagle Lock Co., The ............ 4 
ee See 193 
Embury Mfg. Co. ............. . 1 
Exact Level & Tool Mfg. Co., Inc. 209 
F 
re asians 213 
Ferry Cap & Set Screw Co. .... 8 
Fiske Brothers Refining Co., Lubri- 
SU IIc cncits reccdeacsacess 
Foster Aluminum Alloy Prod. 
MES Seesh cuted cidevudorebreds 160 
Fe OD kw cisbscodsuuccceds 38 


Frick-Gallagher Mfg. Co., The... 19% 


S 
Gardner Wire Co. ............ 219 
Garrett Co., Inc., George K. ... 160 
Genco Tool Div., General Stee! 
POON GIRS os. cacvwotecseess 161 
Getty & Co., Inc., H. s. : Beh tad 121 


Geuder, Paeschke & Frey Co. ... 218 
Gibson Good Tools, Inc. ......... 212 
Gladding & Co., Inc., B. F. . 7 
Goldblatt Tool Co. .............. 84 
Goulds Pumps, inc. ............. 14) 
Graham Co., Inc., John H. ..139, 16! 
Grainger Co., W. W. ........... 205 


Grand Haven Stpd. Products Co. 219 
Great Neck Saw Mfgrs., Inc. ... 212 


Greenlee Tool Co. .............. 162 
Gries Reproducer Corp. ........ 195 
eee: Ce, BW .. ccc cscccvesce HE 
a 207 
Grumbacher, Inc., M. .......... 214 


H 
Hager & Sons Hinge Mfg. Co., C. 18 
oo ee 125 
Hallmark Watch Corp. ......... 191 
Hanson Scale Co. ............... 210 


Harloc Products Corp. ......... 154 
Heller Brothers Company ....... 163 
a AS eee 211 
NN NI Bie nls thirst ormadaacitors 55 
Hobart Mfg. Co., Kitchen Aid 
SE Nacsa diudnecsy dvdepedauaacove 155 
Hodell Chain Co. ............... 24 
PN OY MG ice sce cdicctbsnces 177 
fingers Wile. Ce.. b. ....5..0800. 215 
Hoppe, Inc., Frank A. .......... 205 
Horrocks Ibbotson Company ... 70 
RS EE a hic gidteupamesicnie 67 


Hoyt & Worthen Tanning Corp. .. 212 
Huenefeld Company, The 


I 
Independent Metal Strap Co. ... 1% 





Diamond Calk Horseshoe Co. .... 52 
Domes of Silence .......ccccecese 211 
Dormont Mfg. Co. .............4. 212 
Durham Co., Donald ............ 160 
4 Metal Prod. Co., Small Tool one 


International Salt Co., Inc. ...... 7 
J 
Jacobsen Manufacturing Co. .... 47 
Johnston Lawn Mower Co. ...... 8! 
Me es Os De Mis 6 cvccccsencs 88 
Judsen Rubber Works, Inc. ..... 54 
K 
Kautzky Mfg. Co. ................ 170 
Kay-Tite Company ............... 149 
REED SEY Sn. o cvccdvntbeasies 48 
Keuffel & Esser Co. ............. 185 
Keystone Steel & Wire Co........ 50 
Saepere. Olle. Ges. s.02.seseccicee 218 
Kingston Products Corp. ......... 219 
Klein & Sons, Mathias .......... 88 
Knape & Vogt Mfg. Co. ......... 123 
Gemma? Lectt, We. .....5.ccccscce 90 
L 
Lamson & Sessions Co. ......... 128 
Langley Corp. ....ccsceccsconcocs 39 
BE OP GD, cnccesccstcscvesdes 4! 
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Libbey Glass 
Glass Co. 


Libbey-Owens 
Lockwood He 
Lowe Brother 
lubriplate Di 
ing Co. . 
lumite Div., | 


Macklanburg 
Magor Car 

Marquette A 
Marshalltown 
Martin-Senou 
Martin Stam 
Marvel Rach 
Master Lock 
Master Rule 
Mayes Bros. 
McGill Met 
McKay Com 
McKinney W 
Mechanix Il 
Melnor Met 
Metalcraft 

Metallizing 

Midway Toc 
Miller, Inc. 
Minnesota } 
Minute Mo} 
Modglin C« 
Moline Iror 
Monarch M 
Monark Sil 
Monowatt, 

Moore Push 
Mortell Co 
Myers & Br 


National C 


National 
turers As 


National | 
National } 
National 
New Bedfc 
Niagara C 


Okonite C 
O'Malley | 


P & C Har 
Park Meta 
Parker Mf 
Parkersbur 
Pecora Pa 
Peerless } 
Peerless P 
Phoenix T 
Pioneer G 


Pittsburgh 
Brush D 


Paint D 
Plas-Tex ¢ 
Plastics } 
Portable 
Porter Cc 


Quijada | 


Red Dev 
Remingto 
Rogers |: 
Royal Ele 


Russell, | 
Nut Cc 


HARD" 
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SELL SPRINGS PROFITABLY 
WITH GARDNER'S SPRING CABINETS 








= Easy to stock and easier to 
cole sell . . . these quality plated 
E Libbey Glass Div. Owens-Illinois s and burnished springs. No. 
DUE SA teeitiecs 25. 4 SE, sccnandvcgyed « fkasie Ss Sisaw Moulding Co. 56 934 metal spring case pictured 
SouVenieecac.. 193 libbey-Owens-Ford Glass Co. ... 79| sate Padlock & Hardware Co. ae ae here has 128 selected springs, 
aE Saas . 1% lockwood Hdwe. Mfg. Co. ..... 9/1 s+. Louis Cordage Mills ...... 117 = aed popular sizes, in coded 
Mfg. Co., ine. 209 gh an pel ~ ian. ae 183 | Samson Cordage Works ...... . 45 eee 2 —_ 
Ce miaiciocstiie Timer 82 Sandee Mfg. Co. ................ 195 drawer cabinets. All 
: ; Sava Arms Corp. recision-ma 
tS es 213 ee ee ee ee Arms 4 Ammunition Div. ...... 38 trial renin atom vo el 
screw Co. .... 99 Schacht Rubber Mfg. Co. ...... 200 Boxed refills shipped at 
ing Co., Lubri M Schwartz Mfg. Co. ............-. 146 once from stock. Ask 
i erry oa ee Macklanburg-Duncan Co. .......44-45 Seovill Mig. Co. ................. BI a or write us 
Alloy Prod Magor Car Corp. ..........+.++- 202 Screens & Fabricated Metals 
S3r¥eéepesweds 160 Marquette Appliances, Inc. ..... I5E} Corp, ooo... eee c eee eee eee 213 - 1329 So. CICERO AVE. 
esevseceeseees 38 Marshalltown Trowel Co. ......... 214) Sharon Bolt & Screw Co. ....... 197 Gar dner Wire Co. CHICAGO 50, ILL. 
} Co., The 1% Martin-Senour Co. ............+4+ 34 Sheffield Bronze Paint Corp. a 
Martin Stamping & Stove Co.... 56) chottieid Steel > ree 147 
Marvel Rack Mfg. Co. ......... 209 | Sherman Mfg. Co., H. B. ....... 165 
ittteeeeeeees 219 Master Lock Co. ..........-..00% be Sitends Gey A ted Ge. ....... 7 
peorge K. ... 160 vet Sate Op, Ge. fee, -..-. . Simonsen Industries, Inc. ......... 213 
General Stee! Mayes Bros. Tool Mfg. Co., Inc.. 212 Scl-O-Lite Mfa. C 
ira lbitcees 16! MeOill Metal Products Co. ......219 | So-O-tite Mig. Co. ............. ait 
ik pe eo 121 McKay Company, The ........... 72 South Bend Toy Mfg. Co. ........ 208 SAWHORSE BRACKETS 
Frey Co. 218 McKinney Mfg. Co. ...........- 137 | Southern Screw Co. ............. 72 SET UP OR TAKE DOWN 
__ eee 212 Mechanix Illustrated ............. g3 | Standard Horsenail Corp. ....... 80 WITHOUT NAILS OR BOLTS 
.&¢. 7 Melnor Metal Prod. Co. ..... .. 135 | Standard Tool Co. ............... 73 2? x 4” FOR LEGS 
St RI 84 Metalcraft Mfg. Corp. ......... 62| Stanley Tools ...............0055. 2 
ys edcebieas 141 Metallizing Engineering Co., Inc. 23] Star Brush Mfg. Co. ............ 187 
ohn H. ..139, 161 Midway Tool Co., Inc., The...... ES occa cic ccew xaeenee 221 
Bil Toute bile tices 205 Miller, Inc., Robert E. .......... 211 | Starrett Co., The L. s. iavebaduee 78 Timesaver for contractors, builders, painters, 
Products Co. 219 Minnesota Mining & Mfg. Co. ... 181 | Stevens Arms Co., J. ............ 38 paper hangers. 
prs., inc. ... 202 Minute Mop Co. ............++0+ 213 | Stevens Level Co., E. A. ......... 218 COLORFUL COUNTER DISPLAY PACKAGE SELLS 
eee ae 162 Modglin Co., Inc. ..........-.+++ 56] Superior Fastener Corp. ......... 197 Display it on your counter. $ 50 
od Ee 195 Moline Iron Works ...........++. _, a Seer 136 Retail $1.50. Slightly higher 1 
Eswevinvenwees 125 Monarch Marking System Co., The 58 in West. Order from your a 
ww tewewepewles 207 Monark Silver King, Inc. ....... 22 jobber or direct from us. 
T 
My sty vieetes 214 Monowatt, Inc. sala ere ated eb viata 69 TE ee ey ee 190 GRAND HAVEN STAMPED PRODUCTS CO. 
Moore Push Pin Co. ............. 213 GRAND HAVEN MICHIGAN 
Mortell Co., oy Sea 192 Tatcher, I Cts catuddwstdsone<e 179 . 
Mfg. Co., C. 18 Myers & Bro. Co., F. E. ......... @ | Tate Co., E. H. ............0.000. 214 
sri ee as 125 Taylor-Gjede Co., Inc. .......... 1él 
“ara 191 Taylor Instrument Companies ... 143 PERFECT 
edn eebends 210 National Cash rs CS vscee ae 1. -~qpednenn. me 6 Sew 8 e'? for PROFITS 
anita Nerere Assoc eres Momfoe” oq True: Temper Corp. ..........-. 21 NEW Eblecthic SAFE 
eactdeacaiit 211 Notional Lock Co. .............. 49| Turmbuckles, Inc. ................ 146 (No open flame) 
ibiteecisliieliclan ts 55 National Mfg. Co. ............. 53 
‘itchen Aid National Metal Prod. Co., Inc. .. 215 U PAINT REMOVER 
piviewanewde 155 New Bedford Cordage Co. ..... 207| Union Hardware Co. ............ 144 
ide daeneaon 24 Niagara Chemical Div. .......... 54] United States Steel Corp. ....... 8 gta Ls ged — er = ‘ wz 
ee sar eee 7 Utica Drop Forge & Tool Corp... 133 | faces. Ideal for one lino- 
iat 215 fe} leum and asphalt tile, remov- ONE YEAR 
ene eae Okonite Co., Tape Div. ........ 68 Y aS oe ae ee GUARANTEE 
A SRO ‘7 O'Malley Valve Co., Edward .... 209| Van Cleef Bros., Inc. 29 Handle wall net heat up. Unit, Write Ted C = p lete 
ig Corp. .. 212 ee © Dan Mfg. Co. : - °AC nT OC cen, Ee fer Prefteble ment. Blec- 
__ gemelege! 222 P Vaughan Mfg. Co. ............- 68 | 120V. Heating surface area trical cord 
P & C Hand Forged Tool Co. .... 169| Vichek Tool Co. ...........0005 194 | 3%" = 5%”. Dealer Plan UL approved. 
Park Metalware Co., Inc. ....... 209 
. West Male Street 
1p Co. 196 ET RG SRS asic vccoesscecese 74 Ww THE e & L TOOL & MACHINE CO. PLAINVILLE, COMM. 
na % Parkersburg Steel Co. ......... 129 NUM FT OOOO EEE 
sulle hay ahaa ot | Wall Mig. Con, P. .eesece2s--os 199 : 
ghee 9- | alba Peabagde Warren Dado Sawing Washers Co. 16! 
Peerless Pump Div. .............- 62 
y Co. .... 47 Ph Warwood Tool Co. ............--. 84 
“Seite 81 oenix Table Mat Co. ..... 213, 214 Wenite & ® 3 
Pioneer Gen-E-Motor Corp. ...... 60 lb Sat ohana 
teeter cence 88 Western Tool & Stamping Co..... 220 
ie 54 e+ Plate Glass Co., 
peene  ) Se |. 0 lL lg Eee 
I Sala: 6a0ceetveswente 87 | Westwood Mfg. Co. ............ 171 
ES ere BF FI IS ovine cieccccceds. css 122 
seeseeten 170 Plastics Merchandising .......... 213] Whiting-Adams ................-. 187 
rae ame 149 Portable Electric Tools, Inc. .... 213] Wickwire Spencer Steel ......... 138 
Tet eeeeees 48 Porter Corp., J. E. .............- 201 | Williams Bl EE: kewetdecshecot ee 
coseeonee 185 Wilshire Mfg. Co. .............. 197 ROLLER SKATES a 
FO. +e eves 50 9 Winsted Co., The ........cc0000+4 212 po: 
purnciive aie Quijada Tool Co. ................ 211] Wood Fuel, Inc. 22.0.0... 8 == + y 
ae eT pe 219 Wooster Rubber Co. ............. 57 
a eee be R —— Pump & Machinery - o st IN THE ; 
epeoseoen CSS 7 Re 4 me 4 a tg llsi_si_s*l”"”"”N"NTN"W__ > gittumy i ” "SB wh weSEwesececssecsccoseces be — 
eA we ff Bed Devt Toa nnn 84 pig hol & Wire Goy 6. Fo. 21 FILS POPULAR PRICE (@ 
Rogers Isinglass & Glue Co. .... 52 Mesege Water tity. Ga. ...... OF MARKET FOR COMPLETE 
an 128 “alee Electric Co., Inc. .......... 159 ‘ ast INFORMATION 
ieee. ” uesell i berceall & Word Bolt & aiid Midendie Wid s.c... 2 KINGSTON PRODUCTS CORP., Hwd. Div. + Kekomo, Ind. 
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Fast Moving Favorites | POPULAR DEMAND CREATES BIG PROFITS 


for Winter Decorating WA 44\e/479 4 
TIGER GRIP WL//4/8/) EVA 


Linoleum Cement 
For floors or walls, all thickness- | 
es of linoleum. Easy to spread @ PACKED TOP 
quickly and uniformly because @ QUICK OPENING 
it’s tacky but not gummy or | — ; 

lumpy. No presetting — no of- @ LARGE FLOW 
fensive odor. Can be applied CS de IIT @ LOW COST 
fast—it's easy to clean up when Na 8 Mill 

the job is done. — 





Manufactured 
4 f with either 

/ : Ya" or %" 
Consumers Waterproof Cement & Pipe Thread. 


The perfect companion to Tiger Grip Paste — for 
closing seams, sink tops. Ideal for bath, lavatories, 
rathskellers, etc. % ... The KantLeak Oil Valve was 
e j designed to make the installing 
PROFESSIONAL (Mechanics) TROWEL ; ) | of teak ofl tothe ot 0 Gen 
Made of roy a ne with the f easier and more economical. This 
correct serration spread cement on floors i | : 

for linoleum, rubber tile and asphalt tile. Also Kantleak product 3 © comped 
used for cementing linoleum to wall surfaces. ‘ and sturdy fuel oil shut-off valve, 
Strong construction. Aluminum shank held with | growing daily in popularity. 

10 rivets and a handle that cannot turn. | ~ 


Order From Your Wholesaler. H3 


CONSUMERS GLUE CO. B ANDERSON BRASS COMPANY 


1SI1S N. HADLEY ST ST. LOUIS 6. MO. 5306 TWELFTH STREET, DETROIT 8, MICHIGAN 











FASTER SALES Make More Money 
MEAN Al 
MORE PROFITS ( : a aa 


@ Wide selection by type and price assures 
extra sales, Permits attractive displays, 
assures you “exclusive” offerings. Colorful, 


; ROTARY rugged, low priced! 


/ POWER MOWERS Now 


with Pliofilm Wrapper 
for Simplest Selling 


JUSTRITE Nozzle 


Proved most popular seller for years, 
now improved with straightline knurls 
and see-thru wrapper that keeps 


, , a finish gleaming 
“ @ ALLENCO advertising for 1951 will be 
b es biggest ever! Tie-in with a good range of 

Airfoil shaped blade gives smooth 19” cut to fine | stock, displays, mat ads. 


dawns with ease. The HOMKO Rotary Mower is the latest develop- 
ment for cutting high grass and weeds. A maximum of SAFETY, Order From Your Jobber NOW or 


STRENGTH, and LONG LIFE is obtained from the ALL STEEL write for name of nearest distributor. 
GUARDS AND FRAME. Powered by the latest VERTICAL TYPE, 
DIRECT DRIVE, NATIONALLY KNOWN, 2. H.P. 4-CYCLE ENGINE. Established 1887 


DEMAND DEPENDABLE HOMKO—TRULY A QUALITY PROOUCT | L E 
MANUFACTURED BY ° ° 


WESTERN TOOL & STAMPING CO. - 
THE LEADER IN THE POWER AND HAND MOWER FIELD Manufacturing Co. 


2725 SECOND AVENUE DES MOINES 13, 1|OWA CHICAGO 6 NEW YORK 7 
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